




DECEMBER 1960 ONE DOLLAR 


Industrial 
. Distribution 


McGRAW-HILL PUBLICATION FOR INDUSTRIAL 
‘ cf\y DISTRIBUTORS AND THEIR SALES PERSONNEL 


a 

















IS UP 


Get your share 
and keep it there! 


Threadwell’s fine line of cutting tools 
and gages is one guarantee of un- 
interrupted production, the surest 
way to keep your customers in ‘a 
competitive position. 

To get out-front and stay there your- 
self, make sure you have the whole 
Threadwell story. 


THREADWELL TAP & DIE CO 
GREENFIELD, MASSACHUSETTS 


BUSINESS 












Stocking Warehouses: New York Cleveland 
Detroit los Angeles Greenfield, Mass 
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NO KEYSEATING! 





NO REBORING! 





NO WAITING! 


REUSABLE! ‘“paaa) 





SINGLE STRAND, HEAVY SERIES 





Dopat Quality Roller Chain, 

teamed with Dodge Taper-Lock Sprockets, results in chain drives 

nd chain conveyors that have the precision, efficiency and stamina 
necessary for the real economy of Jong life. 

Moreover, Taper-Lock’s reusable bushing makes a difference 

overall cost. The ease of Taper-Lock mounting, the elimination 

of reboring, keyseating, and wasted time, add to the saving. Pre- 

n machining and true articulation lengthen the life of both 





The Dodge line of chain, including standard attachments, is 
DOUBLE PITCH CONVEYOR 


percentage of all chain requirements. 
In the Double Pitch series (both Transmission and Conveyor) 
re special spacing for perfect tooth action are 


offered from stock in special double pitch design —to double 
fe of the chain and the sprocket! 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Ind. 


DOUBLE PITCH CONVEYOR, LARGE ROLLERS * 
THE TRANSMISSIONEER , t 
Dodge a P 
; ? f D 4 D 
: ‘ 


\ —» of Mishawaka, Ind. 
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A Time-Saving Guide to the Contents of This Issue 


It Pays to Pioneer 70 


Uland Rubber & Sut ply Co. in Louisvill past 9 years, says Harry Uland, has be 
w up around new products and new instill “missionary” spirit in his sales force 
pplications His major objectiy ove! ind pr le the extra service this 


Selling Small Plant Automation 72 


Salesm it Indiana Manutacturers Suy WK pl 
1] } ] ) + +} ; , ] a | 
Co. sell the idea that automation doesn’t quipme A DE isily repla 
xpensive p ised, Or arranged in differ 


wil 


Waste Makes Sales 75 


. in Harvey “Doc” Henderson's ap- sales: | te. instances of wastel 


Warehouse in The Office 76 


\ West Virginia 


, a: 2a 
with a built-in stock picture of stock balances. Same 


l p cessing 


Back Order Blues 78 


\\ Coast sal eaks his 1 about think { do away with much of 


S pl I 


Put Facts Before Big Buyers’ 80 


ID's Septem! lt wh 
case involving problem with a 
Co 
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When Does a Service Shop Pay Off? 82 


Before d iding to sct up a conveyor belt need, area potential, probable effect Ol 
service shop, Mars, [1 fist analyzed the sales, and investment and return 


Demonstrate to Educate 84 


Silliter-Holden, of Hartford, Conn., outfits ideas for automating its customers’ shops 
uiler with refully thought out series Purpose is not spot sales but education lead 
king mechanisms designed to spread ing to long-range result 


How to Make Sales Sitting Down 86 


Mel Leitzk Valley Industrial Sales Co., 


hour of the day” not on the road, but in 
Appleton, W 


nost profitabl his office, using phone to chart course 


Helping General’ Salesmen Specialize 88 


Baldwin Supply Co. revat ps old master providing salesmen with a powerful new 
italog file into eight new books reflecting selling tool. It also solves the problem of 


{ partments ind having too much to carry on sales calls 


Distributors Step Up Cost Accounting Drive 90 


NIDA-SIDA puts volunteer speakers on tributors who use ‘CA’ see profits climb 


to spread the word on how to plan bigger program for sharing data and 


rofit study Metals dis setting standards CSA starts school 


Rules Are Rules 92 


problem case, a blocked by a buyer who insists on barring 


reative selling shop to vendor's representatives 


Other Features 





Vou Sete W.. 1... eee. 7 Marketing Trends........ 100 
Talk of the Trade 
The Editor’s Page ........ a, kre 110 
Supply Sales Trend....... 94 New Products........... 112 


The Outlook for Business... 98 Index of |.D. Articles 


Featured Next Month 


DISTRIBUTORS’ ADVERTISING Here's a look at 


most effective, what they think of manufacturers’ 


the advertising and sales promotion efforts of dis efforts in their behalf. This article is the outcome 
ributors how they Spt nd. how much they spend of a survey of distributors throughout the country 
what forms of advertising or promotion they find reflects both accomplishments and trends 
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A NEW WAY 
TO SELL 
TAPS... 


Here is a whole new concept 
in tap merchandising. In less 
than five minutes “showing” 
time, your salesmen have a 
strong platform of tap facts 
on which to build their crea- 
tive selling message. 


This illustrated color presen- 
tation outlines the basic re- 
quirements for all taps and 
shows just why Sossner taps 
fill these requirements better. 
Then come the additional fea- 
tures and advantages which 
make Sossner taps a clear and 
logical choice. 





THE SOSSNER 


TAP 
PRESENTATION 
BOOK 


Increase your tap vol- 
ume with this powerful 
new sales tool. Become 
a Sossner distributor. 
Drop me a line for full 
details. 


Lh Aaesmtr 


TAP & TOOL CORPORATION 


SOSSNER 29 BROADWAY. LYNBROOK. L.I.. N.Y 


FACTORY WAREHOUSES IN NEW YORK « LOS ANGELES + ST. LOUIS + DALLAS 
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Need High Capacity 
In Compact Space? 
This major design improve- 


ment in V-Belts brings you unprecedented compact- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 


\ E Revolutionary 
tooth-grip principle; no anata no constant lubri- 
cation. Highly versatile. 


™ ears 
— This ad peta 
Yt aa ait yumbe er wn 
| i a 
| ustri se\\ 

\ ate nelP you woo? 

axeeAt 
U Belts: 


Whatever your 
V-Belt needs, a 
DURKEE- Lippy 
ATWOOD "its Yj 
meets them Caw aa = 


What do you want in a V-Belt? You want i F 

consistent performance, long trouble-free life “~<S 

and full-rated power transmission. That " 

means the belts must be made of the finest ce ’ — 

quality materials, with careful attention to 40% Extra Capacity 

engineering details, manufacturing processes in Regular V- Belts? 

and testing procedures. Durkee-Atwood : 

V-Belts are made of the newest high tenacity S. Increased 


capacity at no increased cost. Available in oil and 
heat resistant and static dissipating constructions. 


synthetic fibres to assure length stability in 
storage. The exclusive Durkee-Atwood 
“‘Iso-Dynamic” Vertical Matching Machine 
eliminates the “‘sag error’ that develops when 
V-Belts are matched on horizontal equipment. 
This assures equal power transmission from 
all belts on multiple drives . . . Look to 
Durkee-Atwood for quality, service and savings 
..the most complete line of industrial V-Belts. 





Top Pe aliases in 


© 
Variable Speed Drives? 
Look for the DA On Your V- Belts For constant per- 
formance. Abrasion-resistant cover; crowned cross 
section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 
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HELP CUSTOMERS CUT COSTS ON HACKSAW OPERATIONS 


with Nicholson and Black Diamond blades . . . a fine way to establish repeat sales with brand-conscious cus- 
tomers inclined to heed your recommendations in other lines. = Point out to them that Nicholson or Black 
Diamond blades keep hacksawing costs way down for several reasons. These blades are priced competi- 
tively. There’s a full line—a blade for every requirement. They’re all made of top-quality metals—tough and 
durable for long mileage, long shop life. And .. . the teeth are designed to make smooth, timesaving cuts. 


» Urge your customers to try these blades. They’ll give you their confidence and their repeat business. 


Nicholson File Company, Providence 1,R.1. + Files + Rotary Burs erets, NICHOLSON > 
Hacksaw and Band Saw Blades - Ground Flat Stock + industrial Hammers * a. s.a.* 
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¢ Selling Your Products—What Your Customer Expects 


¢ Market Information Can Be 
Properly Used 


Motivating Distributors 


CLEVELAND, O} 


Please send me two copies of th 


speech, “Motivating Distribut 


which was presented by Walt 
Crowder before the sé \ 
Industrial Conference of the | 


ern Regional Industrial Mark 


Committee in Philadelphia, P 
\pril 28, 1960 
I would appreciate yout 
this, and when I see Walter I vw 
tell him how impressed | am 
the contents of the speech 
H.F. Si 
Chairman of ‘The B 


Columbian Vise & 


What Your Customers Expect 


CINCINNATI, QO) 
Sell the jualit of th 
you hand \s | 
OK That is an excell i 
\s an engineer (v¢ im 
graduated, register¢ ind w 
vears of professional expc 
fore I went into. selling 
‘hogwash 
Quality” is that fea 
product most difficult to def 
specify, most amenable to variat 
In interpretation ind most x 
yensive and difh t 
With all due respect to mv f 
the purchasing agents, | 
f only two or three who have the 
hnical background, interest and 
time to make am 
ible quality evaluat In some 
limited fields, wh 
ire going ft 
lume 


mn 


{ Costly Loss If Not 


ngineering departments are some 
mes given the 


ike d 


time 


SCIL 


ind funds to 


Industrial Distribution 


You Said It 


Issacs Co. Strong adverse effect. 
2. ‘The letter 


head is On good 


tion based on quality quality paper, and is a reasonably 
efore the placement of orders. In good layout and printing job. Good 
1¢ broad general ficid of industrial — cffect 
pplies, there are hardly any com 3. ‘here are several erasures in 
inies who have even the most ele- the letter, and the typing is not 


nentary svstem for evaluating the entirely even. Bad effect. And 
ality of the products they worse when I let slip the fact that 
yurchase our secretaries are swamped, so I 
Just for fun, I will try to state Ted typed this letter myself, and the 
Issacs’ Theory of Quality tvpewriter I use needs an overhaul. 
Most customer's regard for the 4. A somewhat loose, informal 
lity of a product increases in — style of writing, that may be good 
lirect proportion te or bad, depending on such factors 
1. ‘The length of time the manu is what vou had for breakfast this 
facturer of the product has been in’ morning 
business The quality of the idea, therefore, 
2. The size of the manufacturer. is drowned in peripheral factors. 
3. The volume of advertising, You bet I like to sell “quality” 
nd the appearance value of the and I work it for all it is worth 
manufacturers ads and catalogs But I do not kid myself. Good 











4. ‘The stress placed on quality icting, the stage kind, is one of the 
the manufacturer's ads, catalogs — salesman’s most important tools. 
ind salesmen Trp Issacs 
Let us take in exampl ut of the The Issacs Co 

dustrial products field, but cer 
tainly related to it 
In reading this letter, vou will ; 
make an evaluation of the “quality” Market Information: 
the ideas presented. What will Asset Or Liability? 
iffect vour judgement New York, New Yor« 
1. You never hear of me or the Ihe gathering of market informa 
tion is a costly process that can be 
1 loss for the company involved if 
| ; e —* proper us¢ is not mad of the ma 
€ publich terial at the firing linc 
| ta int Che accumulation and dissemina 
| ‘ = that tion of all this type of data does 
we " t nothing but increase expenses un 
| S Ir | Rk, INDUSTRIAI less the information is put to eff 
| tie ‘ a t 42nd St tive use. The key to the effective 
| The | 9 market information center 
| " 
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T With such a well-rounded socket lineup as Blue Devil, 

you don’t need to shop around for fill ins. Those much-in- 

demand exclusives, ‘““Led-Lok” and “Saf-Lok” are great 

for distributor door openers... which is why our distrib- 

utors find the line so profitable, so satisfying to handle. 
Call or write for details now. 


Tilt i te77 


. Sold only through Authorized Industrial Distributors 


SAFETY SOCKET SCREW COMPANY 


6500 NORTH AVONDALE AVE. « CHICAGO 31, ILL. * TELEPHONE ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES © DETROIT © NEW HAVEN © NEW YORK CITY 
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You Said It 


STARTS ON PAGE 7 





on two words—proper supervision 
(his means at the district level, at 
the regional level, and at the na 
tional level. 

\t York Division, management 
vigorously follows through with six 
steps to be sure that market infor 
mation on its products is properly 
used. Here are the steps: 

1. The market potential or busi 
ness available in an area is discussed 
with each man in detail annually 
and his results reviewed quarterly, 
in person, by his field supervisor. 

2. Ilis individual standing relat 
ing to quota and the analysis of 
plans for his market are also dis 
cussed annually with his sales man 
ager and reviewed quarterly by his 
field sales supervisor or regional 
manager 

3. The number of calls made 
daily or weekly is reviewed monthly 
by the regional manager and quat 
terly by the sales manager 

His individual standing within 
the company and his sales results, 
with regard to industry figures, are 
likewise reviewed monthly bv the 
regional manager and quarterly by 
the sales manage 

5. Inventories are reviewed regu 
larly on a weekly basis bv the field 
sales supervisor 

6. Such things as advertising 
leads, direct mail leads, factory in 
quiries and complaints are followed 
up at the home office by post cards 
sent directly to the inquirer thirty 
davs after his initial inquiry has 
been answered and referred to the 
ficld for handling. If the inquirer 
indicates he has not received satis 
factory information and handling, 
the field supervisor and salesman arc 
again contacted to correct this 
situation 

Market information will not make 
a poor salesman good, but it will 


direct him to concentrate on where 


meet the challenge of the GOs 


[UF KIN 


new leader in precision too/s/ 


“For exclusive features like this, you want Lufkin!” 


Take this V32 Dial Test most it manent magnet located in the base.) 

made becau Ol its I . ion mpiet ifkin precision tools are loaded with exclusive features 
with jeweled rl 101 ri ukIn indl- that make them ier to sell. And Lufkin is the com- 
cator has a | contact | I y-to-read dial plete line for volume business 

gracuations t Switch your customers to Lufkin —the new J/eader in 
Exclusive ball-bearing mounting reduces friction, precision tool ind give ’em that “‘something extra.” 
assures accuracy. Mount \ ifkir itl oull bring in extra profits from more 

Mite holder and test setup that repeat sales, month after month, year after 


LUFKIN, Saginaw, Michigan 
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There are 

300 different 
stock fractional 
horsepower 
motors in the 
Bodine line 


1/2000 to 
1/6 horsepower 


. including a wide range of speed 
reducer motors (TORQUES 1.3 in. oz. 
to 219 in. lb.... SPEEDS 0.7 to 300 
rpm.... RATIOS 6:1 to 1800:1 


QUESTIONS 
AND ANSWERS ABOUT 
BODINE MOTORS 


What about Bodine quality? 





Quality products are powered by qual- 
ity motors. These nationally known 
products use Bodine Motors: Victor 
Adding Machines. .. Sanborn Instru- 
ments... Howe Scales... Royal Elec- 
tric Typewriters ... Ampex Tape 
Recorders . . . National Cash Registers 
...Cutler-Hammer Controls... and 
many, many others. 





What do users say about Bodine 
Motors? 


A. B. Dick Co., “‘They’re reliable, 
rugged, compact.’’ Haloid Xerox, ‘‘We 
get consistent, trouble free perform- 
ance.’’ Leeds & Northrup Co., ““Bodine 
Motors are rugged, dependable.”’ Gen- 
eral Binding Corp., “Service require- 
ments on Bodine Motors are almost nil.”’ 


Are Bodine Motors well known? 


Definitely! Bodine advertises aggres- 
sively in 14 national magazines... 
including U.S. News & World Report, 
and Business Week. Bodine has manu- 
factured quality fractional horsepower 
motors since 1905... more than 
5,000,000 of them! 


Look at your Sweet’s File, or Thomas 
Register for product information and 
the location of your nearest distribu- 
tor. (A limited number of distributor- 
ships are available in a few selected 
areas.) Bodine Electric Company, 
2534 West Bradley Place, Chicago 18, 
Illinois. 


=1@)] 2) i, i= 


feontionel |. asuuee 
MOTORS 


the power behind the leading prod 
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ADVERTISING TO HELP YOU SELL 


So it doesn’t break---So what?? 


So we can bend a MARVEL High-Speed-Edge 
Hack Saw Blade double, and it won’t break. 
Does this prove anything? 


Let’s see if it does. When you buy a box of hack 
saw blades, you expect each blade to have a 
reasonable cutting life. For example, take an 
ordinary blade that costs $4.00, and you expect 
it to produce 2000 sq. inches of accurate cutting- 
off before it is discarded. Would you be willing 
to pay $8.00 for that same blade? You will, if it 
breaks halfway through its expected life. 


Bending a Marve. High-Speed-Edge Hack 
Saw Blade to demonstrate that it is truly un- 
breakable proves the point that you get every 


ARMSTRONG-BLUM MANUFACTURING CO. 
5700 West Bloomingdale Avenue « Chicago 339, Illinois 


square inch of blade life you pay for when you 
buy MARVEL Blades. 


Safety to both operator and machine, plus 
maximum blade life, seem like value enough 
from this remarkable blade. However, these 
MARVEL Blades give you even more, for they 
will cut faster, with greater accuracy because 
they can be safely tensioned more taut in your 
machine than ordinary “breakable’”’ blades and 
are therefore more rigid to resist deflection. 


Cost? Unbreakable MARVEL High-Speed-Edge Hack Saw 
Blades are priced competitively. Use MARVEL Blades 
consistently with complete confidence because they have 
no equal for value. Leading Industrial Distributors stock 
and sell MARVEL. Ask yours today. 
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hat does this 


First of all it means Morse quality roller chain 





sprockets are now available from stock at 
prices that haven't been seen in decades. These 


Morse sprockets are of high carbon steel per 


Try et 


mitting induction or flame hardening of teeth 


to insure wear-resistant hardness and depend 
ability—features never found in cheap, run-of 


the-mill sprockets. Second, it means that you 





as a Morse distributor can now compete on 
] > 
the basis of price as well as qual {\ luke to s. B. ¢. 
ge ther they form an unbeatab!] ni tion Type A plate roller chain sprockets. Type B steel minimum plain and finished bore 
nan unb able cor yMatiol : } 





sprockets. 7 pe C cast tron roller chain sprockets. 
that enables you to snare those borderline o1 


ders where first cost is of primary importance. 
Third, it means a greater profit potential for 
you, for rare is the customer who can resist 

price and quality. Write today for information MOR GS FE 

and price sheets. Morse Chain Con ny, ¥ 
Dept. 23-120, Ithaca, New York 





ME Re A BORG-WARNER INDUSTRY 


INDUSTRIAL DISTRIBUTION e DECEMBER, 1960 















Remove and install 
gears, bearings, 

wheels, pulleys, etc. 
quickly and easily {the beires are and peamit him to 


- make the most of his tactical advan 
with —— tages. It will encourage him to work 


harder each day and enlighten him 

as to what is expected of him and 

OTC HYDRAULIC where he stands in relation to his 

bé ” fellow salesmen within his company 
PUSH-PULLERS ind his industry. 


Austin Ruistnc 
Marketing Vice President 


le, York Div., Borg-Warner Corp. 


@ From an address by Mr. Rising before a 
panel session at the Eighth Annual Market- 
ing Conference of the National Industrial 
Conference Board 


You Said It 


STARTS ON PAGE 7 




























OTC hydraulic “push-puller’’ with 
attachment removes gear and bear- 
ing quickly and without damage 
Push-puller (with legs threaded into 


a pulling attachment) is like a port. P , Kudos 
able shop press al 


Ya 


OKLAHOMA Crry, OKLAHOMA 


CUT MAINTENANCE COSTS AND | want to thank vou on INpbus- 


MACHINE “DOWNTIME.” SAVE PARTS! rRIAL. DisrrrputTion for the many 


OTC hydraulic “push-pullers” with at 


- ar “ ( < ~ ) ; ‘ 
tachments handle hundreds of tough, irticles oats have put lished this past 
complicated pulling and installing jobs vear concerning Central Supply As 

; 6 é I amage to ; 
=" ey Sak Vee Ce sociation activities and myself. 
Cut machine “downtime” and save We, as officers of CSA, the staff 





parts by having the right tools in your 
shop to handle every job. Complete, : 
versatile maintenance sets available in realize what the voice of the press 
17'2, 30, SO and 100-ton capacities. 
They pay for themselves in time saved 


and members of the Association 





Fifty-ton ‘push-puller’ removing genera- 


tor rotor assembly from shaft Legs 
extend through the assembly, connect 
to a pulling attachment 


means. Our efforts are continually 
aimed toward the betterment of the 
industry and the wholesalers who 





get their livelihood from it. You ( 
efforts in relating our thoughts in ( 
this wav are indeed appreciated. ( 

Rarpn V. Coox ( 


President 
Cook Supply Co 





large tapered roller bearing cone be- Two leg connectors (female threaded 





ing removed by 50-ton OTC ‘“‘push- adapters) join extra puller legs which 
puller’ and attachment connected by thread into pulling attachment to pull 
threaded adapters a bearing 
Help your customers solve their maintenance problems. Sell OTC , — 
1 aeeathsrndsep span tte Field Sales Productivity 
EA . : » 
F te.” ~ OWATONNA TOOL COMPANY New Yors, New York 
' v 273 CEDAR STREET OWATONNA. MINNESOTA here is a widespread interest on 
» by the part of home office sales manage- 
Gy ment to find ways of improving the 
t productivity of field sales manage- 
ol A P 
e, ment through better and more effec- 
‘No tive use of its time. 
PULLERS AND PULLER SETS - HYDRAULIC RAMS AND PUMPS - HYDRAULIC SHOP PRESSES - HAND TOOLS Continued on page 1§ 





14 INDUSTRIAL DISTRIBUTION e DECEMBER, 1960 














he SCOTSMAN, another 


‘“‘Wheel of Profit"’ 
by MACKLIN 





Our distributors find the Scotsman” reinforced wheel one 
of the best of the Macklin “Wheels of Profit’. It makes a 
good door opener for our distributors because on severe 
cutting operations where heavy stock removal is required 

operations like heavy weld grinding, notching castings, 
smoothing flame-cut edges, Scotsman wheel performance 
stands out. It’s easy to stock, too 

The Scotsman is one of a complete line of reinforced 
Macklin wheels. Each is designed to cut more metal per 
dollar; to give distributors a complete line of quality wheels 
for every grinding job 

IT WILL PAY YOU to find out how you can become 
a Macklin distributor. Write today. Dept. 9 


ae: - 


MS aa? 


WHEELS 








JACKSON, MICHIGAN, U.S.A. 





Mack-Flex 





Scotsman 






















Photo courtesy SKIL CORP. 


B. R. Fine Cut 


Max-Cut Wheel 














on the big extra profit opportunities 
for metal hose in my territory 





FIRST... our detailed metal hose market evalua 
tion, of your specific territory, will point up that 


there is not only a healthy market but an ex- 


FIFTH ... Flexonics Field Sales Engineers train 
your personnel, work with your salesmen in the 
field 


panding one as well 


SIXTH... Your accounts will welcome the service 
SECOND... Flexonics PMS Program 





Pipe Mo you make delivery in hours that now takes 
tion Specialists) provides the tools to corral thi days. And what a door opener for new accounts 
lucrative market protects you f / te SEVENTH ... Flexonics extensive magazine ad- 
ritory vertising spotlights you as the PMS distributor 
THIRD... The margins on the Flexonics line are for your territory . emphasizing quality prod- 
attractive, higher than on many of the lines you icts, fast delivery 
handle. EIGHTH .. . Flexonics PMS distributors across 
FOURTH ... Inventory investment is modest and the country prove the soundness of the program 


Flexonics exchange agreement 
stock tuned to the needs of 


assures 


pron 


you a the attractive t opportunities. 


your territory 


HERE'S OUR PROPOSITION | . . Drop us a note asking to see a detailed evaluation of the metal 
hose market in your territory. Also the big PMS brochure that outlines the program. We'll wager 
money, marbles or chalk that when you have the full story, you'll be ready to act. Write today. 


corporation 
Calumet & Hecla, | 
1314 South Third Avenue e Maywood, Illinois 


iH-440 


« 
subsidiary ' 











No tools required Kino { 


j , 
alone will stant 
\merican Slip Ren ible ty 
when held In plac 


new Ln-A-Lok Li 





& Available in cither A.S.A. | 
’ \ 2 tii ¢) J if } 
..-IT'S LOCKED apse ground or Del 
. L N-A-LOK eliminat lock 
, Res , 
on wy holding clamp 
ACI 
CARS . | oO i | 
Lllhciti( Ol mai dou 
I vou ~ | much easies Screw h ‘ 
\ t.drill lapping operations are climtinal 
lL ime is saved and labo costs are lowered 





Un-A-Lok Liners are listed in the new American Catalog just printed. Write for yours today. 





the New 


hype Lien 


UN-A-LOK 
) LINER 


Brings 

Instant 
Interchangeability 
to 

Drill Jig Bushings 


A 





/ f 
{me CNCCE DRILL BUSHING CO.,5107 PACIFIC BLVD., LOS ANGELES 58, CALIFORNIA 


TELEPHONE LUdlow 3-1122 / TELETYPE LA 1315 
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You Said It 


STARTS ON PAGE 7 





Some companies are employing 
new and unusual techniques, but 
the majority are sticking to the tried 
and true fundamentals. As one sales 












executive stated, “Our improvement 


HI-SPEED 
Cable 
Rewind 
Crank 


is not so much in doing new things, 


as in doing old ones better. 
Specific suggestions made by sales 
| executives included 
1. Improved Personal Relation 
| ships, stressing the personal aspects 
| of home office supervision 
2. Improved Sales Promotional 


he} By =i Ee 
2 9 | \& \ | ment more productive. 
CAPACITIES . |S Paper Wk mination 


| 4. Marketing Research Improve 


ments, as a back-up for the field 
y (« 


| 
| Tools, to make field sales manage 


management group 
5. The Importance Of Intangi 
bles, otherwise known as the morale 
factor. 
Davin S. MILLER 
Vice President-Marketing 
Kawneer Co 


@ A survey of 240 companies made by Mr 

| Miller expressly for the National Industrial 
Conference Board Marketing Conference 
formed the basis for suggestions on mak- 
ing field sales management more produc- 
tive. 







prices 
start at 


$29.50 In the October issue you printed 


an article on how Dow Chemical 
Co. changed its purchasing function 


Stockless Purchasing 


to stockless purchasing, using dis 
Superior to anything on the market. Simplified design tributors as warchouses 

with fewer parts. Detachable high-speed cable wind-up | This is an idea which we have 
handle. Highest quality flexible aircraft cable. Safety handles 
design tested for overload to protect operator. Guaranteed one 


had for a good many months. How 
ever, we have had no success in con- 
| vincing the plants in this area that 
year against defective parts. Also especially corrosion-proofed | the savings which we feel will ac 


models for use in chemical plants, mines, etc. crue will actually come about. | 





: | believe a copy of your article, placed 
Stock And Sell The Most Asked For Cable-Rachet Hoist . : 
Lightweight @ Versatile @ Compact | in the right hands will help tre 


| mendously 
THE LUG-ALL COMPANY A DistTRiIBuTOR 
HAVERFORD 11, PENNSYLVANIA e Copies of ‘Stockless Purchasing At Pla- 
quemine” may be obtained by writing to 
the Reprint Editor, Industrial Distributien 
330 West 42nd Street, New York 36, New 
York. Single copies are 25 cents each 
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WEIGH YOUR BEARINGS BUSINESS AGAINST N/D-HYATT 
APPLICATIONS .... and you'll see that they balance beautifully. New 


Departure ball bearings and Hyatt roller bearings are the standards of the industry. 
These high quality, durable bearings are specified as original equipment on virtually 
every type of industrial equipment in use today... by nearly 30,000 original equipment 
manufacturers. This means customer preference and an important sales advantage 
for you as a N/D-Hyatt Authorized Distributor in the industrial bearings replacement 
market. From a strategically located supply line—United Motors Service bearings 
warehouses and sales locations across the country—you receive fast service, one-day 
service on even your regular stocking orders. The United Motors Service Industrial 
Bearings Proposition includes Sales Engineering Service, Inventory Protection and 
many other quality features that offer you a more profitable way of doing business. 


Be sure you have the complete story on your New Departure and Hyatt agreement; ask 
your United Motors Service Bearings Sales Engineer to show you the new folder entitled 
‘Here's the Best Proposition in the Business for Industrial Bearings Distributors.’ 


UMS 


UNITED MOTORS SYSTEM 









hh 
Hyan a, } ee 
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Vinson Supply Co. salesmen say: 


“The oil, petrochemical and refining industry 
which we serve is young, vigorous, and rapidly 
progressing. We have always maintained our 
product lines and service to match the needs of 
the companies we serve. Industry progress has 
demanded better products and more enlightened 
service. Crane helps us keep up. 

‘Because we are specialists, we sell and serv- 
ice a most select group of lines. We can afford to 


handle only the best products offered to the 





CRANE CoO., 


VALVES + ELECTRONIC CONTROLS - 


INDUSTRIAI 


PIPING 


PRODUCTS GROUP 


industry because that’s what our customers 
want to buy. Naturally, Crane belongs in our 
line-up. With Crane, we offer the products our 
customers want and the quality they demand.” 

That’s how one distributor looks at Crane. 
How about you? Crane’s complete valve selec- 
tion, the constant program of product improve- 
ment and vigorous marketing activity can help 
you... with attractive profits today and a 


pattern of growth in the future. 


e 4100 S. KEDZIE 


PLUMBING + HEATING - 


AVE., 
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CHICAGO. 32, ILL. 
AIR CONDITIONING 











Reporting more news from... DIRECTION "70 


a fast-moving program of planned expansion, 
product development and streamlined distribution to 
help our customers meet the challenge of the Sixties 





oe 


eligi TS “ee ig Ri 
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SKIL DISTRIBUTORS 
GET THEIR BIGGEST 
SLICE OF MARKET 


IN HISTORY 


” 


s 


; 


Skil share of Industrial 


Industry figures for the first six months of 1960 are in 
And once again Skil’s share of the industrial power 


tool market is bigger than ever . . . actually 16% bigger 
than our share of market for the first half of 1959. 
One big reason for this is the exceptional sales 
record for Skil innovations like the new line of Drivers, 
2-speed Recipro Saw and amazing Roto-Hammer that 
is already the world’s largest selling electric hammer. 


And because customers want(andare willing to pay for) 
important extra advantages of Skil Tools, distributors 
are also finding it easier to maintain profit margins 

Look to Skil in 1961 for more exciting industrial 
tool innovations. Want more information on the Skil 
Profit Story? Call your local Skil representative or 
write: Skil Corporation, Dept. |15\1_ $033 Elston 
Avenue, Chicago 30, Illinois. 
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power tool market up 16% 


-»,and SKILSAW POWER TOOLS 
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Announcing a New! 













YY 


YY 
| y 


manufacturers of 



















ller and conveyor chains 





wiewitt-Robins Division 





... complementing the products and 
services of Hewitt-Robins... 

conveyor belting & idlers - industrial hose 
vibrating feeders, screens & shakeouts 


power transmission equipment 


For Union Chain literature, write Hewitt-Robins, 


Stamford, Connecticut. Ask for Bulletin 12-10. 


ee Ae LOl ee Hewitt Rubber - International 


Jones Machinery - Robins Conveyors 





Robins Engineers - Union Chain 


HEWITT-ROBINS 


INDUSTRIAL DISTRIBUTION e DECEMBER, 1960 





















































Performance 
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What’s your valve problem? Powell 
can solve it! What's your valve need? 














Powell can fill it—from large factory 
or distributor stocks for quick valve 
delivery to you. So you can avoid 
costly plant shut-downs and oper- 
ational delays. 


All types of Powell valves are avail- 
able—in bronze, iron, steel, and 
corrosion-resistant alloys—for pres- 





sures from 125 to more than 2500 
pounds WP—and for temperatures 
from sub-zero to super-heat. 











So contact your city’s Powell valve 
distributor or write directly to our 
Company—TODAY! We'll fill your 


valve requirements to your complete 
satisfaction. 

















Powell 
world’s largest family of valves 


THE WM. POWELL COMPANY 
Dependable Valves Since 1846 
Cincinnati 22, Ohio 
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STANSCREW ...Your Added Values Line 





New zinc-plated hex cap screws, hex & hex 





screws, Carriage bolts, lag screws, hex nuts... 


Now over 5,700! 


Stanscrew now offers a wide selection of zinc- 
plated fasteners . over 250 types and sizes 

. with extra corrosion resistance for industrial 
applications . . . extra eye-appeal to boost sales 


for distributors with hardware accounts. 


These latest additions bring Stanscrew’s line 
to more than 5,700 different types and sizes... 
a comprehensive selection of standard fasteners 
which meets the large majority of your cus- 
tomers’ needs . . . excludes slow-moving “‘gim- 


micks’”’ and “‘gadgets’”’ which tie-up your capital. 


Extensive stocks of all 5,700 items are avail- 
able at each of three plants. And, with a policy 
of shipping less than 24 hours after receipt of 
your orders, you can hold inventory at a mini- 
mum... yet provide fast, uninterrupted service 
to your customers. Why not cut your shipping 
and administrative costs by combining orders 
.. . buying from only one dependable supplier? 

Many other benefits also mean higher profits 
for Stanscrew distributors. For all the details, call 


or write today. 




















A complete fastener line 
... over 5700 catalogued 


items, 


Industry’s broadest pro- 


STANSCREW tection on all sales in 
your territory. 
MEANS 


Continuing sales help... 
fastener specialists sell- 
ing with you and for 


you. 


Fast service ... orders 





shipped within 24 hours. 


STANSCREW FASTENERS 


CHICAGO |THE CHICAGO SCREW COMPANY, BELLWOOL 


extend Stanscrew’'s broad line of socket products, bolts, cap screws, hex nuts, additional fasteners. 


Superior fastener qual- 
ity...the exclusive Car- 
bon Restoration process, 
for example. 


A consistent promotion 
program that helps pre- 


sell your customers. 


Preferred and specified 
by leading manufactur- 
ers in all industry classi- 


fications. 


ILLINOIS 


MIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 





STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 








“J.-M 1 
busine 
ers. W 
assure 


count? 


g Franchise Distributor, there haan’t been one sealing proble m 


of equipme it we couldn't supply packing for,” states W lliam G. 
e of Sales at Fulton S ipply Co. 
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“J-M works with us and for us in building more “T get shirt-sleeve help when I need it,” notes Fulton Salesman C. F. Coffee 
business and improving service to our cust (left). “I often work out technical packing problems with Harry Temple- 
ers. We value our J-M Packi g Franchise It man, here. Harry’s from J-M’s Atlanta Office. He Spe nds his time selling 
assures us of the most complete line the potential customers on J-M packings. Harr y stirs up a lot of specific sales 
country, and eve ry item is top qu lity.” leads that bring us g ood, steady busi ness, 


Fulton Supply Co., Atlanta, 
and Johns-Manville 


mark 30 years of growth 
and progress together 


“Industrial growth in the Atlanta area has been Johns-Manville is satisfactory in every way— 
amazing. And our packing business has grown with our 30-year-old association proves,” Mr. Archer 
it. An important factor in Fulton’s progress isour _—_ concludes. 

friendly working relationship with Johns-Manville. 
We serve customers together,” says William G. 
Archer, Vice President in Charge of Sales. 


Fulton Supply Company is but one of the many 
industrial supply organizations who find good busi- 
ness opportunities in the Johns-Manville Packing 
“The J-M Packing Franchise assures us of afair Franchise. It presents many advantages which are 
profit margin and a continuous flow of business. It well worth your investigating. For information, 
also gives us a clear field, without competitionfrom write to Johns-Manville, Box 14, New York 16, N.Y. 
other J-M Distributors. Our relationship with 


hh Canada, addres Port Credit, O 
a ao the world. 


Siatrattioteste: ~~ JOINS —. a 
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MORE 
ROADS ‘sere 


‘Series 60” 


e New Bristol miniature 
button and flat heads 

e Complete Multiple- 
Spline line 

e Complete standard 

i hex li 
e Automatic 
? ’ feeder-driver 


That’s what you get as a distributor for Bristol 


and the traffic lights are always green on these roads! 

Bristol gives you the finest line of industry standard hex socket screws to 
sell plus a complete line of famous Bristol-originated Mutiple-Spline socket 
screws. 

And you get such door-openers as WRENCHKING, the phenomenal new end 
wrench sensation, the Bristol automatic feeder-driver that speeds produc- 
tion for your customers, the new miniature button-head and flat-head socket 
screws (Nos. 0, 1, 2, se 3)... ideal for the electronic industry and other 
industries making high-precision miniature assemblies 

These are just a few of the big advantages you get as a Bristol distributor. 
There are many others, more than we can detail here. They are all headed 
for the same goal: More sales for you and more distributor profits. That’s 
why we can say, Bristol offers you more roads to sales. A 


Distributor opportunities are still open in few localities. Inquiries welcomed. 
The Bristol Company, Socket Screw Division, 126 Bristol Road, Waterbury 20, Conn. 


_ Precision socket screw manufacturers since 1913 


Bristol's Hex Socket Screws ' ple sec 





ADDITIONAL WAYS 
BRISTOL BACKS YOU UP 


Fast Distributor Service 


¢ One day shipment on urgent orders 

* Telephone, telegraph, teletype to an- 
swer inquiries fast 

¢ E-Z order form has net prices; photo- 
copied to end error 

¢ Speedy order filling, pricing, stock con 
trol methods 

¢ Functional bulk-order packaging 


Promotion Kit Advertising 

* Easy-to-read catalogs, brochures 

* Concise technical and product data 

* Smart self-mailers, envelope stuffers. 
¢ Planned program for mailings 

* Heavy schedule of national ads. 

¢ Publicity, displays, trade shows 

* All inquiries referred to you 


THE 


=] i ih ge] & 


{L COMPANY 


Socket Screw Division 
at 
¥ A Subs 


diary of American Chain & Cable Company, | 
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Keystone Use-Matched Coolant 
raises production speeds 45%, 
extends tool life 40% 


This manufacturer of electrical equipment had a 
production step which involved the machining ot 
light-weight, high strength titanium forgings. The 
problem was to tind a suitable cutting fluid for this 


hard-to-machine part 


Switching from conventional oil-type cutting fluids to 
a water-tvpe product developed by Keystone, brought 
almost spectacular results. The new coolant, 
Keystone No. 106, provided faster speeds and feeds 
better dimensional control, smoother tinishes, 40 


longer tool life, and production was increased 45 


To Kevstone, these results were not s irprising No. 106 
Coolant was especially developed by Keystone to 

provide the high lubricity of straight cutting oils, 

plus the superior cooling properties of water-type 
lubricants. Ideal for machining all metals except 
Dowmetal and other magnesium alloys, it is odorless 
smokeless, and nonflammable. In short, its 


natched to its yob 


properties are 1 


where 


can this case study 
help you close an order? 


Wherever there's a lubrication problem, there's a 
Keystone specialized lubricant that is matched to 
the job 


As a Keystone distributor, you have one ot 


ul 


the nation’s largest stocks of special formula 


lubricants, ranging from bricks through semi-solid 
and liquid greases, to light penetrating oils and 
coolants. This nationally advertised case history 1s 
helping to pre-sell your customer, so you can help 
him pin-point the one Keystone lubricant especially 
developed to step up his performance, end waste, cut 
weal 


downtime, or stop costly na specific applicatior 


If your customers are not getting the most fron 
their present lubricants, tell them about Keystone’s 
broad line of cost-cutting lubricants, and about 

Keystone’s free Engineering Service. Remind then 


too, that all Keystone lubricants carry -guibblir g 





guarantee of at least a 10 percent saving over their 


present cost of lubrication, including labor required for 


application—a guarantee made by 


——— 


no other lubricant manufacturer! 


KEYSTONE LUBRICATING 
COMPANY, 2Ist & Lippincott 
Sts.. Philadelphia 32, Pa 



















SPECIALIZED 


LUBRICANTS 


HERE IS REAL 





SALES ASSISTANCE 


Th 


» Keystone Cutting and Grinding Fluids Booklet (BK-21) 


shown here is just one 


f the many sales aids offered by 
Keystone to help pre-sell your customers. In addition 
national advertising and publicity means you are selling a 


known name and known quality. And that saves selling time 


Established 1884 
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FOR BUILDING NEW PROFITS 
SLOTTED ANGLE 


selis fast, sells easy, sells big 


As easy to sell as it is to use—that’s AIM Brand Slotted Angle. 





There's a market as broad as all industry. Every plant of every 
kind needs the type of structures and equipment that are a natural 
for this versatile framing material. Your customer can use un- 


skilled help—actually get the work done with free manpower 


hours! \t's that fast, that simple. And once he’s used AIM Brand 
Slotted Angle, watch the repeat orders come rolling in! 
And Acme Steel gives you more than just a product to sell: 


1. Provides you and your customer with the know-how, ideas 


and engineering assistance you would expect from the U. S. N EW 


pioneer of slotted angle. 
STORAGE SAFEGUARD 


2. Provides you with Acme Idea Meetings to make your salesmen 
Exclusive safety load locking device* 


profitable producers in the line—as quickly as possible. ’ 
We invite you to share in the profits with AIM Brand Slotted and two button head studs provide 
Angle. Call or write ACME STEEL COMPANY, Fabricated 


Materials Division, Dept. IHD-120, 135th Street & Perry Ave., 


three point bearing per beam connec- 
tion for positive protection against 
accidental disengagement of beams. 
AIM Brand Rack for heavy duty stor- 


Chicago 27, Illinois 





ECONOMICAL REUSABLE age offers greater stability, installa- 
Total costs considered—per-foot A real cost whittler when needs tion ease and load capacities. Write 
price, labor, maintenance—AIM change. Simply dismantle AIM Brand for details. 

Brand Slotted Angle comes out and use again for the same or new “Patent applied tor 

tops in economy projects 





srt 


FRAMING 








Stock R/M ALLFLEX HOSE 
TO COVER MOST CUSTOMER NEEDS 


Allflex is an exclusive R) M all-purpose construc- 


. uniform inside and outside diameters to insure 


tion you can recommend for use with air, water, oil safe, easy coupling—fuller flow. 
and gases—even mild chemicals. It's strong, light, - 
, Allflex Hose is the first horizontally braided 
flexible as a rope, and kinkless...as easy to handle . 
; mandrel made popul: u-priced hose made for all- 
with pneum ‘Lic tools: isitis tor wash-dow n service, 


purpose ca aa one of an extensive line of 


Allflex lasts longer, too... whether it’s handling constructions for general and special purpose serv- 
oil or gasoline, low -pressure gases, weed killers and ice. Call your R/M representative lf your customer 
insecticides, or mild acids, alkalis, alcohols and salt has a problem calling for special hose, flexible pipe 


solutions. It has an Inseparable tube-to-cover bond 


any size or expansion joints. 


“THE R/M PRODUCT LINES | 
ARE ENGINEERED TO BUILD YOUR SALES!?’’ 





Each of the basic R medi t lin range @ R/M Conveyor Belts 
of constructions to meet every customer require @ R/M Rubber Hose | 
ment. Many are exclusive with R/M. All have proven @ R/M Poly-V® Drives and V-Belts 
service advantages to promote distributor sales @ R/M Flat Transmission Belts 


‘hese R/M products give your customers More Use per Dollar 





r salesmen "More Sales per Da 








ENGINEERED nen 
RUBBER RAYBESTOS-MANHATTIAN, INC. 
. MORE USE MANHATTAN RUBBER DIVISION, PASSAIC, NEW JERSEY 
PER DOLLAR 

36 
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More than meets the eye 


The extra values built into 
ARMSTRONG TOOLS are known 
to most tool users. 


TOOL SENSE — convenience in use — the 
most efficient “tool approach” built into 
ARMSTRONG Tool Holders; the balance 
and “feel” of an ARMSTRONG Wrench; 
the rigidity of ARMSTRONG “C” Clamps; 
the extra toughness of ARMSTRONG Lathe 
Dogs and Eye Bolts; the universal adaptability 
of ARMSTRONG Set-up and Hold-down 


Tools — the evidence of “tool sense’, the 





understanding of each tool’s requirements. 


STRENGTH — built into each individual 
ARMSTRONG TOOL is a safety factor of 


extra strength — strength beyond any need, 
















the inherent strength of specially selected 
materials enhanced by proper heat treatment 


and hardening. 


UNIFORM QUALITY — the uniform 
quality made possible by modern manufac- 
turing methods, in a specially-built plant 
equipped with every needed quality control. 
Che name ARMSTRONG with the Arm-and- 
Hammer Trade Mark is universally recog: 
nized as a guarantee of finest quality. 

These “extra values” plus years of 

ARMSTRONG advertising mean 


extra sales for Armstrong Distributors. 


. ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 WEST ARMSTRONG AVE. + CHICAGO 46, ILLINOIS 
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How Bay State helped 


In 


costs 


manufacturing, fragility and heavy maintenance 
intolerable. That’s why General Electric’s 
F. W. Rueblinger investigated the replacement of milling 
cutters with diamond abrasive wheels in his are-quencher 
finishing operation. As Manager of Manufacturing of 
G-E’s Medium Voltage Switchgear Department, Phila- 
delphia, he 


are 


was dissatisfied with having to maintain a 
of cutters and to keep men working 
around the clock sharpening and replacing them. 


large inventory 


Are-quenchers are made of a hard and extremely ab- 
rasive asbestos compound. This presented such a prob- 
lem that all but one of the abrasive people consulted 
threw in the sponge. The one who didn’t was Bay State 
distributor Vince Flynn. He arranged for key General 
Electric production men to meet with Bay State’s 
Research Staff in Westboro and the problem was ex- 
amined from every possible angle. 


Finally, after extensive development work, Bay State 
engineered a special 12’’ diamond wheel that cut fast 
and maintained the extremely fine tolerances necessary 
in the finishing of these important parts of Metal-clad 
Switchgear. 


] 


Right: Discussing the increased prod 
instead of cutting, hard asbestos-composition arc quenchers, are, 
right, Vincent J. Flynn, Bay State Distributor, F. W. Rueblinger, 
Manager-Manufacturing, Stabb, Supervisor-Advanced Manu- 
facturing-Engineering, and William A. Siter, Manager-Manufacturing- 
Engineering. 


uctivity that resulted from grinding, 
left to 


John 


Below: Two arc-quenchers are shown immediately after passing under a 


Bay State diamond wheels which have i 
, 


U made 
4 ; deep. 


tremendous array of 136 


simultaneous culs 
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With as many as 136 wheels on a single arbor simul- 
taneously making 4”’ deep cuts, the problem of driving 
power alone could have been disastrously troublesome. 
However, the wheels Bay State developed cut so easily 
that it was possible to increase the feed rate nearly 
400°. ...and overall productivity went up a good 50°! 


On top of these already proven advantages, wheel life is 
estimated at three full years so the constant down-time 
problems that used to arise from the need for cutter 
maintenance is entirely a thing of the past. 


This outstanding success is not the end of the story. 
Now that General Electric’s man-made diamonds are 
available for metal-bonded wheel applications, Bay 
State is engaged in intensive research into the even 
greater application potentials of this material. 


Although this particular case history is an unusual one, 
it illustrates the kind of competitive advantages that 
Bay State distributors enjoy. Why not write now for 
further details on distributorships which may be open 
in your area? 
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Vince Flynn sell a new use 
for diamond wheels 

















Vincent J. Flynn was a Tool & Die Maker 
at the Frankford Arsenal when World 
War II came along and he joined the 
U.S.A.F. With this solid background in 
practical shopwork, he went into industrial 
distribution after the war, opening up his 
own business 5 years ago. Now a highly 
successful Bay State Distributor, he has 
this to say about Bay State: ““They not 
only give me and my customers first-class 





service on routine problems... they also 
roll up their sleeves and dig in every time 
I come up with a puzzler... li ke this one, 
for example.” 


BAY STATE & 


Ay © ha 
ABRASIVES “2% 
Bs. State Abrasive Products Co., Westboro, Massachusetts. 


In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 


¢ 


Branch Offices : Chicago, Cleveland, Detroit. Los Angeles, Pittsburgh. Distributors: All principal cities. 











NOW IT’S EASY: 











Now RBeW simplifies 


makes handling of 


this is a screw 


this is a nut 
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« New common-sense nomenclature opens way 
for reductions in inventory 


New. CLEARER descriptions have re- 
placed long standing, but confusing, 
names in fastener nomenclature. 
Though it’s a simple step, it’s a major 
one. The new names and descriptions 
will save much time all along the line 
in ordering and checking shipments. 
They’ll help you reduce errors as well 
as stock requirements, by eliminating 
needless duplication. 


The most important clarification lies 
in the terms nut, bolt, screw. Any 
fastener with a head at one end and 
threads at the other is now a screw. 
Nuts are still nuts. A screw furnished 
with a nut is called a bolt. 


Inventory savings and faster turnover 
are possible by ordering a stock of 
hex screws, with separately packaged 
hex nuts. Sell the hex screws where 
you used to sell cap screws; sell them 
with nuts where you sold bolts. What 
could be more to your advantage? 


Part of a continuing program. If 
there’s a way to bring you a better 
product, RB&W adopts it. If there’s 
something to be done to make fas- 
teners more profitable for you, RB&W 
does it. That’s why so many distrib- 
utors prefer to do business with us. 
Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, N.Y. 
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fastener names 


fasteners more profitable for you 





together, they make a bolt* 
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RB&W HEX FASTENERS 
Size Range - Pockoges MJ ond Bulk @ 
i DIAMETER 
Ya" 5 " 2 & 
ve T ] 
116th yeor 
HEX SCREWS HEX SCREWS HEX SCREWS 
Pkg. or @Bulk | MM Pkg. or @ Bulk @ Bulk 
Plants at: Port Chester, N.Y.; Coraopolis, Pa.; Rock Falls, lil.; Los Angeles, 
Calif. Additional sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
HEX BOLTS Detroit; Chicago; Dallas; San Francisco; Sales agents at: Cleveland; Mil- 
HEX BOLT HEX BOLTS @ Bulk waukee; New Orleans; Denver; Fargo. 
B Pko. or @ Bulk @ Bulk 
See note See note UNFINISHED = 
HEX SCREWS NEW RBAW FASTENER NOMENCLAT re SCREW & BOLT TERMINOLOGY 
ons | Stee Felrvery, 19% 
| 
HEX SCREWS @® | HEX SCREWSE®@ the tea 
| jook Page # 
HEX BOLTS M@ | HEX BOLTS = @ Prodect Hew Abbreviotion Old Abbrevietion Ristesanes 
8" UNFIN. HEX SCREWS @ |  UNFIN. HEX SCREWS @ SCREWS - Hooded ond Threoded Product ferished Without « Nut 
All HEX SCREWS furnished coorse or fine threod othe ~acictoy Se - rcp aber ne 
All HEX BOLTS ond UNFINISHED HEX REWS furnished se thread oge ° ersine ge AT Se © NoN 
ER Fo Wee z i ie sal aad . bee mage - 4 Ce a Coe Bo Me We 
| ne = ; = pe ed A Slotted Need Screw : n Cab Mach f 
ueNGTH C J A Flecator Sve ‘ 4 Flew Bolt No 
NOTE: HEX BOLTS 4" through 1" x 6" and shorter Ne 
ere HEX SCREWS with HEX NUTS ; a 
All other HEX BOLTS ore UNFINISHED HEX SCREWS ‘ pi Hes Seren BE ’ aS Capea 
with HEX NUTS through 1" diameter; eee errr eer enews Sees . . —e ; 
with UNFINISHED HEX NUTS over I" Iw Screw ; £10 Plow F we 
HIGH STRENGTH HEX SCREWS ovailable wherever HEX SCREWS appear obove n chaiy sal eR ¥ wen : 
Chart shows size range of RB&W Hex Screws and Bolts and de- con Reese: Soe 
fines new package range as well as availability in bulk containers. . es Sesew (adorei se v2 Oval Shidy RT Se 
BOLTS ~ Heeded and Threeded Product Furntshed With « Nut ; 
Nomenclature chart shows how new abbreviations (encircled in The following products are fymished with Hou Bie thew I domerer and Hen Unfinished Nuts 1-1/8" and 1-1/4 
yellow) are shorter than old ones to the right. List is further Bes Be? Bes Mach Be 
simplified by eliminating duplications, especially in hex-head 
products. Ask RBaW for details. 
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» ALL 


ALL NEW 
Internal Depth Stop Mechanism 


ALL NEW 
Quick-set Depth Gage 


ALL NEW 


Interference-free Guard 


ALL NEW 


Quick Conversion Pulleys 


ALL NEW 


Pivot-type Motor Mount 


ALL NEW 


Available in 76 models 











NEW: 


7 DRILL PRESSES 





give Delta Distributors 
new profit opportunities 


Now you can do even more with Delta— foremost 
name in industrial power tools—because Delta 
introduces a major product line with plenty of 
built-in sales potential. These 17’ Drill Presses 
are completely new! Not merely improved or re- 
styled, but actually redesigned to incorporate the 
most up-to-date features that 31 years of power 
tool experience can provide. Now, thanks to ad- 
vanced engineering, you can offer your customers 
the benefits of remote control and automation in 
drilling operations through the addition of a low- 
cost accessory. There are 76 models to help you 
meet your customers’ needs, stocked in depth 
and readily available for fast delivery from Delta’s 
modern power tool facilities in Bellefontaine, Ohio, 
Tupelo, Mississippi and Porterville, California. 


You can count on ready acceptance of this all 
new 17” Drill Press line throughout industry and 
in school shops for three important reasons. First, 
because it is a great value— you can sell standard 
models of the all new machines at no increase in 


NEW CAPACITY the all new 17” Drill Presses 
are more massive, more rugged, more accurate 
—offer production capacities that broaden 
your selling fields, because they do more to 
meet customers drilling requirements. 


> 





price! Second, because it is successor to the Delta 
17’ line that has proven its worth in perform- 
ance on a wide variety of applications. Third, be- 
cause it will be heavily promoted to customers 
and prospects in your market through aggressive 
national advertising and a complete program of 
support which includes publicity and direct mail 
for your use. 


All of this adds up to the kind of leadership 
and continuing distributor support that helps you 
do more with Delta. Rockwell Manufacturing 
Company, Delta Power Tool Division, M634, N. 
Lexington Ave., Pittsburgh 8, Pa. 


DELTA INDUSTRIAL TOOLS 


another fine product by ‘Gi 


ROCKWELL 








NEW ROCKWELL POWER FEED ~ available as 
an accessory on every model, permits elec- 
trical, pneumatic, hydraulic or mechanical 
interlock with automation devices and remote 
control— helps you make extra sales. 
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WRIGHT 
Jib Cranes 


WriGut Wall Bracket Jib Cranes are highly recom- volve on Timken Bearings 
mended for supplementary use to the regular travel- 
ing crane or monorail track —or for individual use in 
bays, on sides of shops, etc. 

Hinge plates are fitted with Hyatt Roller Bearings 
or Bronze Bushings. These and all other fittings are 





WRIGHT 
Type “C” Pull-A-Way 


Makes easy work of hun- 
dreds of quick hook-up 
jobs. WRIGHT type 
“C”’ Pull-A-Ways 
come in four sizes 
—%4,1%, 3 and 6 
ton. All are port 
able, safe and 
rugged. Corro- 
sion-resistant modern 
aluminum alloy castings 
are used for gear case, 
handle and covers of all 
dj models. Hooks, chain, 
gear and chain sheave 
are alloy steel. Positive 
dependable load brake 
securely holds load at 
any point. 












WRIGHT 
Safeway 
Hand Hoist 


Safeway hoists are available in 
12 sizes— \% to 50 tons. Load and 
idler sheaves are life-lubricated 
with anti-friction bearings. Mini- 
mum of 5 sheave pockets. Gears, 
pinions and drive spindle are 
nickel-chrome-molybdenumalloy 
steel. Proof tested alloy load 
chain is heat treated and “‘wick”’ 
lubricated. Weston load brake. 






oP ae eee 
FOCrOC OC Uae 
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WRIGHT 
Timken Trolleys 


Wricut Timken Tapered 
Roller Bearing Trolleys 
(shown), in plain or geared 
models, provide smooth han- 
dling of loads from 14 ton to 40 
tons. Heavy steel side plates 
and chilled tread wheels re- 








(two bearings to each wheel 

Tapered bearing design ab- 
sorbs both thrust and radia! 
loads and thus reduces the 
work required to move the 
trolley along I-Beam. WRIGHT 


made of annealed electric steel. Double tie rods con Self-Aligning Roller Bearing e - 
a - . eare 

nected to top and bottom fittings give added strength rrolleys in '4 ton to 20 ton Timken 

without use of turnbuckle. NOTE: mast not furnished. models are also available. Trolley 


Material Handling Items 


that Make Money for Wright Distributors! 


WRIGHT material handling products make _ toselect customers on the local level. It’s double 
money for the men who sell them and also for _ barreled product promotion like this that makes 


the men who use them. WRIGHT the popular, fast turnover line to sell 
To distributors, the name “WRIGHT” has anywhere. 
long been recognized as the complete material Users of WRIGHT material handling equip- 


handling line to meet any overhead lifting re- ment know from experience that WRIGHT prod- 
quirement. Backed by national trade paper ucts are built better to last longer. Designed 
advertising, WRIGHT tells this fact tothousands and manufactured to meet the many and varied 


of potential material handling demands of modern high speed production. 
customers on a regular month-to- WRIGHT products offer extra performance fea- 
month, year-to-year basis. In tures at no extra cost. Result: users get more 
addition, WRIGHT supplies its dependable operation, greater handling effi- 
distributors with a wide selection ciency and longer trouble-free service from 
of sales promotion aids to help WRIGHT products. WRIGHT...a good line to 
salesmen expose WRIGHT products buy, a good line to sell! 
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Light, Rugged Wright 
Electric Chain Hoist 
with Extra Features at No Extra Cost! 


Here’s an inside picture of the many extra features 
you get at no extra cost with the WricutT Electric 
Chain Hoist. Shown is the simply-designed yet 
ruggedly-constructed “‘heart’”’ of the famous WRIGHT 
Electric Cham Hoist. The use of a double worm and 
gear reduction increases the efficiency of this compact 
unit, and reduces the weight at the same time. The 
result is a trouble-free hoist that is light enough to 
move from job to job and small enough for locations We deeb AUCTEN Ls 
where overhead space is limited. bo 

Double braking for double safety is another extra 
feature of the WriGHT Electric Chain Hoist. Spring- 
operated motor brake locks instantly when control 
cord is released. In addition, self-locking worm gear 
drive also provides positive load braking action. Both 
brakes work together automatically. 

The WriGutT Electric Chain Hoist is available 
with two types of reeving — Single Chain (300 to 
2000 Ibs.), Double Chain (3000 to 4000 lbs. 






















WRIGHT 





HOIST MOTOR |. specially wound 
to give extra torque for intermittent 
hoist duty. 15 feet of three wire rubber 
covered conductor cable with strain 
reliever attachment. 


CONTROLLER manually operated 
heavy duty drum type with large con 
tact points and full-arc shields. Fast 
response enables spotting a load withir 
fractional inch limitations. 
HOISTING GEARS «= made of high 
grade phosphor bronze, worms of heat 
treated steel. Gears are fully enclosed 
in a continual oil bath. 










FACTORY TESTED 
All WRIGHT Hoists are 
tested at 50% over 
rated capacity 
CHAIN - heattreated alloy steel with before shipment 
zinc coating. Accurately blocked to fit 
load sheave. Ductile, yet hard enough 
to resist wear and abrasion. 


LOAD WHEEL «drop forged, heat treat- 
ed alloy steel. Forged integral with load 
shaft to eliminate the need for connection 
keys or spline. Chain pockets are precision 
machined to fit links. Wearing surfaces are 
hardened, bearing surfaces are ground. 


CONNECTOR HOOKS topandbot- 
drop forged, heat tom hooks are drop 
treated alloy steel forged alloy steel. Bot- 
couplings(connect- tom hook will open be- 
ing the chain and _ fore fracturing. Top 
hook) permit hooks hook will support hoist 
to swivel and rock. if bottom hook fails. 


WRITE FOR 
FULL INFORMATION 
Detailed information 
abou: the five WRIGHT 
products shown is avail- 
hle f * 
able by writing our York, 
Pa., office. Please speci}y 
iterature by number 





Electric Chain Hoist 
DH-73 

Type “C" Pull-A-Ways 
DH-56 

Safeway Hand Hoists 


—<e iin Wright Hoist Division - American Chain & Cable Company, Inc. 


DH-242 York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 
Jib Cranes + DH-300 Philadelphia, Pittsburgh, Son Francisco, Bridgeport, Conn. 
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Old, Faithful... 


your Republic Stainiess Stee! Distributor 
is th predictable typ 


Like the precise physicals of ENDURO 
your Republic distributor is a known quantity. You 
save money with regularity when you count or 
for unbiased technical assistance, unbeatabl« 
steel, unconditional dedication to SERVICE 


Stainless Steel 


him 


His business is built that way. He offers fine stain 
less steel adequate stocks and 


a full-time 
delivery system that can get rm ! 


aterial there fast. Give 
} P . P rT ald énit 
ium a try. Pressure on or pressure off, old fai 


‘(ia 
good man to know! 


REPUBLIC 





K & S. Metal Supply, inc WEST NORTH CENTRAL STATES © Mt. derqumen Chapeny 
Long islond City, New York Hommond Sheet Metal C AS 
Metal Purchaung Compeny, inc. Pree: Ar tene 
& |, New York 
hwo d Cotm, ing 
& ~ Yor 
mpony, tne 
4, Penm ytronio 
a : 


e Foam ywene North Konse 
MIDOLE ATLANTIC STATES & Cenatieattit SOUTH ATLANTIC STATES 


Aluminum Supply Company 


EAST NORTH CENTRAL STATES 


vice Compony 


WEST SOUTH CENTRAL STATES 
Hammond Sheet Meta’ Composy 
Fart South, Arkonos 
och Arkamos 
Marsh Stee! Corpor a 
Baton Rouge, io nd 9, Oregon 
EM. Jorgensen ¢ ©, Westungton 
Tue 5, Otlohome 
Dalles 22,1 
Howton |, Texas CANADA 
MOUNTAIN STATES Drummond Me and 
Oucommun Metots & Supp'y ( Taronto, Onterie 


Phoenix, Ari tomo Mont eat, Quebec 





STEEL SHEETS—for o wide variety of applica- 
tions — are available in ENDURO” Stainless Stee! 
! Electro Paintiok’, C 


ontinuous Galvanized, and 
Galvannealed 


ON TARGET... 
REACHING YOUR 
CUSTOMERS 


R epublic trade 


advertisements are beamed 


at each of your markets 


Month by month, Republic advertisements like 
these are read by your key customers and 
prospects. Each is aimed at a specific group and 
highlights the quality and scope of your products 
and services. Result: increased sales for you, 


the Republic Distributor. 


For added impact, order reprints of Republic ads to send 
to your mailing list. They're available to you, free, 
imprinted with your company name. Send coupon for 


reprints or for product information. 


HOW TO FIND 
QUICK ANSWERS 
TO FASTENER 
PROBLEMS 


AS 
PROMISED... 


Steel Pipe from your Republic 
distributor arrives on time! 


‘alte: _ REPUBLIC Steal »Pipe 4p 


STEEL PIPE—for plumbing. heating, and air 
conditioning. Also flexible and semi-rigid 
plastic pipe with all necessary fittings 


 D) REPUBLIC 


OA. Fentthed, eal Bard 


COLD FINISHED BARS—supplied in rounds, 
squares, hexes, flats, and special sections in 


standard and special steel analyses 


REPUBLIC STEEL 


Wells Wiese. Ringe “yf 
Stivalard, Steels avd, Stoo, Pred 


REPUBLIC STEEL CORPORATION 


Your Repubhe Bolt and Nut Distributor Can Help You 


DEPT. ID-1255 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


I would like more information on 


C Fasteners 


O) Plastic Pips 


REPUBLIC Bolts and Nuts =) Name 
Company 
FASTENERS—more than 20,000 types and sizes 
of standard bolts and nuts are supplied in 


Addre ss 


City 
tough, non-spilling packages 


] Steel Pipe 


1) Cold Finished Bars 
OC) Republic Ad Reprints 


Steel Sheets 


Title 


Zone 























Here’s Good News fo 





A. A. Hally 
Vice President - Marketing 
CAMPBELL CHAIN COMPANY 


Catalogs, Mailers, Brochures, etc. 





























YORK, PENNSYLVANIA 
PHONE S456 
i 
YT; | 
M Charles S. Mill blisher / 
{ ASIN EEK | 
130 West 42nd Street | 
New York 36 New York 
ar Mr. Mill 
hain is an old and prosaic product. As such, t does not st at 
the enthusiasm or the imagination of sales pl nse tly < 
mpany embarked on a program of product improvements, dev pments d 
merchandising that would bring chain into the minds of marketing pec 
\ series of new developments have followed one another in rapid ord 
bringing to the chain business such inovations as "Meas -Mark all 
Mark," "Blue Temper and, shortly, "Blu-Krome" Chain. Most r tly t 
"Sentry Sling" was announced and is considered a major development in 
t chain business. Each of these has served to make chain interesting 
t sell, and has served to focus the attention of distributors’ sales- 
n on chain produced by our company because of ts many ny} tant sales 
atures and benefits to their customers. 
evelopments of the importance of those mentioned in t} prev s para 
raph must be brought to the attention of the industrial distributors’ 
stomers. we have found that PURCHASING WEEK making period) tact 
with so many key purchasing executives, is an ideal publicat s 
ise in te Zz ir story about the new de opments and t} ber ts 
nherent n them Through PURCHASING WEEK we an introd - 
1 pments and }| ducts to the purchasing executi s and f t som 
-selling his means that as the industrial distribut s' sa sm 
ollow through, it 3 | or him to get down t business kly 
with t responsit F executives. 
k \ mpanv 
th a. 
A SPAM 
~ AYU \- 
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eS 
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TIRE CHAINS . WELtLODEO CHAIN . WELDLESS CHAIN 
































. ° 
Distributors eee Helping CAMPBELL CHAIN COMPANY dis- 


tributors to sell more chain is a job that 
A. A. Hally, Vice President - Marketing, CAMP- 
BELL CHAIN COMPANY tackles with enthu- 
silasm. 


Through a series of new product improvements 
and developments CAMPBELL CHAIN, and 
Mr. Hally, have made chain imaginative and 
interesting to sell. Distributor salesmen are 





aware of the sales features and benefits to their 
customers which the CAMPBELL CHAIN line 
offers. 


To keep distributors and their customers con- 
stantly informed of the features of CAMP- 
BELL CHAIN, Mr. Hally uses many promo- 
tional and advertising techniques. Included are 
the brochures, mailers, folders, catalogs and 
advertisements illustrated here. 


Concerning the advertising program currently 
appearing in national business publications, Mr. 
Hally has this to say... “We have found that 
PURCHASING WEEK, making contact with so 
many key purchasing executives, is an ideal 
publication for us to use in telling our story. 
Through PURCHASING WEEK we can introduce 
our new developments and products to purchas- 
ing executives and effect some pre-selling. This 
means that as the industrial distributors’ sales- 
men follow through, it is possible for them to 
get right down to business quickly with the 
responsible purchasing executives.” 





For the reasons Mr. Hally has mentioned above, 
more and more suppliers to industry are adver- 
tising in PURCHASING WEEK. They are “getting 
down to business with the responsible purchas- 
ing executives.” It will benefit you to encourage 








National Business Paper Advertising 





rie Y se Domeestreting ES all of your suppliers to advertise regularly in 


PURCHASING WEEK. 





La 


Purchasing Week 


MceGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


« aN 


330 West 42nd Street, New York 36,N.Y. JIA" Gy; 
ey z ; 


° J. ¢, 
Cuca” Sou 








COMMODITY 
RATES 

AS LOW 

AS 30: 


PER 


Now only 30¢ speeds your shipment to Europe! Virtually the same rate as 
surface freight keeps your inventory low—buys you overnight service, 
daily freighter flights, famous KLM care. Charter a special KLM 
freighter and you pay even less! New low rates also to the Near 

East, Middle East, Far East and Africa. Call your cargo agent or 

nearest KLM office. KLM, 609 Fifth Ave., New York, N. Y. 


50 INDUSTRIAL DISTRIBUTION #¢ DECEMBER, 1960 










AGA 


| APPROVED 
OVERHEAD GAS HEATERS . . 


HIGH INTENSITY 


INFRA-RED 
COMFORT 


HEATING 














for Industrial and Commercial Buildings 


Space-Ray overhead heaters beam infra-red rays 


down in a wide, even circular pattern to warm men, 
* floors, machinery and tools in most efficient manner. 
Space-Ray heaters are especially suited to heat high 


ceiling industrial and commercial buildings . . . can 
PORTABLE also be used as zoned or spot heat in large buildings. 


INFRA-RED Space-Ray operates on either natural or LP gas 
and comes with self-energizing thermostat for auto- 
matic operation. Cone-shaped emitter, made of 
stainless steel, gives maximum wide angle heat dis- 
tribution. Polished reflector directs stray radiation 
downward. 


Space-Ray heaters are easy to install—no fans or 
blowers to stir up dust ... silently produces economical 
floor level heat. 35,100 BTU size AGA approved... 
patent pending. 


* 
2 
t 
= 
s 
* 
* 
s 
4 


Write for complete information. 





Low cost Space - Ray 
portable heaters give 
high capacity infra-red 
heat for spot or supple- 
mental heating. 50,000 


and 100,000 BTU sizes. SPACE-RAY CORPORATION 


306 West Tremont Avenue, Charlotte 3, N. C. 
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We stamp a catalog number on every 
major Warren-Teed tool. (We 

think we’re the only company that 
does this.) After bulk is broken, 

this number is the only sure way to 
identify the tool’s weight and type. 

We stamp this number on 
Warren-Teed tools — not because tool 
buyers or users demand it, but 
because we know it should be there. 
We know it can make your inventory 
easier. Buyers will always get the 
right tool, not something that happens 
to look like what they ordered. 

Even inexperienced warehousemen 
can fill orders without guesswork. 


We doubt this number would be 
greatly missed if we were to eliminate 
it. It would make our job easier — 
but yours tougher. 


That’s why it will stay there. 


WARREN-TEED TOOLS 


WARREN TOOL CORPORATION, WARREN, OHIO 

















OIC is telling 
this story to 


YOUR 


CUSTOMERS 


in 8 leading: 
magazines 


SERVICE to meet your valve needs is the “specialty 


of the house’’ at your nearby OIC Valve Distributor. As a first-line 
distributor, he gets OIC’s all-out support to insure that you get the 
service you deserve. OIC’s strategically located warehouses, and 
complete-line factory inventory ‘‘backstop” every OIC distributor 
with a multi-million dollar stock of bronze, iron, ductile iron, cast 
and forged steel valves. As a result of this strong distributor support, 
immediate delivery of the more popular items out of distributor’s 


stock is common, and 4 to 5-day delivery out of warehouse or factory 





stock is routine. When quality is a problem, or delivery is urgent, 


phone your OIC distributor. Service is his business, and ours. 


A LVES FORGED AND CAST STEEL, BRONZE, 
IRON AND DUCTILE IRON VALVES 


THE OHIO INJECTOR COMPANY # WADSWORTH, OHIO 
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THE FASTENER MARKET 
is as big and profitable as you... 


and PHEOLL make it! 


he urgency for more efficient fasteners places a higher burden than 
ever before on the fastener distributor and his manufacturing source 

Pheoll meets this challenge head-on — putting fasteners to work in nu 
merous new ways profitable to manufacturers in all kinds of industries 


rhis ability to cope with the unusual — extends the profit potential of 
the Pheoll line far beyond your stocking abilities—far beyond one of 
the largest inventories of standard bulk and packaged fasteners avail 
able from a single source! 

Here is an opportunity for the distributor salesman, with Phoell sales 
engineering support, to capture a bigger share of the growing fastener 
industry 


The selective Pheoll Distributor Policy is your passport —to go after it! 


PHEOLL MANUFACTURING COMPANY, INC. 


5700 West Roosevelt Road . Chicago 50, Illinois 











PHEOLL DISTRIBUTOR POLICY 


1. Selective Selling — Mutual de 
finition of OEM accounts, selec 
tivity in geographical territories 


2. Referral Program — continued 
referral of inquiries and orders 
for all-sized accounts 


3. Inventory Protection — annual 
review of fastener inventory 
based on turnover 


4. Competitive Pricing — Consist 
ent, spelled-out pricing to sup 
port Pheoll Distributors 


5. Sales and Engineering assist 
ance provided in the field with 
Distributor salesman 


6. Cooperative Advertising and 
Sales Promotion helps Pheoll 
Distributors—at the local level 


7. Factory Training—available for 
Distributor personnel 


8. Pheoll Distributor Advisory 
Council—provides mutual under 
standing of distribution objec 
tives and operating policies. 


HEADING THE FASTENER INDUSTRY FOR OVER 50 YEARS 


PFe@LL 
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A leading distributor te//s us: 


“We don't expect to operate from a manufacturer's 






warehouse. But, we do need complete stocks to service 
our trade area and it’s important that we have the support 
of quick service from nearby warehouses.” 


ence 
ee 
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H. E. Aspoas, Industrial 
Equipment Company, Joplin, Missouri, writes 


‘“*‘Gates warehouse eo 
stocks are excellent ‘back-up’ 
for our inventory... BRAND ACCEPTANCE 
24-hour delivery service is standard”’ 


| MERCHANDISING 
= j 


“To make money in our field takes complete stocks. With the Gates line, 
we can supply whatever our customers want in V-belts and hose. 
Even the best inventory, however, needs to be backed up and we have 
not one, but four Gates distribution centers to draw from. 


From experience I know that the product I need is never more than 





24 hours away. It’s close-up support like this that has helped make 


World's largest maker 


Gates one of our strongest lines.” of V-Belts 


TPa-6686 


The Gates Rubber Company, Derver, Colorado 
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The saw that could cut a house in half! 








Saf 


eo 


design permits easy 90 


New B&D Sabre Saw with longer cut 
goes through wood, metal, plaster 


It stops at nothing! The new Black & Decker 
Sabre Saw power-cuts clean through wood and 
all faster with 
exclusive long-stroke action. Unique rock ‘n’ 
lock shoe design makes work easier yet. Blade 
spindle turns 90 180° to cut corners and 
pockets. Safeguard blade guide provides up- 
front Vibration is balance is 
perfect. Just let your customers try the new 


plaster, metal and sheet 


to 


control. less, 


illows grip close to cut for up-front control. Offset- 


cuts into corners and flush cuts to any surface 


B&D Sabre Saw one time... and they'll see 
how it could cut a house in two any time, you'll 
see why it’s a cinch to sell in no time. 
Remember, too, when you sell Black & Decker 
you get the full benefit of the full line, 
complete service and a stock full of profit. See 
your B&D Man for the details, or write Black 
& Decker, Dept. 4011, Towson 4, Md. 


2) Black s Decker: 


CUTS MAN-HOURS TO MINUTES 





Adjustable blade spindle for right, 
left, backward or forward cuts. 





Long-stroke action providesa cleaner 
cut, faster work and longer blade life 
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Fauitiess Casters are profitable to sell: recent surveys of Distributors show that Casters 


are one of their best money-making lines, percentage-wise. When you're selling 





Faultless Casters—the complete, quality-tested Caster line—you're not just turning over 
dollars. And Faultless Casters are easy to sell because they invariably cut production costs 
for YOUR customers! Every industry you call on is a sales prospect—the baker, the 
florist, the large machinery manufacturer. Parts and products have to be moved; Casters 
provide the most efficient, flexible, economical way to move them. 
And, certainly, Casters are less complicated to sell than many items in the 


Distributor line. Faultless welcomes inquiries from interested Material 





Handling or Industrial Distributors. 


Proessnen 


Faultless Caster Corporation, evansvitte 7, INDIANA F 


Branch Offices in principal cities of U.S.; see the Yellow Pages of 
Casters.’ Canada: Stratford, Ontario. 


: 








the telephone book under 
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Distributors! Here’s what we te// your customers about you 


This mark tells you a product is 
made of modern, dependable Steel 


“We have yet to find any- 
thing better than our National 
Tube Distributor’s service — 
their deliveries are faster than 
anyone else's.” 


“Our profit margin would go to pot if 
we couldn’t depend on rapid delivery 
at short notice,” said Mr. Arthur L. 
Lewis, President of Lewis Mechani- 
cal Contractors, Inc., Middletown, 
Pa. “We specialize in contracting for 
government projects which usually 
begin on short notice. That’s why we 
buy 95°% of our pipe from National 
Tube. When our distributor, The 
Bodwell Company, promises a deliv- 
ery, that’s just what we get. They 
deliver pipe- 

‘“‘We were working on a tight 
schedule on an Air Force Base near 
here and needed carloads of 


not excuses. 


two 





wrapped pipe. Our distributor de- 
livered USS National Pipe on time— 
in about half the time promised by 
competitive firms which permitted us 
to start on schedule. We also know 
that our National Tube Distributor 
keeps a large stock of pipe on hand to 
meet emergencies—we can obtain 
any size from 1g inch to 24 inches. 
“Government specifications are rig- 
id but National Tube salesmen and 
distributors are always ready to help 
us. We usually call them in to help 
draw up the order and offer recom- 
mendations. Their advice and tech- 
nical assistance are invaluable. 


“We have found USS National 
Pipe, as delivered on any job, gives 
us consistent dependability, uniform 
performance and better fit for weld- 
ing. This virtually eliminates our 
fitting problems. 

“Our dealing with National Tube 
and their distributors is like having 
an extra man on the job. And at no 
extra cost. We know help is as close 
as our telephone. We have yet to find 
better service anywhere. 


USS and Nationa gistered trademarks 
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National Tube 


Division of 


United States Steel 


Columbia-Geneva Steel Division, San Francisco 


Pacific Coast Distributors 


ted States Steel Expx 


rt Company, New York 














Forged Steel Fittings 


give all these benefits 


Guarantee pressure-tight joints with CAPITOL 
fittings. Army-Navy gauging procedure assures full 
formed threads that will tighten every time. True align- 





ment, through careful inspection, means easier and 






faster make-up. 

The phosphate coating makes all fittings rust- 
resistant, cleaner, easier to handle and free from oil or INDIVIDUALLY PRESSURE TESTED 
dirt. 

Quick identification through color-coded labels 
saves time and reduces errors — Green-2000#, Blue- 
3000= and Orange-6000=. CAPITOL fittings equal 


or exceed the requirements of all published specifica- 
tions including MSS-SP-49, SP-50 and ASTM-A-105. 


ern) | 
POPPI | 


— .. 
a 
- 
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en ELLS and TEES - t 


; > COUPLINGS 








; BUSHINGS « SQ. HEAD PLUGS «- HEX HEAD PLUGS 
DP SD & 
ri ~ WE "F (\\ 

ry ‘ : \\ S 
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— |) 
SOCKET WELD REDUCERS & 

CAPS COUPLINGS & CAPS INSERTS 





CAPITOL 


MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 
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pang Steel Pipe provides all piping services in Detroit ew $4,500 ) Greyhound Bus Terminal. 


SPANG Steel Pipe uniformity pays off in 
Greyhound Terminal Installation 


All the steam heating, air conditioning, plumbing, natural gas and storm drainage facilities in Detroit’s new Greyhound 
Bus Terminal Building are serviced by SPANG Steel Pipe in sizes ranging from 34” to 8”. SPANG offered many advan- 
tages during installation. Listen to what Vice President George H. Whybrew ot James & Roach, mechanical con- 
tractors, said about it. 


REPORT FROM MECHANICAL 
CONTRACTOR 


“We had excellent delivery service on SPANG, 
getting what we needed when we needed it 
with no delay. And we got a good product. 
Our pipe had been hydrostatically tested at 
pressures many times Our highest require- 
ments, 

“On actual installation, the consistent 
uniformity of SPANG Pipe was important in 
saving us time. We had some severe bends 
to do, but the pipe held up beautifully—no 
kinking, flaking or cracking. End cuts and 
bevels were true, and welding was no prob- 
lem. In exposed locations, the smooth ex- 
terior finish painted nicely and made a good 
appearance. Yes, I'd recommend SPANG 
without hesitation on the basis of this job 


alone!” 


GET DEPENDABLE PERFORMANCE 
WITH SPANG 


Mr. Whybrew is just one of many contrac- 
tors who know they can count on SPANG'S 
uniformity for top-quality installations 
SPANG can help you, too Next job, be sure 
to ask for SPANG Steel Pipe made in 
U.S.A. Call your nearby SPANG Distribute 


for sérvice 








Aim THE NATIONAL SUPPLY COMPANY wner Easter Grey 
cw Two Gateway Center, Pittsburgh 22, Pennsylvania ee ee ee ee di 
STEEL PIPE “ ~ ch (—) Mechani al Contractor Jame &R ach, Detroit, M higsn 
Subsidiary of Armco Steel Corporation NW 74 Engineer: Southern Engineering Corporation, Louisville, Ky 
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Let Bower Roller Bearings 
... the quality line, work for you! 


Complete lines . . . forceful advertising and sales 
helps . . . skilled sales engineers on call when needed 
The Bearing Specialist with Bower Spher-O-Honed tapered 
roller bearings and Bower straight roller bearings has many 
sales advantages. Both have a big ‘“‘plus” in quality. 
Highest availability record for industry-standard series and 
sizes, technical data, product application information, 
strong supporting advertising campaigns all combine to 
build Bower sales volume for you. 





In addition, there is a Bower sales engineer in your market- 
ing area who is always on call to help you serve or open 
new accounts. He has the experience and ability to help 
you in the plant or over the P.A.’s desk. 





COMPLETE LINES 


Straight roller Tasered Your Federal-Mogul Service branch will gladly fill you in 
bearings roller bearings on the Bower profit picture. Call any time. 


BOWER ROLLER BEARINGS (enn 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. » DETROIT 13, MICHIGAN 
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Everyone you do business with 
is a prospect for Permacel 
products— including the largest line 
of industrial tapes. This line is 
widely advertised, backed by 
a national warehousing and sales 
organization. Sold only through 
wholesalers, Permacel tape offers 


higher profit and more turnover 





than most other key lines! : 7 
TAPES FOR EVERY PURPOSE 
NEW BRUNSWICK, NEW JERS As 'S- ELECTRICAL INSULATING MATERIALS + ADHESIVES 











You'll like Bethlehem bolts, too. 
They’re tops in quality. All 
sizes and types of carriage, lag, 
and machine bolts and nuts 
are available for quick delivery. 











BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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CAPEWELL FUNDAMENTAL POLICY 
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for INDUSTRIAL DISTRIBUTORS 


Capewell industrial products will be sold only through franchised Industrial Distributors 
Capewell Distributors will be appointed on a selective basis 


Prices and terms of payment shall be the same for all Capewell Distributors 
and shall be only those published 


Capewell Distributors will be expected to maintain inventory adequate to satisfy 
the demands of their local markets 


Each Capewell Distributor will be allowed to participate in 
Capewell’s Annual Inventory Adjustment plan 


Orders from consumers and non-franchised Distributors will be referred to a 
Capewell Distributor for disposition 


Capewell will maintain strategically located warehouse stocks 


Capewell will maintain a force of factory trained sales engineers to instruct and 
assist Distributor salesmen in the sale of Capewell products 


Capewell will maintain its outstanding research and development facilities to insure the 
continuance of product quality control and the development of new and improved products 


All Capewell products are guaranteed free from defects in workmanship and material 


Capewell will support its Distributors with advertising to the industrial consumer 
and other buying influences, and will continue to promote to the consumer the benefits of 
buying through the Industrial Distributor 


Capewell will also assist its Distributors by providing promotional material to 
stimulate the sale of Capewell products 


Capewell will assist its Distributors in preparing trading area market potentials for 
Capewell products 


Capewell Distributors will be expected to contribute to Capewell’s Distributor Advisory 
Board for the benefit of the entire Capewell Distributor organization 


There will be no deviation from the preceding 


hand hack saws 








hole saws 








hammers 








THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 
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ALWAYS BETTER MANAGEMENT —In Cleve 


ind, a stock clerk for The Ge Worthington Co 


was arrested on the charge of operating a discount 


house in his home, unknown to his employer, with 


] ’ ] } 
the employer's merchandise as stock. Police said the 


clerk’s home “store” contained $5,000 worth of stolen 
goods, including expensive tool Not onlv that—he 
kept a perpetual inventory record of all orders and 
used Worthington’s 40,000-item catalog as his major 
clling aid. He shipped orders to several states an 
even a foreign country at 50°e of list pricc 


GOOD TRY—NMuch of ear Sumimec!i 
was spent by Howard S$. Williams 
Supply Co., Cleveland, campaigning on the Republi 


n ticket as a candidate for the Ohio State Assembl\ 


ind late Fa 
\lau-Sherwood 


Chief target: taxes against small business. He didn’t 
make it but it was a good tn 

PRAVELOGUE—The regular tenant of this space, 
Jack Wertis, on vacation, was strolling among. the 
sights and smells of Via Gramsci, the “‘sailors’ walk 


1 Genoa, Italv, 


; 


ind was surprised to find two indus 
Boland & + 
irticoli technici’ 


: 
trial distributor establishments—G 
‘ 1] 
utensitera meccanica, bulloneri 


ind | 


Bonetti. Each carried precision portable 
power, mechanic hand and cutting 


but he 
no distributors 


tools, etc., 
didn’t see any U.S. brands. Saw 


Venice—working, that is 


GLOBAL INTERESTS—Emil Lux, KRemscheid, Ger 
many, industrial tools importer, has written Bernie 
Weirauch, Orr Iron Co., Evandsville, Ind., 
lating Orr Iron on “Key Line Selling which he 
read about in ID 


congratu 


Wants to hear more about 


+ 


he method which he thinks would work just fine 


Germany too. Speaking of Trans-Atlantic busi 
ness, Alex Davies, \loore-Handley, Birmingham, Ala., 
vas in New York recentlv for the big Cargo Handling 


Show. Alex is in charge of world-wide merchandising 
of “Morhaul,’ an interchangeable truck container 


svstem invented by Moore-Handle\ Latest version 


1 container svstem for pi backing loads from 


icks to ships 





IN MEMORIAM —The many fnends of Ralph M. 
Gattshall, who died recently in San Diego, will not 
\long 
with other pioneering spirits in the 20’s Mr. Gattshall 
waged a long, aggressive battle to improve distributor 


SU] 


, 
pplier relations and elevate the industry to a fitting 


+ 


forget one of distribution’s grand old men. 


rol 
When the “value-added” concept was virtually un 
known, Ralph Gattshall was writing tracts and articles 
distributors’ essential contribution Ile was a 
prime mover behind the famous “Noronic” cruis¢ 
that marked the beginning of organized joint effort 
the industry's associations. In the 30's he helped 
“Joint Merchandising 


ze the function of distributors 


rganize the program to pub 
l’o the end, he 
was alert to industry trends, in touch with active 
people, old and young, and writing pithy comments 
m events 


He believed in progress. But knowledge 


ible readers knew that hardly any program of major 
significance now under wav in the industry hadn't 
cither been suggested or supported once by Ralph 


\l. Gattshall 











HOBBY Al 


WORK-Melvin G. Leitzke, Valley 
Industrial Sales, Appleton, Wisc., believes he is the 
only industrial distributor in the country who owns 
ind drives two fully matured American Cream Belgian 
horses. Leitzke harnesses them to a decorated wagon 
which he drives at shows, parades and conventions 


lhinks it’s good advertising for the business too 


LOOK IN THE MIRROR-Sign on the wall of office 
of C. W. Cady, sales manager of Marquette Division 
of Curtiss-Wright Corp.: “Selling is like shaving 
if vou don’t do it everv day, vou’re a BUM!” 


SOME SWITCH!—Ms. Julie Hock sold her interest 
in Badger Mill Supply, Oshkosh, Wisc., and skipped 
off to California to take up interior decorating. M1 
& Mrs. Kenneth Oaks purchased her interest and 
ire running the organization. Mrs. Hock did the 
nterior decorating in the Badger Mill Supply offices 


pe! A 


ind right smart too 
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AMERICAN SOCIETY FOR METALS HEADQUARTERS, Novelty, Ohio _ 
La ees 


OWENS-ILLINOIS PLANT, Atlanta, Ga. 





Here 

You See 

Why It’s Easier 
to Sell 
JENKINS VALVES 





P. LORILLARD COMPANY PLANT, Greensboro, N. C. 







JENKINS VALVES ...for Every Industrial, Engt 


A > 
Res CFPRO4 
J? o J 


* 
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BERGEN MALL SHOPPING CENTER, New Jersey FORD MOTOR COMPANY OFFICE BLDG., Dearborn, Mich. 





MERCK SHARP & DOHME PLANT, West Point. Pa. 
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JOHN J. KANE HOSPITAL, Pittsburgh, Pa. 


Wherever you may go to sell valves, you find the 
buyer already sold on JENKINS valves... ready 
to grant there is nothing better, often quick to 
maintain there is no equal. You see the power of 
this reputation especially where valves are pur- 
chased by the thousands for original installations in 
important buildings like those shown here. It’s a big 
help, always, that Jenkins Distributors can count 
on. Jenkins Bros., 100 Park Avenue, New York 17. 


ul, Engineering and Plumbing-Heating Service 


THE PRUDENTIAL INSURANCE CO. OF AMERICA, Chicago 





——— - 
LP bP ~ * 
CHRYSLER CORP. ASSEMBLY PLANT, St. Louis, Mo. THE DENVER HILTON HOTEL, Denver, Colo 
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This is Nylon Finish Strip Packing, 3/32” thick and 
1-3/4” wide. Republic Rubber produces a complete 
line of all types of packing. 











l Do your men want more commissions? Do you 
REPUBLIC'S | want more sales? There’s one way of satisfying 
J-POINT SALES POLICY | both parties. Have them talk about rubber belting, 
A LINE of rubber toms sulliciently | hose, packing and other rubber products on 
complete to permit effectively supply- 
ing the requirements of the trade every call. 
solicited. l 
. grec pone en a 2 l More and more purchasing people are buying 
iltsth it e | more and more rubber these days. If your man 
a dene Se ee | doesn’t talk to the buyer about rubber, that buyer 
possible aggresive eti | may give the order to the fellow who does. 
. ‘ cures a ré l 
tec poe ge ye Doo : | New territories are always opening up for distrib- 
sega tie 4 * “ | utors. If you are interested in a Republic franchise, 
omeine orl f reasonable amounts | write to J. A. MacIntire, Jr., General Sales Man 
so that cstet t¢ As | ger, Republic Rubber Division, Youngstown, O 
: C ker a a e of | | 





REPUBLIC RUBBER DIVISION 


RUBBER PRODUCTS 
LEE RUBBER & TIRE CORPORATION 






YOUNGSTOWN 1, OHIO 








600th TIME 


1tH THIS IssuUE INDUSTRIAL DisrripuTION and its 
ladivcien Mitt. Suppiies, completes 50. vears 
of service to this industry. That’s a lot of monthly 
issues—600 to multiply it out—that have appeared 
regularly through good times and bad, through wars 
and depressions, through crises and booms The suc 
cess it has achieved has been the result of the sweat 
and loving care of a lot of dedicated people over these 
Today I want to talk a little bit about 
1) how it was started and 


five decades. 
2) what is ahead as we 
enter our second half century of publishing 

Under lock and key in my office, we have a bound 
copy of the first twelve issues of old Mini Suppiirs 
\s the current editor and publisher, | look at th« 
January 1911 issue with a great deal of sympathetic 
understanding of the problems involved in starting 
a magazine. I’m also impressed by the foresight, 
perception and courage displaved by the founders 
K:Imer Crawford and Clay Cooper. They set a high 
standard. The magazine was subtitled, ““Vhe Journal 
We will hold with that 


Ihe first editorial on “Discontent and Progress” has 


of Quality.” 


meaning for us today 
“Discontent is the mainspring of progress. Our 
individuality which makes 


is distinctive is the result 


of our imperfections. Our discontent simply signifies 


the striving to attain a higher civilization where thes« 
imperfections shall be obliterated 
“The political, commercial, domestic and racia 
activities noticeable evervwhere are manifestations of 
unrest, and indicate that man is not ready to acqui 
esce in the belief that he has reached the limit of 
his possible development 
\pathy is a sign of decadence in a man or in a 
nation When a man is 
roundings, his manner of living and his intellectual 


development, he is going backward 


ontented with his su 


“Individual effort arises through discontent, and 
onsequently, the greater the discontent, the greatet 
the individual effort 

All of our greatest achievements, all of the most 
profound triumphs of the past ages of the world, have 
is a foundation stone that mighty uncontrollable and 
imperative word—discontent.” 

(he masthead of the January 191] issue also reveals 
1 fact with which many may not now be familiar 
Did vou know that this magazine was originally 
founded with the support of manufacturers and dis 
tributors? Quoting the editor, “These men united 
with and aided us, morally and financially, in the pro 


industrial Distribution—— 


duction of Mint Suppuirs.” ‘The names of the men 
and their firms appear under the head, “Advisory 
Roard of Stockholders.” Let me pay tribute to the 
wisdom of these manufacturers and distributors who, 
5 years ago, felt the need for a business publication 
t serve their interests and who had the guts to put 
their money on the line for its support. 1 am listing 
the firms as they appeared: 
American Injector Company, Detroit, Mich 
W. M. Pattison Supply Company, Cleveland, O. 
Cincinnati ‘Tool Company, Cincinnati, O. 
Smith-Courtney Company, Richmond, Va 
Queen City Supply Company, Cincinnati, O. 
Ohio Blower Company, Cleveland, O 
Ihe Cameron & Barkley Company, Charleston, S.C. 
Sawver Belting Company, Cleveland, O 
Strong, Carlisle & Hammond Company, Cleve 
land, O 
Dodge Manufacturing Company, Mishawaka, Ind 
Pittsburgh Gage & Supply Company, Pittsburgh, 
Pa 
Somers, Fitler & Todd Company, Pittsburgh, Pa 
Ihe Deming Company, Salem, O 
Burr Oak Belting Company, Cincinnati, O 
Briggs- Weaver Machinery Company, Dallas, ‘Texas 
Ohio Valley Pulley Works (now Browning Manu 
facturing Company), Mavsville, Ky 
With the January 1961 issue, we will enter our 
second half century of service to this industry. ‘The 
problems we face as an industrv, and as a nation, are 
surely as tough as those faced 50 vears ago by the 
magazine’s founders. Since we don’t know too much 
about their problems, I'd sav ours are tougher. What 
ever the magnitude of difficulties, however, we accept 
the challenge 
You'll see a com 
pietely redesigned and newly laid out publication 


Watch for our January issue 


You'll see a new look on the cover and vou'll see a 
crisp, new, inviting: look throughout—new type, new 
heads, more pictures, new departments, new arrange 
ment of material. We hired one of the best mag 
azine designers in the country to serve with us as a 
consultant on these changes. Yes, we'll present a 
fresh, new face in January but, underneath, we'll 
continue to supply our distributor readers and then 
sales personnel with the best, proven, operating 
know-how our editors can develop. And, we'll con 
tinue to supply the most complete information serv 
ice available to any industry to help our readers im 
prove their batting averages as decision makers 

\s vou can see, we're proud of the new look we'll 
present in accepting the challenge of our second half 


entury. We hope vou'll like it, too. Watch for it. 


Walla Xr 
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HARRY 


KK YY S ( 


ULAND, of Ulan 


“In our business 
we earn only as we 
learn.’ 


We've got to be 
prolific readers or 
we'll certainly be left 
behind.” 


Our mission, as we see 


it here at Uland Rubber, 


is to spread ideas 
Sales follow when ideas 
take root. 


Blazing a trail for 
new products and new 
applications should be 
a major function of 
distributors. 
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It Pays To Pioneer 


Nine-year-old Louisville supply firm made its mark by mis- 


sionary selling and a stress on know-how. Here’s how the 


owner and his salesmen stress the merchandising of new 


products and untried ideas for long-range results 


By Van Ness Philip, 


Associate Editor 


(<9PHE NEW TECHNOLOGY is more 
than just a challenge. It ought 

to be a golden opportunity for 

those of us who want to learn it 
Vhat’s what Harry Uland 


Uland Rubber & Supply Co., tells 


! 
his outside salesmen 


Uland ought to know. His Louis- 
ville, Ky., firm, which he organized 


n 195] 


ucts which he 


grew up primarily o 

had to merchandise 
markets 
Several of his major lines consist of 
items that stocked 


only token quantities a decade ago 


n relatively unexploited 


WCTC locally in 
\lost of the others feature products 
ricnted to quite different applica 
those commonly ob 


tions from 


erved a few vears back. 


Uland 


only is WC 


In this business,” Harry 


holds, “we're earning 


learn. Customers demand our help 
in modernizing, and their needs are 
much more complex than thev used 
to be. Thev expect lots more know 
how from distributors 
Low Uland keep his com 
pany abreast of modern trends? 


lirst Uland, 


iad many vears of sales experience 


industrial 
does 
who 


Harry 


Savs 


before he went in_ business fot 
himself, “we trv to have a realisti 
ittitude We ask ourselves: What 
really is our role todav in serving 


ndustrv? ‘Twentv vears ago, this 


role was different. Distributors were 
sclling fairly simple, standard prod 
ucts, and we went from customer 
to customer, talking mostly on the 


value of delivery 


1960 


Now, the 


led on for ideas, not just prod 


pace 1S raster; we rc 


ucts, and much more service is ex 
pected. New fields are opened to us, 
because industries we serve ar 
hanging rapidly to cut costs, auto 
mate or produce new products 

Our attitude must b« Wel 
spread the ideas that help this 
hange along. We'll support it, and 
promote it with evervthing wi 
HAV 

l’‘o fortify this merchandising at 
titude, Harry Uland tries to instill 
in everv member of his sales staff 


eA desire to exploit new prod 


ucts 


¢ Incentive to sell customers on 


newer applications 


¢ Willingness to render special 


SCTVICC 


eA thirst for more and broader 


know-how 


The Challenge of New Lines 


Uland denies he’s found a short 
ut for promotion of new lines 
Some lines scem to have sprouted 
fast, in retrospect,’ he says. “But 


+ 


when vou recall the early struggles 
it’s a different storv.” He cites one 
radical development in power trans 
Uland 
spent two vears on missionary work 
before he felt 


catching on. It was 


] 
| 


mission in the early 50's 


the line was reall 
hard to get 


lant engineers to listen, much less 


try the product. Finally, he su 


ceeded in attracting groups of them 





> 


2 
mis- 
the 


new 


staf 


] 


prod 


] 


oadcr 


Lines 


l short 
ling 
srouted 
‘But 
TULICS 
tes one 
r trans 
Uland 
rv work 


1) 
s reall 


he su 


of them 


to tinv clinics—some of these meet 


ings were held for only two or three 
began 


plant prospects and the line 


to gain at least a “talking accept 
ance” in the market. Now it’s a 
cepted almost evervwhere ind 
Uland Rubber has capitalized o1 
havin made the pioneering eft 
to promote t 

Harry Uland has ha 

ylier backing f t 
sionarv selling, but he recogniz« 


the limits to the help he can expect 


Supplic especially thos« vit 
brand new venture in't afford ex 
tensive coverage at the start L hic 
distributor is on the spot and _ has 
to do the digging.” 

The reward, however, has out 


Uland 


savs his company would never hay 


weighed the disadvantage 


become a factor in adhesives and 
hvdraulic fittings—to name just two 
of Uland Rubber’s 
if it had failed to go 


on missionarv work 


growth 


ill-out 


major 


lines 


Seeking out New Applications 


\s for standard products, Uland 
Rubber salesmen look first for the 
unusual need, then count on their 
success in filling it to help sell 


“bread-and-butter” items. “Special 


ties are wonderful for opening 
doors,” savs Jim Brown, Uland 
Rubber outside salesman, “but so 


are fresh ideas for fitting standard 
products to new work.” He con 
centrates on applications for aut 
mation and mechanized handling to 
open manv new plant doors. Trends 
to higher horsepower, higher torque 
values and more compact drives ar¢ 
major selling points, he finds 


Specializing Service 


Uland Rubber service has been in 
dividualized. One phase of it is 
shop work, provided by machines 
for fitting, splicing and cutting op 
erations. The salesmen’s practice of 
devoting time to problems and to 
engineering and design work is the 
other phase. Jim Brown, who covers 
manv fluid process plants and quar 
ries, for example, is virtually on 24 
hour call these industries 


are often operating round-the-clock 


bec ause 


WHEN A SALESMAN SELLS 





NMIISSION Brown 


r pu 


ARY: Jim 


1 ucw nes 





y he 


FITTING JOBS in Uland 


shi p help Brown sell service 


Most of his major sales require lay 
ing out of with 
bility for getting the 
right 


less than 80, so he will not have to 


systems respons} 
components 


Brown limits his accounts to 


skimp on service 


Knowledge First and Last 


Harry Uland reads some 50 maga 
zines to keep abreast of spec ialties, 
plus literature from manufacturers 
(he problem, he points out, is not 
the scope of the required know! 
edge, but the speed with which it’s 
changed or added to 

\ typical Uland Rubber 


line, for example, has expanded in 


new 


two or three vears from less than a 
dozen widely used types to more 


than three dozen standard varia 


tions. As for its applications, Harry 
Uland can three 


vears back, when there were only a 


remember, only 


half dozen standard uses for which 
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ENGINEERING of systems 


helps with entrec 





PRODUCT STUDY is ne 


essity today, savs Brown 


the product was generally known to 
be adaptable. Now, Uland keeps in 
his desk a six-page booklet which 
lists many hundreds of standard ap 
plications for the same _ product 
Hach of these applications, if it is 
to be intelligently described, calls 
for specific knowledge on the part 
of salesmen. In each case, a specific 
variation of the product must be 
recommended to take into account 
various conditions of heat, humidity 
and operations 

In another line, the problem is no 
different. A few 


only a dozen major variations. Now 


vears back it had 
there are hundreds of types and 


sizes to fit specific applications. 
Sales too have expanded fast. 

“I’m one distributor,” says Harn 
Uland, 


convinced 


“who doesn’t have to be 
romance left in 
distribution. It still pavs to trv to 


be a pioneer.” 


there’s 
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Selling Small-Plant 





AUTOMATION 


Salesmen for Indiana Mfrs. Supply stress use of standard 


parts as “building blocks”, sell the automation 


concept as economical, flexible and productive 


By Richard L. Sandhusen, 


Assistant Editor 


indus 
don't 


shouldn't 


rg NO REASON why 


trial distributors—and we 
mean just the specialists 
play a vital role in automating U.S 
industry 

Ihat’s the conclusion reached by 


ind Ben 


partners Frank Cruger 
Perkins, of \lanuftacturers 
Supply Co., 


noticed som«¢ 


Indiana 
Indianapolis, when they 
vears back how auto 


mation was invading smaller plants 


Thev’ve since embarked on a full 
scale program to promote and sell 
the automation idea to local indus 


trv, and now attribute a major por 


tion of their sales volume to then 
salesmen’s skill in engineering aut 
matic Operations. 
How to Sell Automation 
Hlow can a supply firm that 
marily merchandises standard prod 
ucts get involved in automation? 
Primarily, according to’ Frank 


Cruger, it takes patience and pet 
sistent selling ingenuity In n 


i] 
terms, an I. M 


overcome three major obstacl 


rete salesman must 
1. Serious objections on the part 
cost 


ot prospects as to 


2. The erroneous impression that 


1 whole operation must be 
1utomated all at once 

3. The wrong idea that auto 
matic operation requires spe 


] 


clalized equipment 


“PRECISION DRILLING: Ben | 





ind sal S Ihandag 


r \W ITE! Csriff 
] 


, — ' 
l-instrumented dri] 


pI 


“Automation,” savs Warren Grif 
fen, I. M 


duce 


sales manager, “can r¢ 


costs, or increase volume, or 
improve quality, or eliminate repeti 
tious jobs, or achieve any combina 


But 
call on 


tion of these objectives actu 


allv, when they smaller 


plants, our salesmen must cope 
with arguments which have little to 
Ihe 
customer will want to know how he 
can afford the 
ment that he 


will 


do with these end benefits 

specialized’ equip 
thinks an automated 
He'll ask how 
equipment can 


like 


He'll question that automa 


system require 


such possibly be 
quality-controlled standard 
items 
tion will be flexible enough to pro 
duce a diversity of parts; and he'll 


wonder how to overcome the obso 


lescence problem, if the system has 
to be modified, or 


he has to re-design his parts 


scrapped, when 


“Our salesmen trv to deal with 
these objections bv convincing 
skeptics, one, that automation can 


be gradual, and two, that specialized 


equipment isn't always needed.” 


Automation by Degrees 


“Automation” has a broader con 


notation in general industry than 
While purists still 
the 


to clectronicalls 


it used to have 


maintain that term only refers 
controlled 


“feedback,” it’s 


recognized that 


Opecta 


tions having now 


widely there are 
lead 


that 


intermediate 


full 


humerous 
Ing to 


steps 


i1utomation, and 


its quite practical, particularly In 
smaller plants, to “automate” a 
step at a time 

|. MI. salesmen point this out, 
ind trv to demonstrate the feasibil 


a single machine 


itv of converting 
at a time to automatic operation 
Then, they explain, when a fu 
ther step is economically justified, 
transfer mechanisms can be in 
stalled to 


with others in more complex svs 


combine the machines 


tems. A drill press, tapping unit 
and a cutoff machine, for example, 


can be “automated” in this manner. 


. . . With Standard Parts 
he I. M. 


that automation of this tvpe does 


salesmen also stress 
not require specialized equipment, 
but 


‘building block” principle 


with the 
that is, 


the use of standard pieces of equip 


can be = achieved 


ment that can easily be replaced, 


issembled in different combina 
tions, and re-used in other applica 
tions with minor modifications 

\ccordinglv, the degree of auto 
increased, 


matic operation can be 


while obsolescence and initial costs 


are held to a minimum. 


Building Block Flexibility 
Since 


be applied to numerous operations, 


“building-block” units can 


they also provide the flexibility 


needed to handle a diversity of man 


ufactured products, which a highly 


specialized in-line transfer system 


ould not be adapted to producc 


l'urthermore, since they are 


standards, the components sold by 
I. MI. salesmen have been pre-tested 
ind require no “de-bugging.” Ex 
imples of these standard “automa 
tion building blocks” are gages, 
cvlinders, indexing tables, hoppers, 
storage banks, multi-spindle tools 
ind their accessories, tools for auto 
matic operation, pneumatic posi 
tioners and clamps 

Small-plant automation results are 
installation 


tvpified by an engi 


neered by I. M. in a gear shop 


Jhe operation automated in this 


For Example, Three Operators Less 














NEEDED: AUTOMATION KNOW-HOW 


Warren Griffen, sales manager of Indiana Manufacturers 
Supply Co., which is now promoting automation in its 
merchandising program, looks forward to the day when 
industrial distributor salesmen will have to possess a 
broader technical background to compete for sales in 
tomorrow’s plants. He believes that, to develop auto- 
mated applications: 


© Salesmen will have to become more ‘plant layout’ 
minded. For example, they will have to understand and 
be able to analyze flow diagrams and process and opera- 
tion charts in order to answer such questions as: What 
happens before and after a particular operation? What 
tools can be eliminated or combined? What sequence 
of elements should be changed? What methods can be 
improved? What is the best possible combination of 
men and machines? 


© Salesmen will need to make more effective use of 
visual aids. Selling automation involves more than sell- 
ing isolated parts and components. The components are 
part of systems, which words and catalogs will not 
adequately describe. Salesmen will require models, 
samples, sketches and similar aids to help them com- 
municate complex ideas simply and rapidly. 


e Salesmen will have to be familiar with the basic 
principles of automation: the functions, for example, in 
coordinated parts flow, such as gravitational flow of 
parts, control of flow, elevation of parts to take advan- 
tage of gravity and live storage. They must also be able 
to relate these automation functions and the units that 
perform them, to the basic industrial processes such as 
forming, inspection assembly, testing and packaging. 
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case involved dniling, — tapping, 
broaching and  deburring = small 
gears. If performed manually, the 
operation would have required four 
men operating four machines. How 


ver, after the machines had been 


] ] 


ocated radially around a six-station 


rotarv indexing table (i.e., one load 
ing station, three fixed position 
vork station i Station for the de 
burring operation, and a station fo 
the automatic ejection of the fin 
shed gears md a fecd mechanism 
had been installed to activate and 
ontrol the tools, only onc Opel itor 


vas required to hand-clamp_ the 
blanks on the indexing table 

Comments Warren Griften 
“This installation is new sono 
actual comparison figures are avail 
ible. However, the customer esti 
mates it's at least six times faster 
than if done bv hand on single 
spindle presses 

“This is a real example of the 
building-block concept at work 
\Nlost of the components which 
automate this operation—including 
indexing table, drill head, tap head 
and tool feeds—can be easily re 
placed or, if necessary re-used in 
other operations in combination 
with other tools 

“And from the distributor's point 
of view, these components take up 
only a fraction of the shelf space 
required by the entire unit 

“The building-block — concept 
would again apply if this customer 
decided to automate this operation 
more fully. ‘Uhus, in the future he 
might want to install an automatic 
device for feeding the blanks, or a 
tool breakage detector.” 


“Economic necessity” 


Whether it applies to small 
plants or large ones, automation, 
Frank Cruger is convinced, is an 
economic necessity for U.S. indus 
trv. “We've got to have it if we 
hope to compete with foreign man 
ufactured goods that are undersell 
ing American products throughout 
the world. And if industry must 
automate, distributors must have 
the components and the know how 
to help plants do the job.” 








WASTE 


makes 


SALES 


This Charlotte, N. C. sales- 
man finds product applica- 
tion by first finding out what's 


going wrong 


—_—. VIANUFACLURIN pera 
tion wolve some degree of 
iste mcd vhere thy iste 
there likely t be a l 
hat’s how I larve 1) 
at 1ders ucsman fo 1¢ \l ¢ 
»., Charlotte, N. ¢ ummarizes 
in approa h he uses to ferret out ip 
yications and make sal 
Ihere’s more, of course, to this ip 
yroach than just locatn ces 
Mf wasteful operations in the plants 
he calls on. For one thing, Hender 


on must understand why this waste 


exists, Which implies an understand 


ng of the particular operation from 


vhich it results. For another, he 


must be able to visualize 


tions which will help to climinate 


this waste—which is where the crea 


his understanding requires both 


~ | 


i knowledge of the features and lim 


ts of the materials handling and 
power transmission lines he handles 
ind an abilitv to relate these prod 

t charact t to the ] biem at 
hand 
The Backlash Problem 

An instan f the Hend 

ind of creative selling lo 

ie of h ills on the Ba k-Sack 
Divisio f th Stewart-Warn 
Corp., a firm ged tam g 
rurnity hardware 

On this ill, Henderson d ed 
with I. D. Blaklev, plant engineer 


] ] ] 


1 production problem which was 








SPRAG CLUTCH application suggestec 
Bassick-Sack plant engin I. 1. Blakley 
ising Blakley some concern 


Blaklev was worried about the exces 
sive amount of waste steel strip re 
sulting from the blanking press op 
eration his press was equipped 


with ratchet wheels and pawls for 


positioning the steel strip. How 
ever, the backlash of the ratchet 
wheel resulted in over and under 


feeding of the strip. Without posi 
tive positioning of the strip, there 
Was waste 

\fter he 


Ilenderson re 


heard the problem out 
alled a “new 
mecting held at Mize Co 
with a sprag 
no backlash”. THe 
this, 
with 


med, 
product 


to acquaint salesmen 


lutch featuring 


told slakley 


mecting 


ind sug 
the 


to demonstrate a mode 


ibout 


dc sign 


] 


gested a 
cnginect 
of the clutch 

Ihe 


both 


meeting irranged and 


Blakley 


necr were 


Was 


the 


impressed 


of the 


ind design engi 
with the 


working model. A 


DCT 


rormance 

















~ 


Harvey 


wast 


bv salesman Hienderson, nght, to 


| 
trip stecl 


. 


stalled on the machine under the 
direction of the design engineer. 

Before the six months were up- 
during which time Mr. Henderson 
kept in frequent touch with Blakley 
on the 


Blakley 


satished 


clutch performance—both 
the 
that 
the solution for positive positioning. 


and design engineer 


Were they had found 


Customer Savings: $12,000 
Ihe for 


more sprag clutches. Furthermore, 


result: an order seven 
Blakley estimated that vearly savings 
in metal resulting from the positive 
the 
lutch amounted to about $1500 per 
With 


the total savings run to about $12, 


positioning made possible by 


machine eight machines, 


O00 annually 


Know Where to Dig 


Henderson points out that a sales 
man has to dig to find applications, 


but it helps to have a starting point 


lutch to fit the press was ordered Where | see waste,” he savs “I’m 
on a six-month trial basis and in- almost sure | have a sale.” 
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Punched cards double as 


perpetual stock records in this 


WAREHOUSE 
In The Office 























SPEED AND ACCLI 


| 


Oo 
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rgge CARDS serve a dual pur 
pose in Charleston Electrical 
Supply Co.’s new “Unit Stock Con 
trol” and automatic billing svstem 
hey function both as inventory 
balance records and as master cards 
for writing orders by machine 

Handwriting of additions — to 
stock and withdrawals has been 
eliminated and instant data is pro 
vided on stock balances, in a form 
that clerks find even more conveni 
ent than the firm’s now discarded 
written record system. ‘This, plus 
automatic billing, has considerably 
speeded up the office operation. 

Ihe Charleston, W. Va., elec 
trical-industrial supply concern in 
stalled an International Business 
Machines Series 50 data = svstem 
some eight months ago. It consists 
of kevpunch, sorter and tabulator 
plus a reproducing punch and tub 
files for the stock cards 


Cards to Simulate the Stock 


Known also as the “Tub System, 
Unit Stock Control provides, in 
effect, a miniature warchouse in the 
office, with punched cards for all 
the 10,500 items in the company’s 
stock plus duplicate cards for all 
shipping units of all items. The 
cards in the tubs are called the 
‘masters, and are produced a 
needed on the reproducing punch 

If a product is normally shipped 
in single units, it will have a maste 
card on file for everv unit on the 
shelves. If shipped in 10's or 100's, 
the product section in the file wil 
ontain 10 or 100-unit master cards 
is well as single unit cards 

When an incoming shipment 1S 
received, cards for all units m_ the 
shipment (or 10's or 100's) are pro 
duced and inserted in the file sec 
tion for the product. When a sales 
order is received, cards from the 
ippropriat product sections iT¢ 
pulled and sent to Billing 

he reproducmg punch auto 
matically codes cach card bv prod 
uct and prints a serial number on 


the upper right hand corner ( wher 


: } } 

the card is filed vertically Ihe 
] } y 1 ober 
serial provides the basis for deter 


mining stock on hand. 








When new cards are inserted for 


an incoming shipment, they are HOW THE “TUB SYSTEM” WORKS 


placed in the front of the file sec- 























tion. A divided separates these new -, 

cards from cards that have already § 2347 |4 

been in use, numbered in a different FILING SECTION a 

Series. illustrates how scrial | 2347 | 3 
numbers indicate stock 

















t 


“old card” tiol sulled first a ee Se eee | 
yr Taare emarandent obs been filed in front a | 2347 | 1 ia 


For a sales order, the card with vere ~ eng A [ 2347 | 9 
the highest serial number in_ the shipment-in, product | 














Thus, accurate stock balance can sar Shaggy Senge 
be determined at all times simpl\ sales order, card 

no “ol stock 

by reading serial numbers of the no. + (“old : 





series) will b 


highest-numbered “old” and “new pulled first 











series cards and adding them to Balance 6 


gether. Often there is no “old whi [| 2347 
stock”” card and checking the bal in 


ance requires reading only one card, | | 2347 
the last one in the section 
| 2347 L47| 






































Same Cards Used for Billing 
2347 |46 
When the master cards are pulled : = 
for sales orders, they are collated p CODE — Aseriat 
with pre-punched customer-address NUMBER J \NUMBER 
cards and the hand-punched mis Oi aac a 














cellaneous cards containing variable 





data such as customer order num 
bers and = shipping information 
Masters have pre-punched prices; 
customer cards contain price bracket 
codes The tabulating§ machin 


prints invoices, and cards are then 





resorted for sales analysis reports 
Pavables, receivables and pavroll 


ire being added to the svstem 


Faster Order Handling 


Ihe cost of the installati 
$690 a month. It requires three 


operators, has enabled the company 





] 


to transfer three other clerks from 
Billin 


other work, and has obviated the 


t } tory nitro! + ’ 
g and Inventory Control to mmbine perpetual inventory with automatic billing 


UNIT STOCK CONTROI lub Svstem nables distributor 


need for additional office help in 


a period 


when the number of daily 
invoices showed a rapid ris lhe 
mpany is now processing about 
3,300 invoices monthly 
lhe tub file and machines could 


handle an operation with an inven 





torv half again as large, in the opin 
of Howard B Johnson, IBM 
department head. The only draw 
backs: card handling is onside ; ;, 
aig? 5 BILLING is done on IBM Seri installation. ‘Tabulator 
ible,” and “making change” from prints invoi based on punched cards from the tub fil 


10 or 100-unit cards into single units 








can be time consuming 
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BACK ORDER BLUES 


A West Coast salesman speaks his mind on a problem 


of concern to all distributors. He blames not only 


the office, but the salesmen, for paperwork confusion 


by Aaron Cochran 


Pacific Mill & Mine Supply Co 
Fresno, Calif 





“CUSTOMER WANTS SERVICE:” Author Coch 


ran (right) writes order f Olen Murphy hief of 

namtenan Pacific O Co. Savs ¢ hran: “If M 

\lurphy doesn’t get his delivery as I promised, he will 
that cigar in half and buy elsewher 





PRACKING DOWN BACK ORDERS: Thic a 
Tak t I t \ edit i i 3 it 
Sa n ! I il 
i B ta 
ilmost lelaved 
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~ ORDERING 1s bad. Recurring 
constantly, it loses more friends, 
ind spoils more salesmen’s inter 
views than most industrial distrib 
utors realize. It is not merely an 
mnovance tO managers and inside 
men. It is a problem of the first 
magnitude, and deserves much mor 
ittention than it gets 

I.verv manager is convinced that 
he has a fast, accurate svstem for 
back orders. He thinks it is prompt 
ind exact. But there are two people 
who know how often he is wrong 
One of them is the customer. The 
other is the salesman who endlessly 
tries to re-assure the customer that 
every possible effort is being made 
to get his order to him 

I'hese two victims of back-order 
ing cry continuously about = inac 
curacies and tardiness. ‘heir cries 
irc heard so often in the distrib 
utors office that no one listens to 
them with any real intention of do 
ing anvthing about the underlving 
problem 

No one scems to realize that all 
back orders are bad; for vou can 
make enemies with them, but vou 
can’t make friends 


Back Orders versus Sales 


here is only one sure way for a 
distributor to make a dollar—to han 
dle the order so that a profit results 
from a service rendered. ‘To do this 
he must expedite the order so ex 
pensive letters and phone calls ar 


} + 


t required to straighten out a 


hot 
situation that should never have 
been allowed to develop 

There are only a few situations 


that create back orders. Sometimes 








ic mie lal S cicre ) 
( hy Otte struct i 
w \ 4 A 
vhen th ld 
t I 111] 
hy { h | 
S l t ip 
\ fa 
ibsorb. Or the m 
md get he iv¢ l D4 
l Cc ho 11 ) l 
ition knows anvthin ib 
Even the onginator of the order has 


forgotten all the details 

No matter the excuse, the cus 
tomer just knows he is unhappy 
with results, and might well be 
tempted to change sources 

We now have capital tied up in 
stock that cannot move to its desti 
nation, and at the destination, a 
softly bubbling customer is slowly 
coming to a boil. If any one gets 

sa 


burned, it will be the salesman and 


the company he works for 


“Memory System’’ Won’t Work 


\lost of these problems arise from 
the attempt to operate a sizeabl 
business on the “memory system.” 
Ihe svstem has either grown with 
the business, or has been acquired 
by hiring emplovees who have had 
this kind of experience before. In 
practice, the memory system means 
simply that a key man remembers 
il] details. It is an adequate svstem 
for the small organization, but fails 
when the business has outgrown the 
point where one man can handle 
everything without help. It does not 
provide for departmentalizing work 

The day eventually omes, mm a 
ompany that operates this wav, 
when one individual can no longer 
keep up with his responsibilities 
ind the crv against back orders and 
mistakes in shipping becomes so in 
sistent that management realizes 
something must be done 

It is simple to write up the prc 


scription for this ailment, but ap 


plving the cure is something elsc 
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un, It is like forcing down a large, 

uigh pill. All of it must go down 
} 

remedy results im 


hose for which 


Needed: Full Detail 


Ihe prescniption Dont let ain 
l tart anvth 1i¢ that no one cis 
in finish. Show the disposition of 
OM CVCT\ sales ordet 


merchandis« 


llow long 


does it take to wnt 
stock” on the bottom of the order 
so that the receiving clerk knows for 
sure that he has no direct orders 
on the shipment? Any one on the 
staff can dispose of an order, fast, 
orrectly and with full assurance, as 
long as it is complete 

In the case of back-ordered items 
don't leave clues, write facts. And 
write them all. A penciled star and 
the initial IGM after a back o1 
dered item mav mean something to 
the man who wrote the order 
Should the warehouse foreman who 
must interpret these initials ship 
the grinding wheels to M. G. Ma 
chine Shop, or did the order desk 
mean the movie studio? Don't 
blame the warehouse crew if they 
decide to ship to the movie lot and 
match for the chance to deliver it 
in the company truck. After all 
\NIGM may need it in a hurry, and 
the order didn’t sav “How Ship.” 

The maintenance foreman at the 
movie lot, who hardly ever orders 
grinding wheels, mav be confused to 
find three dozen on his desk. ‘Uhe 
machine shop buver, who urgently 
needed the wheels and did not get 
them, will not onlv be confused, he 
will be exceedingly upset 

Worse things than this have hap 
pened, vou will say. Did they hap 
pen in your company last week? 

Let's also remember what the in 
side people can’t forget—that every 
back order is preceded by an order, 
ind many orders are written by the 
Quick to feel 
sorrv for himself, the outside sales 


outside salesmen 
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} 


man forgets how many of thes« 


problems he creates himself. He can 


make a back order out of an item 


that could be shipped immediatel 
out of stock, simply by sloppy 1 
rting of technical information 
W archous¢ peopl ITC not 
eenuises at reading minds Lhe 
iced information to fill orders. A 


salesman must take the time to find 
ut what the customer really wants 
If he needs a sixteen ounce hammer 
with straight claws, sav so. Mavbc 
nothing else will do the job 

\ salesman frequently overlooks 
the fact that he can avoid conside1 
ible back-order grief even when a 
back order is unavoidable. He can 
still write the business, and save 
trouble for evervone if he will fol 
low common-sense procedures. 
When he knows that what is writ 
ing will have to be a back order, his 
first duty is to warn the customer 
and make an estimate of costs and 
Then he should tell 
his inside people what he has told 


delivery dates 


the customer, so that they know 
what the customer expects. The 
final rule in good back order pro 
cedure is to keep the customer in 
formed. ‘Tell him that his merchan 
dise has been ordered. Notify him 
when the confirmation of the ship 
ping date has been received. And 
be sure to tell him if the deal falls 
through, and you can no longer get 


the items that he wants 


Is Courtesy Too Costly? 


These rules are still the stanaard 
practice in many fine old firms. But 
other companies have ended the 
practice as too costly 

It might be a good time for all of 
us in the distribution business to de 
cide whether or not we believe in 
courtesv, even when this courtesy 
costs us money and time. After all, 
what is this famous “service” that 
il] of us so love to rave about, unless 
consideration for the customer 
comes first 
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“PUT FACTS BEFORE BIGBl 


ing a lunch hour to discussion of 


Readers give their views on “Policy-Stops-Buyer’ 


case from ID’s September issue 


IRECT BUYING on the part of large 
D. oncerns has always been a pitfall 
in the path of the supply salesman 
Despite progress that has been made 
in recent vears to strengthen man 
ufacturer - distributor relationships, 
pressures from some big customers 
for the direct-deal (or, as an alter 
native, the extreme-quantity price 
still pose a threat to orderly dis 
tribution 

In periods of “buvers’ markets 
or recessions, these pressures are for 
obvious reasons more pronounced 
lhe case shown at right, which was 
published in [D's September issue, 
concerns a dilemma that an un 
named salesman faced just after the 


SO-¢ illed recession oft 1957 S& 


\s the case explains, “George 
Ross” found he could get nowhere 
with a national feed coop because 


the buver had received a policy 
order to do his purchasing direct 
In later developments (Page 212 
September issue), it turned out that 
Ross’ company’s major suppliers 
were willing to cooperate, but thei 
ction in removing the coop from 
national account status onlv_ lost 
them the business to less scrupulous 
competitors, as the coop apparenth 
was willing to buv from the smaller 
short-line” sources just so long as 
it could buv direct 

(he problem centered on what 
the salesmen might do next on his 
wn initiative to regain the business 
[ID's readers were urged to. state 
their views. The following are some 


of their opinions 


Does Head Man Know Facts? 


James Bushyeager, of A. R 
Chambers & Son, Pittsburgh, b« 
leves that “‘a joint, strong selling 


ttort on the part of both suppliers 
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ind distributors, plus mutual re 
gard for selling policy, might have 
prevented the situation.” He adds 
“But, since it didn’t, I believe 
George Ross or his company should 
have presented the facts to the put 
chasing powers that be in the homc 
office of the national feed coopera 
tive. ‘The facts being 
1. Inventory five times what it 
should be 
2. Obsolescence 
3. Down time due to unavail 
ible stock of replacement 
parts 
If these facts are true and can 
be proven, the home office of the 
coop has very little choice in the 
interest of sound business but to 
return to a more efhcient method of 


receiving supplies and service 


Show Them What It Costs 


Five New Jersey salesmen-readers 
thought Ross should have taken 
more positive action to help the 
local buver prove to his superiors 
the inefhciency of direct buving 
provided the account has enough 
potential to justifv this effort 

Vhe five salesmen—Walt Lyons 
\lilt Johnson, Peter Koenig and Al 
Faiclla, of Dodge-Newark Supply 
Co., Newark, N. J., and Jack ‘Travei 
nier, of Dodge Mfg. Corp., came up 


with this joint opmion after devot 


TEST YOUR SKILL 


For this month’s _ sales- 
man’s problem case, turn 
to page 92 (‘Rules Are 
Rules’). If you have a solu- 
tion, write ID’s Case Editor, 
330 W. 42 St., New York, 
New York. 
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the case 

“First, we agreed that salesman 
Ross had done all he should do, and 
that the relatively low vearlv vol 
ume ($20,000) represented by this 
account, combined with the appar 
ent lack of initiative on the part of 
the P. A., simply doesn’t justify fur 
ther time and expense on his part 
In short, it just isn’t worth it 

On the other hand, if this were 
1 larger account—representing, sav 
1 potential of $100,000—further ac 
tion on Ross’ part would probably 
be justified. One action he might 
take would be to suggest to the 
buver that a meeting be arranged 
with perhaps the plant engineer 
ind plant manager to come up with 
1 report showing exactly where the 
customer is losing money through 
buving direct, and the dollar extent 
ot this loss 

“Since the buver already agrees 
that the distributor’s services ar 
missed, and that oversized inven 
tories and obsolete products arc 
osting a lot more than anv effected 
savings, he will probably agree to 
this proposal. And since these sam« 
problems also affect production and 
maintenance, the others will most 
likely also agree. Once this report 
is developed, it can be forwarded 
to the customer's headquarters office 
either bv the buver or, if he doesn't 
want to stick his next out, the sates 
man himself 


Get Suppliers to ‘’Unsell’’ Him 


This is one possible solution 
\nother, which seems to us to strike 
closer to the heart of the problem. 
would be for this salesman’s firin 
to direct its attention to the manu 
facturers who were selling direct to 
this customer in the first place 
Specifically, the effort should be 
made to get these manufacturers to 
unsell’ this customer on the idea 


of buving directly through them, 


11h 


bu 


tol 


dis 





IBUYERS'” 


ind sell him instead on the idea 
buving through their distributors 
After all, it’s 


for manufacturers to sell 


more eCconol 

through 
distributors for almost precisely the 
that it’s 


customers to pu hase 


same Teasons more ce 
nomical for 


through distributors, and just as tl 


ustomer is beginning to realize th 


fact of life so, eventually, must the 


“In this connection, it seems ti 
us rather odd that some manut 
turers, who sell through distrib 


tors, not only solicit this direct bi 


ness, but actually use the ser 
their distributor 


Wouldn't it 


he pci ind reat 


provided by 
bargaining tool 


ot simpler, 


lot less hard feeling if these m 
facturers instead negotiated tl 
business so. it ould be ha 


through distributors?” 


Management Should Step In 


\ sales manager for a Long Isla 
Clty, N \ distribut T led by K 
Mid-Island Supply Co., was 
lent that Ross could recover his a 
ount, if his management 
ielp 

‘What salesmen Ross should d 

to have his management—that 
the sales manager or president of his 
hrm—see some one higher up in the 
oop ! am sure that the 
would not feel badly ibout it if the 
erson who went over his head w 

tually in executive f th 
tributor firm, since he is after al 
ittempting to persuade his supe 


mself to deal with the distribut 
By doing this, the distributor ex« 
t s could get to see the 
v makers and lav the facts 
fore them.” 


Frick added that he felt the blaim« 


for the situation rested with th 
direct-selling suppliers whi wW 
ilong M ith the coop’s bun ing po 
leaving the distributor to pick the 
bones ‘ LHe 1dded “WN don’t , 
vith suppliers who do not prot 
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A Case for Salesmen 


WHAT DO YOU DO 


WHEN “POLICY” 
STOPS 

THE BUYER? 

G 


ACTUAL CASI t i 


stributors. While some of ow sup 
1] } +} 


yliers do sell direct, this is known 


ind explained to us, and if a cus 


t manufac 
] get credit for 


the sal ind the ac 


omer in our area calls a 
turer directly, we stil 
ount is then 


referred to us for further servicing.” 


Get Buyer “On the Team” 
Bill Nlinahan, 


the R. B. Birge Ci 
thinks 


only begun to fight 


sales manager of 
Bridgeport 
salesman lRoss_ has 
Savs Minahan 


iccount can be 


Conn., 


I beleve this 


overed. If I were salesman Ross 


1s 1s What I would do 
Ross has to influence the hom« 
office of the 


ctlv o1 


ustomer, either di 


indirectly, as the final de 
ision on buving policy is made at 


; 


the home office 


He did pave the wav by sell 
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buver on the local dis 


the local 


tributor policy, is defined Now 
he must influence the local buver 
to carry the fight to his manage 


ment for what he believes is right 

his will be hard to do, be 
ise of the buvers’ lack of initia 
obstacle 


Ross is to get the 


} 


ive. Tlowever, this must 


be overcome: if 
buver on his team 

I'he desire to fight can be in 
stilled in the buyer by helping him 
become aware that it is to his per 
becomes a 


sonal advantage if he 


more dynamic individual in_ his 


company. When he is convinced of 
this by Ross, he will ‘join the team.’ 

Finally, if this fails, the 
ipproach to the customer's home 


office 


ifter discussing this with the buver, 


direct 


should be made, but only 


bad fecling.” 


so as not to create 


81 








A 


aw 

> we 
MARS, INC, launched major market research before setting up Convevor Belt Service 
hop. Left, CBS plant manager Austin Gang] and W. A. Mars, CBS president, inspe 


| 
m but salvageable belting. Right, double platen press at CBS cures, vulcam 





When Does A Service Shop | 








In recent years a_ substantial 
number of distributors have 
added service operations for re- 
pairs and custom installations. 
These activities involve a wide 
variety of products, from con- 
veyor belting to power tools. 

Here’s an account of how one 
large distributor who thought 
he needed such an operation 
made a thorough study to get 
all the facts—and then took 
action. 

How he went about apprais- 
ing the potential for a belt re- 
pair operation should be worth 
a careful reading by distributors 
who now have service shops or 
contemplate installing them. 





4i HEN WE WERE PLANNING to set 

W. a service shop,” said Bill 
Mars, of Mars, Inc., Duluth, Minn., 
“we didn’t move until we'd made 
completely sure we knew ou 
market.” 

\s supply firms seek new wavs to 
fit their roles to customers’ de 
mands, more and more of them arc 
eving possibilities of service shops 
More distrib 
utors are asking: What conditions 


as stimulants to sales 


will determine if a service shop will 
pay? 

Mars, Inc., now operates a belt 
repair division in two states. After 
five vears of planning, it launched 
Convevor Belt Service, Inc., in Vit 
ginia, Minn. in 1954, as a fully 
equipped establishment for over 
hauling belts. More recently a 
branch of CBS Inc. was opened up 
in Cleveland. 

These ventures have had marked 
success. Not only have the belt 
shops stimulated sales of new belt 
ing; thev have also returned profits 
on their operations and contributed 
substantially to over-all supplv firm 
profits (Customers apparently do 
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not object to paving for good sery 
ice). 

Mars’ management envisaged all 
these benefits when thev hatched 
their plans for the new division 
hev took no action, though, until 


thev'd thoroughly appraised 


1. Customers’ needs for having 
products serviced 

2. Actual potential for the ser 
ice work. 

3. Probable effect of shop work 
on 1icw products sales. 

4. The investment needed and 
break-even points 


ONE: Is the Service Needed? \lars’ 
planners started out by measuring 
the need for belt repairing. “We 
observed that more and more of 
our customers were expecing distrib 
utors to perform a service function,” 
said Bill Mars, who heads the CBS 
division. ‘here were valid reasons 
for this. Markets were getting more 
competitive, and products more 
highly specialized. Customers felt 
the costs of down time rising, and 
the profit squeeze on industry made 
it more urgent to trv to get longer 








Pay Off? 


service life from 


existing equip 
ment.” 
Vhroughout Mars’ territory, con 


vevor belting was being scrapped be 


fore the end of its useful hfe for 


lack of adequate repair facilities 
Mars executives interviewed cus 
tomers to determine the average 
ost to them in time and money t 
replace a foot of belting with new 


belting, and this was compared te 


the estimated average per foot cost 


of having belts repaired 

I'he survey indicated that a well 
run belt repair plant could save loca 
considerable money 


TWO: Is There a Potential? |o gag« 


industry 


potential for a service operation, 
Mars’ management estimated the 
total number of feet of belting in 


} 


the area. This was deve 


+ 


é 
past sales experience ind studies 


relating number of feet of beltin 


to number of emplovees in various 
ndustries in the market ‘hen, 
from talks with suppliers and cus 
tomers, average service life of this 
belting was calculated, and divide 
into the total-belting figure This 





Shopwork As A Business 


One advantage of a service shop, say Mars officials, is its possi- 
bility of growth as a separate venture. This, they maintain, is espe- 
cially true when the service offered is unique, or based on knowledge 
of products and applications which the distributor is in the best 


position to develop. 


Conveyor Belt Service, Inc., the Mars service affiliate, exemplifies 
Starting with its Virginia, Minn., service 
operation, Mars branched out to another CBS affiliate in Cleveland, 
which operates by contractual arrangements with rubber distribu- 
tors in the Cleveland area. Under these arrangements, CBS provides 
equipment and know-how for service work for the distributors. 

W. P. Mars says, ‘We are interested in developing similar arrange- 
ments with distributors in other areas of the country.” 


this growth potential. 





lope d trom 








the amount of belting purchased 
cach vear by industry 

Next, interviews with customers 
ind suppliers produced estimates as 
to what percent of this belting pu 
bought for 


new applications (a kev to potential 


hased each vear was 


growth of belting requirements in 
the market); what percent was put 
chased to replace existing belting, 
ind finally what percent of thes¢ 
replacement purchases were for belt 
ing that could have been renovated 
or repaired instead 

Results indicated that enough sal 
vagable belting was being scrapped 
to provide substantial business for 
1 service shop. Future potential 
for repairs was also excellent, judg 
ing from the recent increase in the 
number of new belting applications 
THREE: Will Sales Be Effected? 
Whether or not the repair service 
would reduce Mars’ new belting 
sales by providing for belt salvage 
was a matter of some concern. ‘The 
market = stud 
that only about one third of the 


revealed, however, 
total footage of convevor belting 
purchased cach year was bought to 
replace existing belting that had 
been prematurely scrapped Fur 
thermore, it was expected that an 
overall increase in belting sales, plus 
increased sales of other lines, would 


offset anv loss of sales because of 


salvage \lso the service operation 
Vas expected to producc¢ more op 
crating margin for the firm. Both 
estimates proved accurate. Bill Mars 
testifies that the firm has sold belt 
ing it had never been able to sell 
before it started CBS \nd_ the 
shop has made a profit. 

FOUR: Will the Shop Break Even? 
Capital equipment and operating 
costs were carefully forecast and the 
approximate amount of work in 
belting footage per year that would 
have to be handled by the division 
to proyide a fair return on invest- 
Net profit at 


various volumes of business and at 


ment was calculated. 


various service charges per foot of 
belting (all less than customers’ reé 
placement cost) was then deter 
mined. It was concluded that po 
tential volume estimated from the 
market study was more than sufh 
cient to provide a good return. 

Presently Mars’ CBS subsidiary 
has more work than it can handle in 
its two locations, and the operations 
are well past their break-even points 

Promotional activities for the 
CBS division include exhibits, pc 
riodic mailings, press releases and 
tie-in” ads with suppliers. 

Bill Mars’ formula for successful 
service shops is: “Know your market, 
understand your customers’ prob 
lems, and then go ahead and do it.” 


sxoduced an approximate figure on 
PI 
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DEMONSTRATE TO EDUCATE 


A mobile display takes careful planning, especially if 


you're using it to sell ideas like “automation.” This 


“Rube Goldberg with a purpose” proves its effectiveness. 


By Roger M. Pegram, 


Assistant Editor 


a ap no quick and easy wav 
to operate a mobile demonstra 
tion. It takes lots of planning. You 
cant just ng a trailer with vou 
products, drive out to see your cus 
tomers, and expect spectacular 
sults.” 

So savs Mal Holden, sales man 
wer of Silliter-Holden, Hartford 
Conn., which has equipped a trailer 
with an elaborate fluid power ex 
hibit and uses it to further greate: 
knowledge on the use of autome 
tion. Successful in attracting in 
terest from the © start the S-H 
demonstration rig has been busv on 
in almost constant round of plant 
visits, and has stimulated highh 
gratifving sales results 

It's operated on a schedule, with 
ll large plant visits planned weeks 
or even months ahead. It’s equipped 
with air-electric svstems demonstrat 
ing practical controls for automatic 


yperations 


Objective: Education 


\ good mobile display is bound to 


represent a fair investment both in 


operating cost and time Mal 
Holden testifies. “With ours, we 
started out bv analyzing just ex 


ictly what we wanted this displ i\ 
to do Then, how we'd Iccomp 
lish this without a waste of time 
ind energy.” 


he objective settled on was edu 
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cation. “We knew the trailer could 
be used as a problem clinic, or a 
rolling stockroom, or an educational 
exhibit, but we doubted we had 
much to gain by trying to do every 
thing for evervone. We felt our rig 
would better satisfy the needs of the 
machine shops and metalworking 
fabricators hereabouts if we concen 
trated on the education theme. 

‘Most of these customers are ex 
tremely cost-conscious and want to 
iutomate as many of their opera 
tions as they can. ‘The products 
were displaving are components 
that make automation and semi 
iutomation work. But the diver 
sitv of technical applications is to 
great to show on one display, and 
displavs like this can't be changed 
for every visit 

“Tlowever, we felt customers 
would be vitally interested in the 
principles of fluid power Phev'd 
visualize a lot of practical uses if we 
showed them certain basic hookups 

“As for sales, the idea is that the 
trailer plants the seed, creating 
cunositv. Six months after seeing 
the display, an engineer or mainte 
nance chief will remember it when 
he needs a new component. For 
he has seen the item working in a 


svstem.” 


Visualizing Action 

Accordingly, Silliter-Holden has 
worked out on the trailer’s display 
panels what Mal Holden calls “a 


Rube Goldberg with a purpose.” 
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Each panel has been rigged to 
demonstrate, by action, the numer 
ous possibilities for using fluid 
power components to activate o1 
control machine operations. For 
example 

* Stroke time of a delayed, three 

way blast operating time-pilot 

valve 


Pneumatic door operation, with 
open and close operating valves 
the single biggest item on the 
trailer 


Action of a double acting, re 
ciprocating cvlinder, showing 
the number and _ timing. of 
strokes using a +wav pilot valve 


and micro-switches 


Hydraulic circuit display, show 
ing sequence of cvlinder action 
set up for different timing s¢ 
quences (for visualizing an 
number of applications wher 
timing of action is needed, as 


in punch press work 


Operation: Advance Planning 


Showings are carefully arranged. 


and one man is assigned to handle 


the trailer and see that it is kept 
in operating condition. He is Russ 
St. John, outside salesman with 
three vears’ experience at Silliter 
Holden. The schedule is St. John’s 
responsibility, subject to decisions 
made at a weekly sales meeting. St 
John spends more than half his 
time with the unit, using part of 
the week to cover a territory of his 
own 

The first step in schedule plan 
ning starts with company salesme1 
or executives who bring the trailer 
to the attention of customers the 
think would benefit from plant 











ADVANCI 


PLANNING Sa 


HELPING 


1OnS 


visits. A table-top viewer with 
ored slides that illustrate the mobil 


unit are used for this promotion 


Important Factor: Scheduling 


set, the 


confirm it. This 


When a date is 


receives a letter to 


custome! 


gives a general outline of the pro 


posed showing and how it will be 


st ged. It 


1g 
ilso includes a brief 
description of the trailer and 


necessarv equipment and outlets to 


ictuate it, as well as suggested pl int 
locations for the demonstration 
bottled gas is also carried on th 
unit for plant visits where fluid 
power sources aren’t available) 
Demonstrations at major plants 





ire planned well ahead of time by 
it least a month or two, if possible 
his time to fill in blank 


periods after the major showings arc 


allows 


booked, and minimizes chances of 
Smaller 


ire covered in the 


wver-scheduling accounts 
time remaining 
no more than two or three a day. 


he 


rour 


worked three ot 
davs a week, but 


full dav at a 


trailer is 
rarely for a 
of the 


necessity of leaving some leeway in 


time because 


the schedule as insurance against 


iriving late at appointments. ‘Tardy 
demonstration disrupt 


and could 


would be 

ing at the larger plants 
reate ill-will 
Calls arc 


coordinated with ter 
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torv salesmen where possible so they 


can accompany the trailer 


Set-Up: The Right Location 


Location, time and personnel are 
the critical factors in staging demon 
strations 

Most 
show is usually 


loading dock 


especially desirable in winter. Spring 


favorable location for a 
a plant’s garage o1 
Inside locations are 
ind fall are the best times, accord 
ing to St. John, since summer show 
ings also have their obstacles—vaca 
tions, and the hot temperatures of 
mid-day hours, when most shows 
must take place 

Setting-up the display at a plant 
tak 


doors, put literature in place, mak« 


ibout 15 minutes: to open 


connections, test the switches and 
the live displavs. St. John’s talk 
lasts about 20 minutes, with ten 


minutes: more for questions. 
On many visits, especially at the 
factory 


irger plants, representa 


tives, as well as territory salesmen, 


will 
with technical questions. St 


take 


questions that might arise from a 


large 


the trailer to assist 
John 


the time to answer all 


1C¢ OMpany 
cannot 


audience because of his 
S hedule 

Viewers of the showing at plants 
have numbered as many as 80, but 
St. John feels that 12 are enough 
it one time, and 15 are the maxi 


mum he can handle effectively 
ilone. 

‘We have to keep the schedule,” 
St. John maintains, “if we hope to 
take full advantage of this trailer as 
The trailer alone will 


What counts is how 


1 Sales tool 
mak« 


e use it 


no sale 5 
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How to Make 
Sales Sitting Down 


Mel Leitzke, salesman-owner at Valley Industial Sales Co., 
Appleton, Wis., proves that phone calls, like personal calls, 


can be productive—and also help keep down the overhead 


— CALLS are no substi this time is spent on the phone 
tute for personal calls, but they Often, this is the most productive 
don’t have to be unproductive single hour of my entire dav.” 


either 
That's how Me Leitzke—who Calls Mean Sales 


wears two hats as owner and sales Among other things, Mr. Leitzke 
man for the Vallev Industrial Sales uses the phone to plan sales calls 
Co. in Appleton, Wisconsin—sums “It can sure save a man a lot of 
up his attitude toward his “most steps”), handle inquiries, suggest 
valuable sales tool”—the telephone. applications, develop sales and, gen 

“IT spend an average of an how erally, “improve relations with cus 
each morning in the office,” con- tomers” and “keep down the over 
tinues Mr. Leitzke, “and most of head.” 





ke as a supplement, not a substitute, for 
ial ca Above ton to suggest a sheet metal cutting applica 
R on 


tion. Right, after a prod ve hour on phone, Mr. Leitzke begins round of calls 


TELEPHONE. CALIS are used by Mr. Leitz] 


i 
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lor example, on a recent—and 
fairly tvpical—W ednesday morning, 
Mir. Leitzke, without budging from 


his desk, managed to 


¢Gain a prospective new cus 
tomer 

* Help an old customer out of a 
tight spot 

¢Snggest better ways to perform 


two cutting operations 
* Develop a fairly sizeable volume 

‘f actual and potential sales 
IIere’s a log of five of the calls 

handled by Mr. Leitzke 


the hours of 8:30 and 9:30 on this 


between 


long with a 


ults of each of 


particular morning, 
summarv of the ré 


the calls 


8:32 A.M. Plant 
foundry (not ] 
alls to ask if Vallev Sales 


particular make of heavy duty 


Chngiuiecel il l 
yresently a custome! 
aTTICS a 
drills 
been using, in 
dicating he is in the market for 


inch drill. Mr. Leitzke says his 


“_ 
firm doesn’t handle this make 


vhich this firm has 


, ‘ 
gests instead another make, exp! 


features and em 


SCTVICC pI wided 
‘When we send 


tools to thes people to be repaired 


withit 


Ing competitive 
phasizing fast 

manufacture! 

get them back 
Leitzke 
ines carried by his firm which will 
fit into this 


stresses policy of prompt deliveries 


we usually 


10 davs” also list 


plant’s operations 


If vou need anvthing, just give 


us a jingle and we'll get it to vou 


fast”). Leitzke then makes appoint 
ment to call on plant later in day 
Follow up: During his call on 


this plant, Leitzke meets key plant 


personnel, demonstrates and 1] 


Irill, leaves catalog and othe 
motional material with P.A 
8:41 A.M. P.A. at a local firm ills 


with a problem, savs toolroom fore 


man advises him that produ 


} ] 
out to plant vithi Z ninutes 
ets up call on company to check 
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‘When we send tools to them for repairs, 
ve usually get them back within 10 days.” 


We'l 


vithin 20 minut it 





leaner, straight 


m ver and demon 


ew high speed saw blade.” 



































































inventory and make sure. similat 
stockout doesn’t recur 

Follow up: End mills are de 
hivered within 15 minutes. Inven 
torv check later in’ weck reveals 
shortages, develops sales 
8:51 A.M. Leitzke calls P.A. of 


local frm to recommend an apphi 


cation for cutting stainless steel 
sheets. Customer had been using a 
torch to but Leitzke 


suggests instead use of a high 7000 


cut sheets, 


rpm saw to friction cut sheets, ex 


“The saw will 


plains give you a 
cleaner, straighter cut, and will do 
it faster, saving vou time and 
money Leitzke then sets up ap 


pointinent to demonstrate saw. 

Follow up: Demonstration, late: 
in day, is successful. Saw is pur- 
chased 


9:08 A.M. Foreman on a well drill- 
ing job calls to ask if a torch can be 
used to cut 6inch well casings. 
Leitzke explains that torch is likely 
to hard-surface the pipe and chip 
out the chasers, recommends in 
stead a reciprocating electric saw to 
cut through casing wall on to begin 
ning of cut. Leitzke sets up demon 
stration for that morning. 

Follow up: Again, demonstration 


is successful and saw is purchased 


9:17 A.M. Leitzke calls P.A. at local 
hrm to set up an appomtment to 
demonstrate high speed metal cut 
ting band saw blade recently intro 
duced on market, explains he be 
lieves blade will improve production, 
cut 

Follow up: Leitzke leaves sample 


costs 


blade with customer to use on trial 
basis, and requests a report on re 
rial is successful, blades are 
used to. sell 


sults 


sold, and report is 


blades on other calls. 


9:35 A.M. Mr. Leitzke grabs his 
hat and samples and heads for his 
customers’ plants. His parting shot 
as he opens the door to leave: “Who 
said armchair selling doesn’t pay?” 
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Charleston, W. Va., firm breaks 


KIGHI 
t wm W. J 


master catalog into eight compact 


parts to save salesmen’s time and 
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put more stress on know-how 
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talog we used to carry,” said J. I 
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Lh u ha t fumble through 
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It left the impression that we 
ll, ’ +] 
lal 1 genera Me SUPPIN house WIth 
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NEW, HANDY SET of selling aids gives B« 
Ba ) salesmen new standing as 


hown 


expanded 


partinent 


» General Salesman Specialize 


before was lugging hea gal How New Books Were Made 


Most time-consuming task in producing Baldwin Supply’s new 
Furthermore Jock point salesmen’s catalogs was getting them assembled. Material 

had to be obtained from 240 manufacturer-suppliers and 

sory in the ton fitted into looseleaf binders. The binders, with imprints, 

lhev're now getting informati cost $5 each—or $1,000 total—and 4,200 index tabs were 

ot thev needn't ph for purchased for about $600. Some $400 was expended on the 

ve stock list and cross-index, multigraphed on superior paper 
waitins t] stock 


Indexing is alphabetical by suppliers and products. The 
~ ae ee stock lists duplicate the firm’s perpetual inventory headings. 
tials. \Mlanv buvet ww thev wv tt 
bin Tom specialists W 
them what we i 
ao A brochure is also published for the salesmen listing all 


Each supplier’s items are listed by code numbers Baldwin 
uses for its punched card sales analysis. 


Considering the bencfits. B lines by departments with their IBM codes. 


Classifying products by departments did present some prob- 
ok wasn t st though the tot lems—for example, should cut-off tools be listed with Ma- 
- f them—a s¢ chinery or Cutting Tools? Once classifying was completed, 

each lepartment all items were recorded for a logical numerical sequence. 
ipproach S2 arn Since the catalog project spearheaded the entire program 
ng two n rements tO | for re-organizing into new departments, the index pages 
ght in operat were used as the basis for new sales analysis reports. Total 
t cover On ene gat sales, cost of sales, and gross profit and stock investment by 
rial and Ut t KI departments are now being run off on the punched cards. 


Said | | Ba \\ 
t of tim n this. W 
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PROMOTING KNOW-HOW: First of regional meetings gets under way in Houston for ]2 ompanies belonging to the 
planned by NIDA-SIDA t xplain th ta unting ncept Houston Industrial Distributors’ Association 


Profit squeeze stirs widespread interest in techniques 


to measure net return by customers and lines 


Distributors Step Up 
Cost Accounting Drive 


A DISTRIBUTORS STRUGGLE With the — distribution cost analvsis since 1957, Since July 1957, when it pub 
st-price squeeze, increasing have launched a regional meeting lished the first full account of the 
mbers of them are adopting cost program to spread acceptance of the “Norton Plan” for line profitability 

iccounting as a means to increas ost-accounting concept analysis, ID has reported in detail 

ofits or stop profit leaks e ‘The metals distnbution indus- on major developments in distribu 
Converts to distribution cost an- tries, after two vears’ intensive work tion cost accounting. The Mav, 

ilvsis—which differs from conven- on cost analysis, report substantial 1960, issue carried a report on the 
mal cost concepts by focussing on progress in an organized campaign “McGann Method” entitled “Using 
tomers and lines instead of total to merchandise their “profit” sales. Facts for Profit.” 

yperations—are stepping up activity eNIDA-SIDA and the metals m 
» make their cost analysis pay off groups combined have nearly 300 Grass Roots” Effort 

hat’s the report from distrib- firms engaged in cost accounting he National and Southern As 
issociagions as the industry sets work. Mlany non-competing com-  sociations’ organized effort to spread 
hts for higher profits in 1961 panics have pooled their data to the cost accounting gospel through 

Lhe following are recent highhght tablish standard costs regional distributor groups got un 

the di to make distributors ¢ Central Supply Association has  derwav this fall at a meeting of the 
st-accounting conscious nnounced that its new “Profit Plan- Houston, Vexas, Industrial Distrib 

e The National and Southern In- ning Institute” will feature cost ac utors Association. Robert M. Frid 
trial Distributors Associations. minting as a major part of the nich, of Orr Iron Co., Evansville, 
h have been actively promoting urriculum Ind., chairman of the associations’ 
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de 
an 
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Relative Profitability of Lines Com 
mittee, addressed the group on set 
ting up a “SOSCA” program 

SOSCA Simplified Operating 
Statement Cost Analvsis) is_ the 
associations’ short-cut method for 
determining what it costs to handl« 
anv segment of a distributors’ sales 
ID, July 1959 SOSCA figures 
are collected from cooperating firms 
to arrive at standards that can meas 
ure cost performanc¢ 

After the Houston mecting, at 
tended by 25 executives from a 
dozen firms, Fridrich spoke before 
the North ‘Texas Industrial Distrib 
utors Associatie in Dallas. Norvin 





Solie, Screw Machine Supplv Co., 
Chicago, addressed the Illinois Dis 
tributors Association 


Some 20 distributor executives, 





representing 18 firms in 12 states 





APPLYING THE RESULTS: Thomas J. McGann, cost consultant (left), coach« 
where cost accounting programs ar distribut on using profit-and-loss data a basis for improving line and customer 
in progress, have volunteered thei performan Compan i elong to national metals distributors’ group 
services to describc techniques yt 
profit analysis Their names are : —t 
listed in the adjoining column 

Groups requesting speakers need | “CA” SPEAKERS’ STABLE 
not be mprised clusivelv of | ; we 
no tory seed ey ee The following distributor executives have volunteered to de- 
‘ C VCIS ° ° ° . ° ° . 
scribe distribution cost analysis techniques before interested 
Proof in Higher Profits groups (to be arranged directly or through Robert G. Clifton, 
secretary, NIDA-SIDA Relative Profitability of Lines Committee, 
NIDA-SIDA is collecting an array . 
5 1900 Arch St., Philadelphia, Pa.): 
of proof that cost accounting will 
nay off. These are testimonials R. D. Hogan, Degen-Fiege Co., Los Angeles. 
hadi distributors who are well alon Norvin L. Solie, Screw Machine Supply Co., Chicago. 
the wav to re-directing operatio. 2 Robert M. Fridrich, Orr Iron Co., Evansville, Ind. 
ane thasnaeh cost an - site J. N. Zigler, Hayden Supply Co., Grand Rapids, Mich. | 

° "Thesis ts ost accountil ' Thomas H. Cylnes, Squier, Schilling & Skiff, Newark, N. J | 
eve vecliend we ath’ ial = Jack E. Madsen, Madsen & Howell, Perth Amboy, N. J. | 
benetts enil ciee eonnn O an ne E. R. Carson, Harold E. Torell, Syracuse Supply Co., 
in overhead expense at our head Syracuse, N. Y. 
ousion* Richard A. Christian, Canton Supply Co., Canton, Ohio. 
: ° “We a re Spencer E. Cram, The W. Bingham Co., Cleveland. 

C ve Converted § > OSS- Pont 
, ee John D. Williams, Donald R. Whyte, Mau-Sherwood | 
lines into profit lines. icaatertin Pianilinied | 
e“Stock turn has increased wc Racial apr | 
hn a . , . Preston D. Baxter, R. L. McGough, Mahoning Valley 
TO iree-to-one to six-to-one ; 

e “We've substituted lines, and SupPIY vt eengren: Se . | 
il pen ae George Main, Providence Mill Supply Co., Providence, R. I. 
= gee om “aes — a on Walker L. Wellford, Jr., J. £. Dilworth Co., Memphis, Tenn. | 
v0 as ee a woe om Phil Pidgeon, III, Pidgeon-Thomas Iron Co., Memphis, Tenn. | 
O 1S CCC ° ° 

oe 5 ee Darrell Manley, Briggs-Weaver Machinery Co., Dallas, Texas. | 
Metals Groups Take Action Tom M. Nelms, Wessendorff, Nelms & Co., Houston, Texas. 

” F. W. Waller, C. C. Hudgins, The Henry Walke Co., Norfolk, Va. 
In New York late this fall, 27 met C. McD. England, Logan Hardware & Supply Co., 


als distributors met with Thomas ] Huntington, W. Va 
McGann. cost consult mit. to revi | 


( 


Continued on page 140 
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A case for salesmen: 


WHEN THE BUYER TELLS YOU: 


RULES ARE 
RULES— 
KEEP OUT! 


Jones, salesman for an industrial supply firm 


A’ 
recently 1 


who used to wot 


m, and has now b« 
Dear Al 


; , 
Put vour thinking cap on and see if 
up with an i 


shop who's trying to 


worked in a shop, I had no idea of anvon 
you salesmen from dropping into the “back-room 
vou fellows were s ice and helpfi Jut. it seem 
somebody can say “no” to a salesma mM 


Vhat’s mv problem, Al 


] 
; 


these guvs who says “no’ 


building outfit here. Oh, he 


gives me some busines 


drills, taps, dies and reamers, a portable electri 

tool now and then, but it isn’t much. What | 
* 

nterested in is in his hack and ba saw bladc . 
ess which he hands out to two competitors It 
( te substantia if | uC ( 1 th I'd 
| cht. Seems thev cut a t ! 
stainless steel, bi r pp k 

Now this is something I know something ab 
I ve been at if long enough So 1 start talking ha 
mad band saws, how we handle a e with top 


received this letter from an old friend 








~~ 


| had 


machines 


formance standards, carr ind how 


good stocks 
experience handling hack and band saw 

Which is interesting to this buver but he tells me 
theyre quite satisfied with their present sources. Be 
sides they had 
se toler 


I figure 


and 


couldn’t take chances now that they 


, ' 1] 
started to cut some thin-wal ubing to 


inces and to the square on a big contract. 


troublesome in band I say 


o. Could I talk to the 


who get 


- 
lis could be sawing 


bovs doing the work? ‘The 


salesmen this business are nice chaps but 


I tell this 


| wouldn’t call 


them practical saw men 
buver I had a lot of experience with close tolerance 
sawing and I might be of some help 
No soap The buver savs he’s sorry, but he has 


strict rules about the “back-room If 


] ; 
Saiesimen 


trouble pops up, he’s glad to give permission 
ome back saving I have no intention of breaking his 
rules, but since I'm an old hand with saws, I am 
naturally curious and just want to help 
lhe buver didn’t buv that cithe: oO many sale 
men abused the privilege, soliciting business in other 
* 


departments as we 


as the one they were permitted 


to visit. His job had been set up to relieve depart 
nent heads from time-consuming interviews and 
buying procedures. Now, I’m sure this boy doesn’t 
ippreciate what the boys in the back room are up 
against in precision work and I’m sure I could do 
them and myself some good by talking to them. But 
how? Got any ideas 
Sincere 
SAM 


13 , ; — 
what would vou advise Sam to de 


What are Sam’s chances of getting “out back?” 


Please send vour “reply to. Sam” to ID. 


TO FIND OUT WHAT HAPPENED TURN TO PAGE 139 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National 
line your line, because it stands out in every way. Va 


Ask Your Distributor . . . He Knows 3 


THE NATIONAL SCREW & MFG. COMPANY lh 
Cleveland 4,Ohio * Los Angeles 22, California ‘canes 


Sf 
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U.S. TOTALS 


September 1960 
Compared with 


August 1960 


— 2% 


September 1960 
Compared with 


September 1959 


— 5% 


First 9 Mos. 1960 
Compared with 


First 9 Mos. 1959 


— 1% 
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Supply Sales Trend 


Final Figures for September 1960 





September 1960 
Compared with 
August 1960 


September 1960 
Compared with 
September 1959 


First 9 Mos. 1960 
Compared with 


First 9 Mos. 1959 





NEW ENGLAND: Conn., Me 
Mass., N. H., R. 1., 


Vt. (25*) 


Bridgeport-Hartford- 
Springfield Area 


MIDDLE ATLANTIC: N. J., 
N. Y., Pa. (32) 


Metropolitan New Yor 
northern New Jersey 
Area 





falo-Rochester-Syracuse 
Binghamton Area 


Philadelphia-Trenton- 
Wilmington Area 





Pittsburgh-W heeling 
Youngstown Area 


Western New York: Buf- 


> 
es 


+ 2% 


+ 4% 


—11% 
a 
7% 
" + 1% 
2% 


3% 





— 9% 


-11% 





+ 1% 


— 1% 


+ 2% 


+ 1% 


+ 6% 








+ 1% 


+ 6% 





+ 6% 


+ 3% 


+ 1% 


+ 6% 


+ 8% 





Vumber reporting 
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YARWAY PUTS A PLUS’ IN YOUR PROFITS 


with an expanded line of impulse steam traps 













SERIES 40 

for extra heavy loads 

Where condensate loads are 
extra heavy, this is the steam 
trap that is widely used. 


NO. 30 

for light load applications 

Where condensate is 
handled in very small amounts, 


this is the popular, 
fast-selling steam trap 
for the job. 











SERIES 60 

for average needs 
Most steam trap 
requirements, with low 
or medium pressures 
(up to 400 psi) 

and average 
condensate 
loads, call for 
this standard 
stainless steel 
Yarway impulse 
steam trap. 


SERIES 120 
for higher pressures 
For higher pressures 
(up to 600 psi), with 
average condensate 
loads, this all 
stainless-steel 
model is the 
steam trap 

in demand 


Yarway Offers industrial distributors a golden opportunity to cash in on 


more good sales with this expanded line of impulse steam traps featuring: 


High profit margin—considerably greater than the average, with an 


extra “plus additional discounts on Standard Package items 


2 


2. High turnover—most distributors report 4 to 6 times a year. More 
than 1,300,000 Yarway traps already sold! 


3. Strong promotion—a vigorous, hard-hitting advertising and promotion 
program to your customers 


> 


Effective merchandising and sales help from trained Yarway sales 


engineers 
Take a minute and get the full Yarway story. Write 


YARNALL-WARING COMPANY, 100 Mermaid Ave., Phila. 18, Pa. 4 MARE OF QUALITY — 
IN STEAM ENGINEERING 
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SUPPLY SALES TRENDS 
(continued ) 


EAST NORTH CENTRAL: IIL., 
Ind., Mich., O., Wis: 
(64) 

Indiana Area 
Wisconsin 

Chicago Metropolitan 
Area 

Detroit-Toledo Area 


Cleveland-Akron-Erie 
Area 


WEST NORTH CENTRAL: 
la., Kans., Minn., Mo., 


Neb., N. D., S. D., (20) 


Kansas-W estern-Missouri 
Area 


SOUTH ATLANTIC: Del., 
D. C., Fla., Ga., Md., 
N. €., B Coo Ven We FG 
(25) 


EAST SOUTH CENTRAL: 
Ala., Ky., Miss., Tenn. 
(6) 

WEST SOUTH CENTRAL: 
Ark., La., Okla., 
Tex. (22) 
Houston Area 


Dallas-Fort Worth Area 


MOUNTAIN: Ariz., Colo., Id.. 
VMont., Nev., N. M.., 
Ut., Wyo. (9) 


PACIFIC: Cal., Ore., 
Wash. (24) 


Los Angeles-San Diego 
Area 


Oregon Area 


Washington Area 





September 1960 
Compared with 
August 1960 





— 3% 


— 6% 
+ 9% 
No Change 


— 71% 
— 1% 


+ 9% 


— 8% 


-11% 
a 4% 


— 1% 





September 1960 
Compared with 
September 1959 


—10% 
— 8% 
—-11% 
—15% 
—13% 
— 2% 
— 5% 
— 6% 


— 2% 





First 9 Mos. 1960 
Compared with 
First 9 Mos. 1959 


+ 2% 
— 1% 
+ 1% 
— 4% 
+ 7% 
+ 2% 


— 2% 


No Change 


+ 5% 
— 3% 


— 8% 


—10% 
— 1% 
—10% 
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... hog-tied? 


Hog-tied because you can’t meet all your customers’ 
cutting-tool requirements? No Tantung cast alloy? 

No ceramics? ... And maybe no cemented carbides? 
No reason for it ... you can probably become a V-R 
distributor! As such, you'll handle the most complete 


line of cutting tools available anywhere. . . throw-away 












inserts, full-length inserts, single-point tools, 
blanks, toolholders, face-mill cutters and more. 
Business has a way of picking up too, when 
distributors switch to V-R! Plenty of national 
advertising, direct-mail literature, fast 
service, complete stocks, factory reps 

for those razor-backed tooling 
problems) ... everything you need 
to sell more tools, increase profits. 
Let us hear your best hog-call 


. we'll come runnin’!} 





CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY-RAMET 


898 MARKET STREET « WAUKEGAN, ILLINOIS 





A-807 





or 
CARBIDE - CERAMIC TANTUNG — TOOLHOLDERS— 7 3”, 
BLANKS, NSERTS SOLID TOOL BITS, (COP SOLID BASE & (2.2 3 
INSERTS, TRIANGULAR, CUT-OFF BLADES, AND ae | f i | 
BRAZED SQUARE TIPPED TOOLS, ELEVATOR IB i/ 
TOOLS ROUND CAST-TO-FORM TYPE id i? >} 
yaw 
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FACE MILL 
CUTTERS 
WITH 
THROW-AWAY 
INSERTS 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Company 


1961 Potential Is Promising 


N** YEARS Output of goods and services will be 
another record business year. ‘This call has been 
confirmed by our panel of experts. An action-packed 
second half for business in 196] is predicted. At that 
time most of the significant business gains of the yeat 
will be registered. 

Backing up this report were the score of leading 
business economists that make up our panel. At out 
invitation, thev traveled from industrial and financial 
centers to share their views on economic develop 
ments affecting their industries. ‘This report thus is 


based on up-to-the-minute information on the facts 


governing the outlook for major industrics—facts that 


ire important determinants in the general busing 
outlook 
Kconomiusts agree generally that there will be som 


fumbling in the first half of 1961, but disagree on 
how significant these business losses are likely to be 


In our judgment, there will be some reductions in 
ndustrial output and the Gross National Product 
carly in 1961, but these will be modest compared to 


the declines of 1957-58 or 1953-54 worst only half 


, al 
is great as in 1957-58. ‘The rebound should be vigor 
ous. One reason for such confidence is that the 
excesses that marked the mid-’50’s boom have not 
been in evidence for the past two years. For example 
inventories, though excessive in many industries, are 
Surplus 


stocks in some industries were worked off even be 


not as overburdening as they were in 195 


fore any slowdown in overall economic activity o¢ 
utred. Moreover, capital outlays have held up 
remarkably well in recent months which is a good 
omen for the coming vear. Sufhcient returns to our 
innual capital spending survey are in to suggest that 
business plans only modest cuts in plant and equip 
ment outlays next veat 

Vhe corfsumer can be counted upon to hold up his 
end of the total business picture. Consumer incomes 
ire at a record high and consumer spending is at 
or within a shade of—a record level from which it 
isn't likely to decline, though sales of “goods” have 
slipped recently. 

In addition, steelworkers will soon get a wage boost 


due under their new contract Che electrical work 


ers’ recent contract also provides a wage raise 


Government spending will be actually on the ms 


\lready there is evidence of stepped-up federal out 
lays. Defense and other government spending will 
increase substantially soon. Including higher spend 
ing on state and local levels, government outlays will 
provide steadily expanding support to business in 
1951. And a favorable export balance will help to 
sustain the economy throughout 196] 

\s in other recent business setbacks, the outlook 
for the industrial sector of the economy is less cheer 


than that for business gencrally. Declines, however 


in the carly months of 1961 will be modest compared 
to carlier dips. 

\ further decline of about 7% in the level of in 
dustrial output seems possible. ‘This would send the 


ndustrial production index down to 100 (on the 1957 
base) early in 1961. Some industries have already 
experienced considerable adjustment in inventory and 
output levels. Even so, many producers will still be 
operating well below their preferred output rates. 

In steel, for example, a higher operating rate in the 
months ahead seems assured, but, lacking inven 
tory build-up impetus, production next year will not 
match the 1960 total. Allowing for some slowdown 
it consumption, steel production in 196] should come 
within 5% of this year’s ingot ton output. ‘This out 
look for steel is based on anticipated lower orders from 
major steel users, such as the auto industry and in 
dustrial machinery producers and increased demand 
from farm machinery makers and the construction 
industry. 

In contrast, prospects for non-durable producers 
on the whole and for retail outlets specializing in soft 
goods are relatively bright. Such sales and produc 
tion are likely to move upward in 196] The chem 
ical industry is likely to be able to hold on to sales 
gains made this year despite expected cutbacks in 
production. 

Where will business adjustment forecasts for 196] 
hit hardest? Doubtlessly, producers will feel a sharp 
bite on profits. From a $45.7 billion rate in the 
sccond quarter of 1960, pre-tax profits slipped to an 
estimated rate of $40 billion in the third quarter. And 
the slide is expected to continue into mid-196] and 


Improve afterward 
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CAN IMPROVE YOUR 
PRODUCT... 


SIX GREAT 


_MACLEAN- melcice 


LOCK NUTS 





MF UNI-TORQUE 


MF OPEN END | 
CAP NUT 


| 
i 


< 
a 


MF UNI-TORQUE 
FLANGE NUT 


| 
MF “WHIZ-LOCK” | 
FLANGE NUT 





MF PILOT TYPE 
WELD NUT 


CIRCLE NUMBER FOR ILLUSTRATED CATALOG 


Maclean-Fogg Lock Nut Company 


A free starter with lock at the top. 
Withstands severe vibrations. 
Cuts assembly time. 


The Lock’s in the center of nut. 
Can be applied from either end. 
Permits bolt end to be flush with, 
or below, top of nut. 


Has two-way center-of-nut lock. 
Used on furniture, appliances, 
toys, lawn mowers, tools, etc. 


Combination lock nut and washer. 
Use on oversized holes; where 
extra bearing surface is needed. 


This one spins on. Serrations take 
a firm grip on work. Break loose 
torque higher than seated torque. 


You can have it with or without 
lock. Simplifies assemblies by 
means of self-locating pilot. 














There's no 


————e 
——— wt 


in the MacLean-Fogg 
Distributor Policy 


MacLean-Fogg makes lock nuts. 
Distributors sell them at a good 
profit. That’s just about all there 
is to MacLean-Fogg’s distributor 
policy. There is no complicated 
set of “whereases and wherefors.” 
No quotas. No formidable inven- 
tory requirements. 


As MacLean-Fogg see it, good 
distributor policy requires but 
two things. The manufacturer 
must be able to supply good prod- 
ucts and good service. The dis- 
tributor must sell them ata profit. 
If either fails to do his part the 
partnership will fail. So—the MF 
Distributor Policy might be stated 
as follows:— “We promise the 
distributor to supply top quality 
lock nuts — in a complete line — 
on time — and to do all we can 
to help the distributor sell them 


Even if we wrote a book about 
our distributor policy, it would, in 
the end, boil down to the above 
statement. If that sort of policy 
makes sense to you, we invite 
your inquiry. Wherever you are 
in the U.S. we have a man nearby 
who’s waiting for the chance to 
tell you about the M-F line. 

Why not write or call today? 


Me 


MacLean-Fogg Lock Nut Company 


5535 North Wolcott Avenue 


Chicago 40, Illinois 


M-F’s latest ad is at the left. This 
appears in leading magazines — 
one of a series that builds cus- 
tomers for MF Distributors. 





5535 N. WOLCOTT AVENUE 
CHICAGO 40, ILLINOIS 
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SKF “TRADE-AID” TEAM David B 


tributor sales 


Eden, director of dis 
Benjamin Sackett, administrative 


WwW 


SKF Offers Distributors 
Management Advice 


r SKF INDUSTRIES, INC., Philadel 
phia, has initiated an ambitious 
l'rade-Aid” 


management counsel to its indus 


program of offering 
trial distributors. ‘Through its dis 
tributor advisory council, the beat 
ing manufacturer will make available 
to any of its distributors who 
requests it, top management oud 
ince on a variety of problems—pet 
sonnel hirfng, finance, taxes, insu! 
ance, public relations, etc 

For example, this month’s meet 
ing of the SKF distributor advisory 
council will hear Arthur Roberts, 


SKF’s legal counsel, speak on some 


legal aspects of a firm’s survival after 
the owners death. Roberts will 


alert distributors to aspects upon 


100 


which thev can seek their own 
lawvers’ advice; he will not be ad 
vising them himself 

\ program on the scale of the 

l'rade-Aid” plan will involve con 
siderable time and talent on SKI’s 
part. Indeed, the company has in 
dicated that, if necessary, it will 
augment its staff to carrv the pro 
gram out. But Stuart H. Smith, 
SKF’s vice-president in charge of 
sales, believes the effort is well 
merited. 

“The survival and growth of dis 
tributors is of extreme importance 
to us,” he says. “We consider them 
members of our own sales organi 
zation. Consequently, the better 
managed they are, the greater the 
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DISTRIBUTOR Fred Mills, Keystone Bearing & Supply, Allen 
assistant; Stuart town, Pa., discusses some management problems with Holton 
Hl. Smith, vice-president, sales; J. H. Sutherland, director of sales Fox, SKF’s Philadelphia district manager, and David | 








den 


possibility of the sales of our prod- 
ucts increasing.’ 

Ihe idea of offering manage 
ment guidance to distributors has 
long been simmering at SKF. Ina 
speech over a vear ago to a meeting 
of the Anti-Friction Bearing Dis 
tributors’ Association, Smith re 
ferred to the need for distributors 
to hire qualified men to assure the 
continuance of their firms after 
present management has relin 
quished control 

“For continued successful opera 
tion of a business,” he said. “‘a great 
deal of thought, time, and money 
must be spent on the selection, de 
velopment, and _ training of young 
men who will, at the proper time. 
move into the top management 
position or positions.” 

Later, at one of a series of “man 
agement which SKF 
holds to thrash over internal prob 
lems, D. B. Eden, director of dis 
tributor sales, described his concern 


seminars” 


over means of improving relations 
with distributors. To SKF’s vice- 
president in charge of industrial 








relations, ‘I’. F. Morris, this spelled 
the need for a “staff services plan,” 
whereby SKF would put the whole 
wealth of its corporate experience 
at distributor's disposal 

rhe resulting ‘Trade-Aid plan was 
SKF’s 


ind announced to distributors at th« 


accepted by management, 
advisory council meeting in June 
One of the first 
take advantage of the plan 
Squier, Schilling & Skiff, Newark, 
N. J. The firm’s president, Howard 
Begg, requested assistance on 
Asking SKI 
cize SS&S’s employment 


distributors to 


was 


em 
ployee hiring to criti 
ipplica 
tion forms, Begg received in return 
SKF’s met his re 
quirements so completely that SKF 
sent him a supply with the Squier, 
Schilling imprint. Later, SKF un 
dertook psychological 
SS&S’s applicants 


which Begg found superior to test 


forms. ‘These 


testing of 


free of charge 


ing done outside 


Another distributor, Fred Mills, 
president of Keystone Bearing & 
Supply Co., Allentown, Pa., states 


that SKF’s plan surely shows the 


company “realizes the importance of 


and “sees the wisdom 
of making better distributors out 
of the ones they have.” He is im 
pressed, the fact that 
through its “Trade-Aid” program, 
SKF is giving distributors’ manage 
ment “head-office” attention 

\ former member of SKF’s dis 
tributor Mills 
foresees much good accruing to dis 
tributors as a result of SKF’s guid 
“Many 


financial 


distributors,” 


also, by 


advisory council, 


ance distributors need 


idvice more than they 


know,” he savs. “For example, in- 


ventorv financing and accounts re 
ceivable are two places where a dis 
get into trouble.” (Tt 
stressed that SKF is offer 


ing guidance on 


tributor can 
must be 
financial matters 
not financing distributors 

Another distributor’s comment on 
SKF’s plan might well sum up re 
action generally: “Tt 


is verv graf 


fving to see a manufacturer's real 
for his distributors, when 
other manufacturers have 
taken a ‘I don’t give a damn’ atti 


tude.” 


concern 
most 


‘ MARKETING 


trends and 








“Carry-Out” Package 
For Speco Compound 


Speco, Inc., Cleveland, is pack 


iging its “Ice Rem Super,” ice and 
snow melting compound, in new 
25-lb. “carry-out” package, sufficient 
for a 25,000 sq. ft. building 

Made of fibreboard, the package 
has a plastic inner bag to protect 
the crystalline compound from de 
teriorating. ‘The product is also 
available in fibre drums and larger 


shipping quantities. 





Ultrasonic Welding Is 
Topic of Booklet 


The American Welding Society 
has published a new 39-page book 
let on ultrasonic welding. «It dis 
cusses the process which is regarded 
by some as having the greatest po 
tential for 
NMlany 


which were previously considered 


future development. 


similar and dissimilar metals 


unweldable can be welded by this 
process, says the society. 

By introducing a high-frequency 
ibratory the metals, 
the process produces a sound metal 


lurgical bond without arc or 


energy into 
spark 
melting of the base metals, or de 
forming of the materials being 
welded 

\ reprint of material appearing in 
the Welding Handbook, the book 
let contains sections discussing 
fundamentals of the process, metals 
which can be welded, welding tech- 


niques, quality control, etc. 


sales aids 


Chain Makers Publish 
Horsepower Ratings 


Association of Roller and Silent 
Chain Manufacturers, Indianapolis, 
Ind., has published new horsepower 
ratings applicable to American rol- 
ler chains. According to the group, 
the ratings represent many years of 
research embracing studies of rol- 
ler impact forces, dynamic tension 
forces, efficiency, wear life. 

Each of these studies added to 
the available knowledge of roller 
chain The wear 
studies, for example, showed that 


characteristics. 


properly applied lubricants formed 
a separating film in chain joints in 
the same way as it does in journal 
bearings. This made possible more 
accurate predictions of wear life 
under known service conditions. 








De-Sta-Co Designs 
Distributor Display 


Detroit Stamping Co., Detroit, 
has designed a portable display of 
its line of miniature toggle clamps 
for the use of distributor salesmen. 

[he clamps are mounted in a 
tray which can be removed from a 
mahogany carrying case. Measuring 
15x12 in. and 5 in. deep, the case 
has a literature rack in the lid. Says 
C. W. 
De-Sta-Co.’s finished products divi- 


Hoppe, sales manager of 
sion: “The kits were designed to 
reduce the time needed by indus 
trial purchasers to select and evalu- 
ate these small clamps for specific 
holding applications.” 
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SOUND OF SALES: Delbert Bruggeman, vice-president and sales manager, Stellhorn 


Co Loledo, O tudic il policy 
| th 


vith regional manager, George | 


\ro “Sona 1 new 
ind Warren 


| 
iitrasoni 


( listrict 


sensing 
manage! 


Aro Markets Ultrasonic Device 
Through Industrial Distributors 


(he Aro Equipment Corporation, 
Bryan, O. has contracted with Dela 
van Mfg. Co., Des Moines, 
to market an ultrasonic 


vice named “Sonac.” 


lowa, 
sensing de 


Since the de 


vice promises to have good sales 
potential among industrial users, 


ind since Delavan’s marketing pro 
gram 1s dmwected to the OEM user, 
\ro is promoting Sonac through 
its industrial distributor network as 
an addition to its line of industrial 
ur tools, hoists, 


spray equipment 


and accessories. Aro will not manu 
facture the Sonac 

he Sonac 
operation to an electric eye, but in 


stead of using a beam of light as a 
> 


unit 


device is similar in 


sensing or control medium, it uses 
ultrasonic 


beam 


sound energy for its 
Che beam is emitted from a 
transducers 


pair of “sensors” 01 


which function as a sender and re 


When the beam 
is interrupted, the sensors transmit 


ceiver of the beam 


the signal to a transistorized ampli 


fier where a relav is either made o1 
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broken, depending on how the unit 
is set to operate 

\ccording to Aro, Sonac has ap 
plications in 


automatic counting, 


machinery safeguards, elevator doot 
control, conveyor control, plant pro 
tection, etc. It is said to have ad 
vantages over electric eve devices 

it is not affected 
~ light or dirt or other elements 


which would impair a light beam 


one being the fact 


\ro has prepared a_ promotion 


portfolio for distributors, containing 


t 


case studies of 


Sonac_ applications, 
folders and brochures describing the 
unit, and a written distributor sales 
policy 

Delavan is known as a manufac 
turer of jet nozzles for oil burners, 
jet engines, farm spraving ma 
chinery, and parts for airless paint 
equipment \s a maker of 


the latter class of equipment, Aro 


SpTay 


had for several vears.been a 


Delavan, and it 


cus 


tomer ot was f 
result of this connection that the 


Sonat 


as a 


rangement was made 
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New Lamson & Sessions 
Fastener Catalog 


Lamson & Sessions Co., Cleve 


land, has issued a new catalog of 
list prices conforming to requiré 
ments of the NIDA-SIDA com 


mittee on (he material 


table 
and is available for offset reproduc- 


catalogs 


has been arranged in form 


tion in a distributor’s catalog 


Rust-Oleum’s European 
Marketing Paying Off 
Rust-Oleum 


Ill.. is having unexpected success 


Corp., Evanston, 
with its manufacturing and market 
ID, June 

according to president Robert A 


Fergusson 


ing efforts in Europe 


Overseas sales from the 
m’s Netherlands plant are run 
' he 


ning 25° ahead of estimates 
1960 sales from this plant alone will 


account for four to cent 


] 


hve pel 
of the company’s gross, he sai 

Fergusson attributes this success 
to the abilitv to make fast deliveries 
to European customers. ‘The 
Oleum distributor organization ove 
seas is identical to that in the U.S 
Catalogs and can labels are printed 
different lan 


Rust 


in about a dozen 


guages, and packaging is on the 
metric svstem. About 40° of the 
material necessary for production 


abroad is shipped from Evanston 


An example of immediate de 
livery is seen in a Vienna paint job 


) 


Because it could deliver in seven 


davs instead of six weeks, Rust 
Oleum got the order for about 
1,000 gallons of paint 

Sales in the Middle East and 
North Africa are expected to tripl 


next vear 


SALES AIDS 
STORAGE RACKS—Palmer-Shiles 


Co., 15991 Fullerton, Detroit 


Mich.—Brochure on  Palmer-Shile 
Series 75 adjustable storage rack 

CUTLERY-—-Clauss Cutlery Co.., 
Fremont, ©O.—Folder containing 


buving information § on _ scissors, 


shears, snips and tweezers lit 


Continued on page 138 














Wire rope muscle for 20-ton lift 


the scales at 20 tons. Yet it was moved about in the shop with relative ease 


> S§ ngle part S 


ib« ting assignment. They have the toughness 


they come t any style or size 


p right now for which a Bethlehem sling might be ideal. Bethlehen 


7 
e Tull details 
MPA Export Sales: Bethlehem Steel Export 


BETHLEHEM STEEL 
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More Than 100 Attend 
First Annual Meeting of 
Woodworking Distributors 


More than 100 members, manu 
facturers and guests attended the 
first annual meeting of the Wood 
working Distributors’ 


\ssociation, in Chicago, Illinois. 


Machinery 


Elected as officers for the coming 
vear were: James ‘I’. Donnolly, 
James T. Donnollv Co., Ltd., To 
ronto, president; Robert J. Norwalk, 





Fred J. Ebeling 





Star Machinery Co., Seattle, vice 
president and Robert C. Gentian, | 
Garrison Machinery Co., Statesville, 
N. C., treasurer. 


Outgoing president, Laurence 
Field, addressed the opening meet 
ing. He spoke on: “Our Stake In 
The Future.” 

Speaking at the joint session with 
members of the Woodworking Ma 
chinery Manufacturers’ Association 
was Leslie H. Geddes, executive vice 
president, Greenlee Bros. & Co., 
who heads the manufacturers’ asso 
ciation. He termed the first meet 
ing as a “blessed event.” 

He went on to say that “born 
here today is a joint effort that can | 








do much for our industry.” 


can be done through lines of com 


Fred J. Ebeling was appointed 
director of sales for Dodge Mfg. 
Corp. with the retirement of Harry 
A. ‘Torson, vice president of sales. 

Mr. Ebeling joined Dodge in 
1943 as credit manager. Later he 
became assistant secretary and as- 
sistant treasurer. In 1952 he became 
general sales manager, and in that 
position worked ciosely with Mr. 
lorson in directing the firm’s mar- 
keting organization, according to 
J. Allan MacLean, president of 
Dodge Mfg. Corp. 

Mr. Torson will continue with 





Harry A. Torson 


Ebeling Succeeds Torson In Top Sales Post 


the firm as a consultant on a part 
time basis. Mr. Ebeling will have 
full responsibility for all sales activi- 
ties, reporting to the president, said 
Mr. MacLean. 

Mr. Torson joined Dodge in 1941 
as a sales representative. In 194] 
he was elected a vice president. 

He started his business career 
with Wagner Electric Corp. in St. 
Louis. Later he became vice presi- 
dent of sales for King Pneumatic 
Tool Co. and was president of 
Herold Bertsch Shoe Co. for 15 
vears before joining Dodge in 1941. 





“Mauch | | 


munication to keep manufacturers 


ind distributors advised of each 
others problems. 
John F. Spaulding, president of | 
Skil Corp., spoke on “Price Cut 
ting In An Industry 


\nnouncement was made of the 


\ Svmptom.” 
] 


formation of six committees. ‘They 
ire: The Liaison Committee, Ethics 
Committee, Research & Statistics 
Committee, ,Resolutions Commit 
tee, Sales & Service Committee and 
Che Show Committee 

Before adjournment, President | 
Donnolly, presented a rosewood 
gavel to outgoing President Laur 
ence Field, on behalf of members | 
of the association. Mr. Field was 
the first president from 1959-1960. | 
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A MERRY CHRISTMAS 


and a Happy Prosperous 1961 


to our many friends from the Editors of 


INDUSTRIAL DISTRIBUTION 








Bearing Firms Air Management, Merchandising Problems 


Bearings supply firms and suppliers 


| 


types of customers. He urged more | performs the clerical task of open 


aired management and merchandis- | supplier-distributor joint efforts to | ing mail but fails to find time for 
ing problems at the Anti-Friction | develop advertising and promote | doing other much more critical jobs 
Bearing Distributors 18th annual | better selection of salesmen and the | required of any management. 

convention in Chicago use of improved compensation} He listed five activities—not in- 


The two-day event drew 150 as- | plans. cluding mail-opening—which should 


sociation members and_ suppliers A clearer definition of the distrib be of prime concern to managers: 
representatives It featured both | utor’s role in the supplier’s sales pro planning, organizing, directing ef- 
“hospitality-room” contacts between | gram is also needed, he said. | forts of others, measuring and con- 
distributors and manufacturers and trolling these efforts, and creating a 
a formal joint meeting, presided Job of Management Stressed | climate wherein employees develop. 
over by Frank Timble, of Ray M Dr. Walter F. Crowder, editor | “How well a manager develops 
Ring Co., Chicago publisher of INpusrrtat Disrripu- | his people determines how well he 
The theme was “Let’s Look at | TION, outlined major functions of a | himself shall develop,” Dr. Crowder 
Bearing Distribution.” Featured | manager in a talk entitled “Who said. 
were many speakers from outside | Opens the Mail?” He warned that John Padgett, partner, Lybrand, 
the industry, so that distributors, as | “All too frequently distributors duck | Ross Bros. & Montgomery, an 


, 
limble put it, “could broaden their | their primary responsibilitvy—that of | alyzed the unhappy trend toward 
perspective.” managing the company.” He cited | decreased income (despite higher 


the case of the manager who daily 


(Continued on next page) 


Too Much Diversity 


R. J. Moore, Detroit Ball Bear 


ing, led off in appraising distribu 





tion trends. He said his travels as 
past president of AFBDA had re 
vealed that manv bearing specialists 
were taking on lines not directly re 
lated to bearings This is a dan 
gerous and unnecessary trend,” said 
Moore. He urged the bearing sp« 
cialists to “stay in the bearings busi 
ness” if they hope to maintain ade 
quate stocks and properly trained 
sales personnel, both of which, he 
said, are prerequisites to making a 
profit. 





| ‘ » ‘ : | milo } Or } y . 1 1 ] 

He added: ‘Manufacturers must AFBDA PRESIDENT, Frank ‘Tim! led sessions at Chicago convention. Other speak 

age ' ers were A. J. Auk Victor Mfg. & Gasket ¢ R. J. Moore, Detroit Ball Bearing; 
pay a fair price to distributors who | William Staplet Inland St Olin Livingston, Moffat Bearings, Philadelphia 


do a real selling job for them.’ 
Olin Livingston, Moffat Bearing 

Philadelphia, traced the history of 

manufacturer-distributor _ relati 

\s examples of cooperation, he cited 

the AFBDA tape-sales-training pro 


gram and the industry speaker 


bureau. Future plans, he said 
lude a new clinic, or school, to h 

| . + ; 
members analvze problems and im 


prove their merchandising 
Jack Cunningham, of Cunning 
ham Bearing Co., Houston, Tex 


discussed the building of a sales p1 


gram. Selective distribution shor 





be determined, he said, by area PO | DISTRIBUTORS’ PROBLEMS were discussed by Walter Crowder, editor-publisher of 


tential, stocking requirements and INDUSTRIAL DisrrRipuTiIOoN, Howard Johnston, Marlin Rockw Co. and Frank ‘Timb] 
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vinach ining association sut 


nave Treveaica 


\mong specific 


for this, he said, are better 
tock control, improved executive 
npensation plans, and better wavs 


+ 


PLITLIIIIZC 11i¢ idence 

lohn W. DeWolf, director of re 
1 at the G. M. Basford Co., 
distributors take a 


iX 


v look” at both their customers 
upplic Customers don’t 
int to be sold,” he said. ““Vhey 


int the freedom of choice that 
ynes from buving.” As for the 
uppliers: “You are in a better posi 


n than the to decide what is 
eded, and to suggest policies.” 


ar said "at tl butors should ilso 


hold a mirror to themselves 
\re vou doing vourself a disservice 


1 landing foo many ompcting 


Other featured speakers repre 
sented the viewpoint of suppliers 

ustomer. William Stapleton, 
Inland 


Stecl Co tressed the importance 


manager of purchases for 


he distributors service function 


suggestcc that more orders be 
upped con plet and delivery 
duies be more losely adhered 


Hloward Johnston, president of 


Marlin Rockwell Corp 


warned of 

serious surplus and foreign com 
ctition problems Ile said coop 
crative efforts would be needed to 
ind merchan 


ili ettort 1 tiv face of these 


Bearing Standards Available 


- , : 
Raymond Wood, plant manager 


for the Link Belt Co. and president 
f the Anti-I tion Be ining \fanu 
factun \ ition, discussed re 
ub ecti on bea 

ir v availabl m 

. 

a. 3 \uke TC ! I 

\ \lt Gasket (¢ urged 
¢ l upplier 
ket i Jette dis 
{ ( { ) es and 

| a iT¢ 

Ne 
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Morse Month At Abrasive & Supply Co. 





SALES PERSONNEL at Abrasive & Si 


ntegral p 


Ma] 1 i 1 th a 


It was “Morse Month” recenth 
it Abrasive & Supply Cx Detroit, 
is the company launched another 
WMpaign he drive was 


launched with talks to the entire 


ayor 


nanagement group and sales force 
on Morse advertising and promo 
tion, by Frank Wood, Morse met 
handising manager and L. James 
Schneider, vice president of Morse’s 
idvertising agenc\ 


Abrasive & Suppl | 


nstituted 


Skinner Chuck Co. 
Changes Corporate Name 
Skinner 


h lige the 


Stockholders — of Phe 
Chuck Co. voted to 
orporate name to Skinner Precision 
Industries, In¢ 

In recommending the change, the 
of directors did not overlook 
uistorical name of ‘The Skinner 
(Chuck Co., according to Paul kK 
Log resident. ‘Vhis will be re 


} hy ; 
) 


A ii¢ ‘ 4 Pnatiol ot t 1¢ 
ick Division as Skinner-Horton 
C] k Division Lhe name of the 


Valve Division will remain the same 


Sk il 4 | ( t \ i 4 LD ( l 
\l IR tates that 1I¢ TCASO 
] ] 

t th nh ( Lali tO more 

] 7 +1, : las 

aa 4 HATA 
1 r tin Mpany s present and 
rut t t ¢ iddit l 
a | ; , ae 
t t neiude th hnanutacture 
a | 
yt 1 ot Necessa4§rih 


ela t 1uCck he new name 


1 ] 
bho } } — } 


ly 


ley 
Ipply 


Co., Detroit, receive special training on 


f the nr lrict * + 


| 4] } m 


t nth ntest 
product-of-the-month sales promo 
tion to insure that major lines get 
ittention they deserve. For thesc 
drives, the sales force is divided into 
teams by pairing members of the 
management group with members 
f the outside staff 


the largest volume of sales for th 


he team with 


product line featured in the drive 
and the salesman who exceeds his 
quota bv the greatest percentage 


rCCCIVE ish prizes 


NLRB Orders Union Election 
For Distribution Employees 

Ihe National Labor Relations 
Board directed that a union repre 
sentation clection be held on No 


mong production, main 


vember 3 
tenance and distribution emplovees 
of National Welders Supply Co., 
Inc.. in Charlotte, N. C., and at 


seven other Carolinas ties his 

1] ' Lion 

\ decide wheth« ( iot they 

Se i A a a : 

\ 1 to Hbe represent¢ ) the union 

Local 46 the International 

, 

| mm of Operating engineers had 

uught a ba unig unit made up 
eee eae eee / 

ro OCI i mamrenance 
.» wf | 

cm CC thic a three 

C hartotte¢ tallat C 

yD 1 . 

lhe NLRB l n lat 

i ¢ cChgagcd ( tribution 

| } .? 

i ¢ ( l oOaTa 11d 
| } 

t CIC ! 1 C held it 
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MPTEDA Group Holds First Convention in Chicago 


Ninety distributors and suppliers Later a panel consisting of both 






epresentatives met recently in Chi distributors and manufacturers ex 
wo for the first convention of the plored mutual problems at some 
1ewlv-formed Mechanical Power length improving management tools 
lransmission Equipment Distrib Other speakers gave reports on 
itors Association association programs aimed at help 
lhe convention program, cove! 


ing members Wnprove management 
ng three davs, included committee techniques 
eports, panel discussions, group Salesmen Compensation Survey: 


eminars, manufacturer-distributot Robert Booth, Power ‘Transmission 


Co., South Bend. Ind... discussed 


nectings in hospitality rooms, and 


} 


talks by distributor and manufac the results of a survev of members 


t 
salesman and help members develop 
more cquitable plans. Mr. Booth 


turer representatives Warren M 
Pike, of Warren \I. Pike Associates, 
Boston, Mass.., 10 presided, said 


» study methods of compensating 


he meeting had a three-fold aim | stated that more comprehensive su 
1 , ‘ an ] >) y 

¢ Improve management to ind PRESIDING: Warren M. Pike guides me | vevs would be undertaken in the 
: hanical power transmission group sessions. | 

techniques j | ruture 
¢Strengthen th ciat ind » Cost of Doing Business Survey: 
elerate its growth Ward Garrison, Allied ‘lTransmis 
¢ Improve relations with supp] sion Co., Kansas Citv, discussed the 

. | 

Speaking rl thre upplicrs results of a survev of members to 


Ra. | 
of VICW 1] \ler | Bowman. | develop cost neures on office sal 
| 


president of |. B. Wood's Sons rics, overhead expenses and selling 








Co., told the group that the me expenses, from which members 
i] powel ) equip- | could evaluate their own cost per 
industri h to formance \Ir. Garrison also. re 
t an ass le | ealed plans for developing, in co 
Wironment the best operation with manufacturers, a 
f \Ir. Bow textbook to use in training salesmen 
ESSEC f tten in the power transmission field 
policic | und | \ptitude ‘Testing: John Coleman, 
itement | president of the :xecutive Analysis 
rompt ft : —_— Corp., discussed an aptitude test 
DISTRIBU POR MANT ACTURER developed by his nin fol testing 
RELATIONS ’ t of talk by H 5 
Ile said the kevs t tinuity \ B ian. ‘I’. B. Woods Sons ( sales applicants. ‘The test is being 
tributor-manufacturc lations 1 made available to members on a 
on comn varket ils ss pay-as-vou-use basis 
ustomer n lin ind un- . 
inding ba | Pike Heads New Group 
\ lve ot Warren M. Pike, of Warren M 
\la ufacture ( h Pike \ sOci1ates In - Boston Was 
ut reclected president of the Mechan 
ded Mr. B i) Power ‘Transmission Equip 
| listribi Distributors Association at its 
Ra B | Chicago convention Also 
| pm fF \\ r( William Appleby, 
L1¢ \ Es il) Chain A Belt Co... New 
la \ ce president; Robert TH 
1 | Boot Po lransmuission Co., 
) »S t Bet Ind treasurer; Ken 
Adam, ‘The Adam-Hlill Co 
South San Iran vice president; 


Robert John ton Johnston Bearing 


MIPTEDA + | Supplv Co., vice president 


| 
i 
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Hardware Manufacturers 
Elect Nicholson 
At Annual Meeting 


Nicholson, Jr., was 


American 


Paul C 
elected president of the 
Associa 


Hardware Manufacturers 


tion for the coming year. He suc 
eeds John Gibson III, president ot 
the McKinney Mfg. Co 

Mi Nicholson, 
Nicholson File Co., 


vice president of the association the 


president ot 


has served as 


past three years. Prior to that he 
was a member of the executive 
committee 

He joined Nicholson File Co. in 
1941. He served as assistant secre 
tary from 1942-1948 and as secretary 
from 1948-1952. He was elected a 
director in 1947 and president in 


1952. 





Paul C. Nicholson, Jr. 


Long-Lewis Promotes 


Long, Jordan, Porter 


Charles A. Long, Jr., Melvin | 
Jordan and Edward Porter were pro 
moted by Long-Lewis Hardwar 
Co., Birmingham, Alabama 

Mr. Long was promoted to vice 
president, from secretary-treasuret 

Mr. Jordan moves up to executive 
vice president. He was assistant to 
the secretary-treasure 

Edward Porter was promoted to 
secretary-treasurer, from manager of 
the budget department 

\t the same time, William P 
Robinson was appointed assistant to 
the secretary-treasurer. He also re 


tains his title of office manager 


| Raritan Su 


| 








| 


pply Co. Holds Product Show 





MORE THAN 300 visitors attended the product show co-sponsored by Raritan Supply 


Co., Nixon, N. J., and Worcester Valve Co., 


PROSPECTIVE BUYERS examine models 
} } hy 


| LON Na it woth t up | 


Rantan Supply Co., Nixon, New 
Jersev, and Worcester Valve Co., 
co-sponsored a show at Raritan’s 
new ofhce and warchouse to ex 
plain the attributes of Worcester’s 
Kcon-O-Nliser ball valve 

More than 300 guests attended 
the mecting which Bill Richard 
son, sales manager of Raritan Sup 
ply, described as highly successful 
in attracting plant personnel and 
buvers who are responsible for speci 
fying products 

Robert NicCrav, sales manager 
of Worcester Valve Co.., 


business portion of the mecting, 


ypened ihe 


with a short history on the compan 
and the ball valve 

\ cartoon slide presentation was 
given on the history of the valve 
from prehistoric times to the pres 
ent dav. ‘The film also compared 
the ball valves to globe, gate, and 


other tvpe valves 


at Raritan’s new quarters 





\icCrav said that it was the first 
time the film was shown to an audi 
ence, and that more shows of the 
tvpe mav be planned for the rest 


of the countn 





BILL RICHARDSON, Raritan Sup 


i ig’ ( plal 
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10) 4. 


profitable discount schedule from 














Brown WG Sharpe 


Industrial Products Division 





More profit to industrial distributors: 


NM uitipie + Ordering = Reduced & Hixtra 


discounts efficiency costs profits 
Why settle for less than this brand new profit opportunity? Call your 
Brown & Sharpe representative today and ask about MORE! Brown & 
Sharpe Mfg. Co., Industrial Products Division, Providence 1, Rhode Island. 


Brown & Sharpe > © 2°)\)\) (2 TER 
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Price Index for L9 Produet Classes 


NAME OF PRODUCT CLASS 


Abrasive Products 

Cutting Tools 

Fans and Blowers 

Fasteners 

Incandescent Lamps 

Industrial Rubber Products 
Lubricants 

Materials Handling Equipment 


Mechanics Hand Tools 


(Files, saw blades) 


Metalworking Accessories 
Motors 
Paint 


Portable Power Tools 


Power Transmission Equipment 


Precision Measuring Tools 
Pumps and Compressors 


Steel Products 


(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 


Welding Machines 
(Equipment, Rods) 


Total Index (weighted average ) 


(1947-49 


100) 


Co Change 


September August September From 


60 


143.2 
180.0 
183.5 
198.7 
190.0 
157.4 
102.1 
173.8 
190.6 


174.5 
113.5 
128.4 
144.1 
186.6 
148.2 
181.0 
186.2 


162.6 


159.6 


167.8 


"00 


143.2 
180.1 
183.5 
198.7 
190.0 
156.9 
101.7 
173.7 
190.5 


174.5 
113.5 
128.4 
143.9 
185.5 
148.2 
181.0 
186.2 


163.4 
159.6 


167.7 


°39~—s Year Ago 


145.7 1.7 
168.8 - 6.6 
182.2 0.7 
203.7 2.5 
190.0 0 
152.9 + 2.9 

92.2 ~10.7 
171.3 r BA 
186.6 2.1 
174.5 0 
107.1 ~ 6.0 
128.3 0 
143.7 ~ 0.3 
175.5 6.3 
147.6 - O04 
179.3 ~ 0.9 
186.8 0.3 
168.9 3.7 
151.0 k Be 
165.2 1.6 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 


nIPMENT 


from 


OCK™ 


... another dividend 


Ko 


SHOP BOXES 








ORAWER CASES 


rl _ -_ 
= 4 Mi : BENCHES when you buy 
| WORK BENCHES ig ' 
6 SERVICE CARTS 1 bef ' 


THE “QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 
* 


See your Lyon Dealer for delivery from 
stock of the world’s most diversified line of 
steel equipment. 





LYON METAL PRODUCTS, INC. 


General Offices: 1253 Monroe Ave., Aurora, Illinois 
Factories in Aurora, lil.— York, Pa.—Los Angeles 


THIS CATALOG ILLUSTRATES 
THE WORLD’S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Lubricant 


In cartridges to cut maintenance 
time, prevent lubricant contamination 


No. SSX light multi-purpose lubri 
it is available in 14-07 irtridg¢ 
for use m any Iever-type gun mad 
fo irtridge greasc Installed in 
] 
mid irt 1 1r¢ nd to assur 
1y1)! } . ] ] 
WICT, CAaSi¢ ppt WOM Alla Clit 


rat tly transfer cquipment. Lu 
iit vate Cp lent, unattected 
by temperature changes, resistant to 
mild | | ] es ] 

lich adinkal 11h ICIC AKC PALTNIS 


Kevstone Lubricating Co., 31) 


North 21st St... Philad¢ Iphia 32, Pa 





V-Belt 


Can be simply joined by means of a 


new fastening device and a screwdriver 
Pertorated \V-belting lable bi 


}O ned with 


nit spccla tools. jigs ind knin 


Cs 
, 

joint is said to be stronger tha 

that obtained by NNN 


} 
cntional meth 


ind meta 


-meta Mita 
] ) 
muinated hn Standar sect 
) 
() LBC i) ful TOUS T 1 ka 
I tment 


) " ’ 
Rox KWOOKC 


Crosby St New York. N. ) 


Levels 


Offer more utility features than 
have previously been available 


Iwo light ght aluminum levels 
of 1S and 24-in. lengths—called the 
No. 2518 Compact and the No 
3524 =Compact—have following 
tated features: die cast frames with 
Nf if if | end top edg¢ 
uled with ! iibrations: No 
2518 ha ] pli nb l L OM level 111¢ 


dumbs a ( ind weigh 
| Via \ itseve metalll 
Ca | tvpc l (cd l 


Pillow Block Unit 


Economical; incorporates 
high quality bearings 


| 1] | , ] nD 
Pillow block unit led PBS 
lt | , : 
iwecommodates shaft sizes betwee 
L and | ¥,-n s suitable for most 
yllow k bear ipplicatie 
| 
] | | 1 ] 
Vii modcra ceeds, modcrate 
] ] on 
ida | 1 clatively alt 
thrust ire encountered, such 
— 
1 ra ( lat IVCVOTS 
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Fire Extinguishers 


Will extinguish all three major 


classes of incipient fires 


pre ( hemical portab 
fire extinguish Model 52-1 (2 
) ipa Nlodel 33 3 
) Xtl | \ SCI 
mnbustibl¢ l B flammal 
iquid) and class C (electrical) fu 
make laims. Discha rc, at 
removal of saf 2 
reet ( iClhl l 
duct o ) l ) 
hu t ¢ h Hak 





Miniature End Mills 


Types include single-end, double-end 
single-end ball and double-end bal! 
Miniature end m iT¢ fh 
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Fi 


TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 


Flat Band Clamps 


For hose, duct connections requiring 
easy installation and fast removal 


Hollow Wall Anchor 


Fixture can be removed and replaced 


repeatdley without disturbing anchor 
l'vpes 10Q1 and JOT flat band 





Da IS a 
sa ee clamps, of high tensile stainless steel 
egeapes with standard A or AN self-locking 
es etm nut assure uniform peripheral 
' modat lamping action with balanced d¢ 
se anal N sign and construction, maker claims 
° ina Clamp diams. range from 2} to 10 
ling ‘im n. Lvype 10QL features patented 
Arro | Bolt ( \! itch construction for positive as 
Ohi urance against accidental discon 
rect ype 1OT-T-Bolt clamp ts 





same as ‘Type lOOL, without quick 


Wrench Set latch featur 


Contains complete size range of _ 
») ‘] 
Place tos 





; +] 2 
wrenches for repair, maintenance wor! =tth sala = , Til 
Combination wrench set No a ‘ 
200-A consists of 26 wrenches with “4 ‘ ‘ 
‘ 
mings tro through 2-1 = 
cnings fi mn 4 hrough 2-in. Each 
h is locked into position 1 wirre ° wr 
l dt t stec] DOX, Vct quickly 
movable ror us¢ Hlandles on box . 
; Led Tension Fasteners 
x padlocked together 
Proto Tool Co.. 2209 Santa Ve A standard product for 
\ Los Angeles 54. Calil critical high-strength applications 
Unbrako” K-Series, a family of 
tandard high-fatigue tension fasten 
Cl irc. basically ocket head cap 


\ n configuration and dimen 


I 


Spacer Couplings 
Detachable hubs permit spacing ” 

shafts spreoc' as far apart as 7'/2-in ions said to have twice the fatiguc 
Sure-Flex ' mn < , \. m strength of their standard industrial 
t hactcalls cs * gd ~ ee ; ounterparts. Fasteners ar intended 

two-piece fexil Fis ~ f / for increasing number. of. critical 






, , 
bolt applications where users need 


it 





l’eeth | k 
th of the fla something better but have had to 
rews. tight ; — make do with a variety of costh 
pines ) le Ey: os e 1 Vises specials, maker sa’ 
ver. Shaft fit into | Have locking pressures of two tons and Standard Pressed Stecl Co., Jen 
h attach q better; for machine shop, production kintown, Pa 
ip ( ‘ Iwo manually operated produ ou 
lst tion and machine shop vises added ‘ 
e shock a it than ot t ympany's line include (1) “Jaw | 
plings, nl | t” vise designed for fast produ 
l f t un itt iw 1 et, pieces 
¢ | la be Tu through with flip ot 
lat St 1 2 Rap ct ( 
! ch in | idjusted to an 
1 I | 1 S¢ ymnd Thich 111) 
r. B. Wo S ( ( Ilartig Mf Ci 5747 
l Howard St., Chicago 45, Ill 
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... Standardized parts from stock at local Distributors 


When you can get gears, speed reducers, chain and 
sprockets, bearings and other products of BOSTON 
Gear quality off-the-shelf, at factory prices, from local 
stocks — why wait for “specials”? Compare costs, and 
you'll see that “standardization pays” right down the line 

You simplify the design job select components 
needed from the BOSTON Gear Catalog . order all 
from one local source . . . and get products top-rated 
for performance and service life. 


You save on inventory expense . . . get supplies as 


CALL YOUR 
NEARBY 


DISTRIBUTOR 


needed from Distributors’ full stocks. With BOSTON 
Gear components in products you make and sell, you 
protect your customers against replacement delays and 
downtime. Anywhere in industrial U.S. or Canada, 
there’s a BOSTON Gear Distributor nearby to make 
prompt delivery. 

Call your Distributor, and learn how his factory- 
trained specialists can make “standardization pay” most 
for you. Boston Gear Works, 72 Hayward Street, Quincy 


71, Massachusetts. Adv. copyright by Boston Gear Works 
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A new advertisement - with an 
old and unchanging message 


This advertisement is new, but its message has been the 
continuing theme of all BOSTON Gear advertising . . . 
emphasizing the importance of Distributors’ service to 
industrial buyers 

BOSTON Gear put this purpose on record early in 
its 85 year history. It is an important principle of a Dis- 
tributor policy that stands unchanged. BOSTON Gear 
advertising builds the market for the Distributor, directs 
the buyers to him, and protects his opportunity to profit. 
Year after year, it contributes in every way possible to 
the steadily increasing stature of the Distributor in the 
industrial marketing scene. 

This steady, strong support is one of the many reasons 
why BOSTON Gear Distributors include the nation’s 
ablest supply specialists . . . and why BOSTON Gear 
is their biggest line in dollar volume and dollar profit 


O fy 0 ro 
—=— ’ 2 3 
Cyee 


9496 STANDARDIZED | 
POWER TRANSMISSION PRODUCTS | 





= STANDAROIZATION PAYS =° 


This advertisement will appear on 
1,014,500 pages in 21 leading industrial magazines 
read by qualified buyers of power transmission products. 
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On the Market Today (Cont’d.) 





Clamp and Jack Unit 


For clamping and jacking on 
medium and small machines 
Components of \lodel “B’’ series 


Clamp-N-Jack Set-l Pp system con 


st of swivel bases and sti ip clamps 
that are assembled together to pro 
de an infinite idjustable support 
for th unp. Also included arc 
pace! tubs that allow for addi 
tiona unping heights when as 
embled with the vivel bases and 
pacer tubes In omplete sets O1 


Omp mice 


[ HIVCI il V is 


md Tool Co.. 





Hose Clamp 


Has no perforations through the band 
to cause extrusion or scuffing of rubber 
Clamp for hose or other genera 


trial applications can be rr 


niform clamping pressure and w 
not distort thin wall tubing. Clamp 
has steel screw which engages on 


idjust 


oe ; 
ned threads. Wide diam 


1 l possible because of high 

eth band Available in widk 
inge of sizes and 1a hoice of 
hat l 





Portable Router 


For use without alternation on com- 
pany’s high-speed Model 2GL air tool 


Compact portable router has to 
lowing stated features: large, 3-1 

] 
diam. working platform has easily 


accessibl« idjustment, pro 


de pth 


vides firm rest on any flat surfacc 


for smooth, accurate operation; 
combined with Model 2GL’s 25,000 


rpm speed, router ichieves maxi 


mum production due to higher 
torque ot four-vane rotary air motor; 
equipped with inter hangeable tem 


n accommodate 


plat Vanes, unit ¢ 
' 
standard cutters from & to @-in 


] 


diam.; COOLTUNNINE, vibration-frec 


motor features maximum spindle 


run-out of .0005; contour design 
makes it easy to grip and guide 


lool Corp., Hicksville, 


Doeden 
Ohio 








Hose Clamp Tool 


Cable reaches into tight places, 
inaccessible to pliers type tools 


imp tool has 


llexible shaft hose cl: 
screw within sleeve on end of cable, 
which is operated by casy turns of 


clamp. Al 


sizes of clamps securely held fon 


the handle te 


OMIPTC ss 2 


removal or replacement Has plastic 


proofed cable 11-n 


+ 


handle, rust 
long 


K-D ‘Tools, Lancaster, Pa 











Small-Size Pulleys 


Start at one-inch O.D.; Maxi 


¥4-inch, including a nch hub 
Line of precision, sma ze pul 
levs for 21 May \-belt drives 


designed ror use oO1 


ind instrument drives at 


with groove dime 


ire stocked in sizes t 
O.D. in 4-in. increnx 
44 stock bores ft th 


ude - 


diams. are of alu 





mM COOL 


] 


Sizes 


1) 
Smallest 
re of steel. 


minum alloy 


ind webbed on. the hub sid¢ I 


light weight \ll furnished with 
SO) ket set SCTCWS 

Climax Metal Products Co., 863 
Feast 140 St., Cleveland 10, Ohio 





Magnetic Angle Plate 


Allows inspection and layout of any 
ferrous metal without use of clamps 


Magncti ing 


60 x 4-1n.. ind Fuarant 


thin , 


square within 0) 


; 
guide rail, supported 


rl 


may be used as 1 rere! 


ence or SI 
port and can be quickly remove 
Permanent magnet huck does 
create magnet listort 
vated by a kev 

Bald Eagle Pre ts Co., 60 I 


Fourth St.. St. Paul 
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um wath 


tht machiner 
produced 
ms to RMA 


standards. Called “ON”, pullevs 


( 


Fir 





Quick Heat Gun 


Delivers steady air blast up to 
1000 deg. F., velocity of 3000 fpm 


Portable heat blowei vith 35 
fpm au volume, provides hot 
softening plastics, drving damp 
vet products, thawing fro 
pes and lines, drving | cleanin 
nstruments and controls, without 


langer of open flame. Unit contains 
intake for con 


trolling air blast temperature and a1 


in adjustable air 


‘foot neoprene jacketed cord that 
oil and grease resistant 
Master Appliance Corp., Racin 


Wisconsin 





Finished Bore Sprockets 
Offer 


low inventory 


low cost 


Simpl do-it-vourself welding 
cess. allow Carrving of a ITg¢ 
icty sprocket sizes) with 
minimum of  mventor make 
laims. ‘Three hub sizes are all that 
necessary for almost anv shaft sizc¢ 
mcrements of &-1 kevwav, set 


TCW included 
Dalton Gear Co 
\Iinneapolis 


n+ it+ eae 


1750 Hennepu 
Ninn 





Air Nozzles 


For spraying polychromatic 
lacquer and acrylic enamel 


Set of precision made, low pres 
air nozzles operate at gh 
efhciency at pressures as low as 40 


bs., permitting casv flow of metallic 
citcct, 


types 


finishes without mottling 


maker claims. Four nozzle 
offered: 36 SE for company’s model 
7 sprav guns; 66 SG for model 15, 
19 and 29 guns and the 63 PII and 
63 PH-l for models 18, 19, 29 
21 guns 


Binks M{g 


ind 


Co., Chicago, II] 





Raschig Rings 


Maximum product purity, more 
uniform flow rates in mass transfer 


leflon Raschig rings—chemically 


rt tower packings—resist tenden 


es of sludges, suspended or pre 

tated solids and contamination 
oducts to build up and _ restrict 
low maker claims.  Particularls 


uted for HF and other acid proc 
sses_ at temps. to 500-degs In 
> 1 and 1|4-in. nominal O.D 

Resistoflex, Roseland, New Jersey 
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WUinute Wan 
KEYWAY BROACH KITS 


For cutting keyways from \¢” to 1” in any 
bore from 14” to 3” in one minute for as little 


as one cent. 
yyy 


a 
WUinute Tlan 
SQUARE BROACHES 


For finishing cast or drilled holes in one 
pass. In stock for 4g” to 34” squares. Hexa- 
gon broaches and Production Type Key- 
way Broaches also in stock. 


WUinute Van 
MAGNETIC BASES 


Hold dial indicator gages 
— save set up time. Alnico 
magnet has 50 lb. grip on 
all four sides. 360° hori- 
zontal swing, 180° vertical 
swing. 


———— 


— 


e 


& 


duMONT TOOL BITS 


High Speed Ground, Square and Rec- 
tangular. Hold a keener cutting edge 
longer due to ‘‘balanced’’ toughness, red 
hardness and wear resistance. 


For complete information on these fast selling, 
high profit tools, get in touch with 


CORPORATION 





GREENFIELD, MASSACHUSETTS 
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=, for a top line...and a top name- 


| REMEMBER | 


= 
om 


x 
Zz 








* Production Brushes for power use 
* Production Brushes for hand use 


¢ Brushes for various maintenance needs 








INDUSTRIAL 


BRUSHES 


and you'll always have 





the right answer . . 


| 
Here distributors have quality | 
that is proved through the years 
Price that is right all the way 


Profit that is excellent. 


Simplify your selling job by fea 
turing Milwaukee Industrial 
Brushes. Quantities of any type, 
purchased any time, are uniform 
throughout. Here you get full 
cooperation to smooth the way 
to sales—here is your logical 
source of supply whether for 


standard or special types. 


Write for 
descriptive literature 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 
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Saws 


Designed for extra 
strength and safety 
Line of hacksaws includes: No 
408, which features a heavy gage 
tubular steel frame, chromium 
plated. Stated features: won't tat 
nish, rust; provides a holding com 
partment for extra blades; frame 
easily adjusts for 10, 12-in. blades; 
blade can be faced in four direc 
tions. Depth of throat is 3¢-in. No 
111265 has a rigid steel frame and an 
unbreakable molded vinyl hand 
Frame adjustable with ample ten 
sion for 8, 10 and 12-in. blades 
Depth of throat: 3g-in. No. 565 has 
a reinforced special composition 
pistol grip handle, a_nickel-plated 
steel frame to hold blade ngidly 
Frame adjustable for 8, 10 and 12-in. 
blades. Depth of throat: 2§-in 
Stanley l'ools Div. Stanley 
Works, 111 Elm St., New Britain, 


Conn 





We 
be | 
To 
ren 
“be 
Fire Extinguisher Bracket et 
SP 
Toggle release device permits freeing ) 
of extinguisher with pull of finger 
Firm grip clamping band bracket, ft 
for company’s 24 lb. pressurized dry ts 
portable extinguisher has built in en 
projection which locks the valve h; 
iwainst accidental discharge. Meta r 
lip which passes under actuating - 
lever also guards against discharges 
When extinguisher is removed from n 
bracket it is automatically unlocked ve 
Walter Kidde & Co., Inc., Bell 
ville 9, N ] y 





No wonder 
they're 
promoting 


it so big-- 


Is it necessary to specify 
socket set screws by brand? 


(read this—then draw your own conclusion) 


etter 





HOLDING POWER UNDER IMPACT INDUCED VIBRATION 
“Y/e® « "ie Socket Set 750 . 
_——— — 


Screws yeles per minut 





4 
~ 


-_ 
a 








Research show 
point 


closest 





RECOMMENDED SOCKET SET SCREW TIGHTENING TORQUES 





where reliability replaces probability 





UNBRAKO High Torque has it all over the others 


We're selling hard so that you'll 


be selling plenty. UNBRAKO High 


Torque is clearly—and by a 
remarkably wide margin—the 
‘best holding’ socket set screw 


et developed. Tests conducted in 
‘PS Laboratories for Advanced 


search show that it is at least 


>r 

. imes as vibration resistant as 
ts closest competitor. Its tight- 
ning torques are up to 40°; } ighe 

¢ han those for ordinary set 


rews. And its knurled cup point 
nakes it truly self-locking 
n ads like the one shown hers 


UNBRAKO 


ligh Torque story directly at the 


beaming the 


e re 


¢ buving influences—design 


engineers, production men, and 
PA’s. So don’t pass up this profit- 
able opportunity. Now is the 
time to talk socket set screws, 
while the advantages of UNBRAKO 
High Torque are still fresh in 
your customers’ minds. Available 
for any application in sizes +0 
through 1 in., in alloy and stain- 
less steels, and with Nylok.* 
Standard Pressed Steel Co., 
INDUSTRIAL FASTENER Division, 
SPS, JENKINTOWN 13, Pa. 


*T.M. Reg. U.S. Pat. Off., The Nylok Corporation 





where reliahil ity renlace g probability 
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and forcefully 


r - a 


MORE ABOUT UNBRAKO HIGH TORQUE SET SCREWS 





JUST PUBLISHED! 


This new booklet shows graphicall, 


why UNBRAKO High 
Torque is the best buy in set screws. 
It can help you sell—put it to work! 
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Make a B-Line to clean profit 
...$ell the caster you can 
Steam clean without corrosion 


Bassick “B-Line” sanitary and corro- 
sion resistant casters are opening up a 
whole new market area for distributors. 

Food-processing plants, canneries, 
packing houses, bottling plants, candy 
factories, pharmaceutical houses, fine 
chemical houses, defense-industry clean 
rooms, bakeries, and a host of other ac- 


tivities are big markets for these dirt- 
shedding, corrosion-resistant casters. 

They’re specially designed not to pick 
up dust, dirt, food particles and other 
foreign matter. They’re completely 
sealed, can’t lose lubricant. Heat-treated 
aluminum alloy permits steam cleaning 
without rusting. 


| 
| 
| Series 
| “BA” 
| Swivel 
| 
| 
| 
| 
| 
| 
| 
| 





HERE ARE THE CASTERS TO SELL 


Series “‘BA"’ (swivel) and companion 
series “BB” (rigid) casters are specially 
designed for sanitary applications in 
food processing industries. They are in 
direct compliance with the sanitary stand- 
ards of the Baking Industry. Available 
with 4-, 5- 
non-marking “Baco” (soft rubber, or, if 
desired, Neoprene) or “Atlasite” (hard 
treads). 

Series “‘BS”’ (swivel) and “BT” (rig- 
id) casters have the same corrosion- 


, or 6-inch wheels... treads in 





| 
| 
| 
| 
| 
| 
| 
| 
| 
| Series 
| “Bs” 
| Swivel 
| 


This symbol appears 
regularly in 


our adv« rtising. 
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resistant features as the “BA” and 
“BB” above, but they’re designed for 
general industrial service with a wider 
(2”) soft tread. Five- or six-inch wheels 
in “Baco” or “Alcore” (rubber tread 
bonded to aluminum core). Ideal for the 
textile, aircraft or missile fields. 

Make sure you have the latest Bassick 
Folder, AJI-60, describing these out- 
standing casters. And mention the Bas- 
sick B-Line on calls to appropriate 
plants. It will pay off in profits for you. 





4+ 
on | 
| 

| 

| 

| 

| 

| 

| 

| 

Series | 

“BT” | 

Rigid | 

| 
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STEWART-WARNER CORPORATION 
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Folding Steel Barricade 


Extends to 8 ft. width, retracts to 
less than 12 inches when not in use 


Folding steel barricade takes min 


imum of storage space and is small 


enough to be carried in any 


type 
of vehicle, maker claims. Of. ail 
metal construction, barricade is fut 
nished with two red fluorescent 
danger flags, with flashers optional. 

Albert W. Pendergast Safety 
Equipment Co., Philadelphia 35, 


ra. 
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Loading Trucks 


For moving high, bulky loads 
such as paper stock, cartons etc. 


High frame “Shove-L” trucks are 


equipped vith ushion rubber 
wheels for rolling ease Combina 
tion of shovel loading design plus 


65-in. high frame provides fast hat 
dling, maker claims 
Economy Engr Co.. 4511 W. 


Lake St.. Chicago 24, Ill 


Eli 


ker 


Fl 
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Drill Bushing Lock Liners 


Eliminate lock screw formerly needed to 
keep slip renewable bushings in place 


Un-A-Lok iIners are provides 
th ground or unground outside 
ims., or mav be ordered with 
Delt-A-Liner” O.D.’s for use in 
istic tooling. Finger tip twist of 
ushing either locks it into the linet 
removes it as desired for instant 


nterchangeabilitv. During drilling 


yperations, bushing is locked  s¢ 
urely in the liner bv rotation of 
the drill 

American Drill Bushing Co., 5107 
Pacific Blvd., Los Angeles 58, Calit 





hii 


Flexible Couplings 


Allow independent rotation or radial 
removal of connected machinery 


Standard-duty CO and 
iwavy-duty ‘Tvpe HO flexible coup 


l'vpc 


ngs have one set of jaws in remo 
ble rmng form, permitt both 
dependent rotation or radial r 
val ot connected machine 

Couplings have individual free-float 
g load cushions of material suite 
particular applicatio1 Since f 


lis transmitted through cush 


mmpression only, there is no wea 
metal jaws and lubrication 
er required, maker ms 
1 removable jaw ring outwat 
des enough clearance for inde 
( + tat + h ] t 
lin 
rv CO) upling lila 
Se 
1, ee ing 
n 2.58 hp t 56 h it 10 
ve HO max inge from 
~~ 
to $4-in. hp from to S10 at 
rpm 
Love iov. Flexi) Couplin C4 
; 
West Lake St.. Chicago +4 


, 
a P 7 
do 
All ’ 
Lid bat 
j oy 
‘ sa VU 
AW 4 | 
H 4 4 
, tA mm 
a {}\* 
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Binks Airless spraying outfits 
are available in the two 
models illustrated. They pump 
paints from original 55 or 10 
gallon shipping containers 
direct to spray guns. 


Faster painting ...less waste 
with Binks Airless Spraying 


excessive evaporation 
fumes) or to blow the 
paint around 





This equipment sprays paints 
quickly and uniformly with 
virtually no overspray. 


excellent.build-up of paint 


The paint goes where it should ; 
or coating material 


.on the surface, not into the 
air. Drift and overspray are 


Ua ; e penetrates surface for 
almost eliminated which makes strong bond 
this method ideal for use / ; ; 
indoors as well as out. e substantial savings in 


paint and time 


How it works 
Paints and coatings are atom- 
ized and propelled by hydraulic 
pressure. This has several 
advantages: 


Bulletin A98-7 tells all... 


gives full information about 
Binks Airless units and their 
advantages for maintenance and 
product painting. Ask your 
nearest Binks office 

for a demonstration. ne, 
It will pay you well. 


e clean operation—little 
overspray 

: ~~ 
@® no air currents to cause 


Ask about our spray painting school 
Open to all...NO TUITION...covers all phases. 


—" 
ean? 


NATIONWIDE 
SERVICE 






| 771227. aa spray conte sees 


—wIIiavi tiem Binks Manufacturing Company 
3128-30 West Carrroll Ave. Chicago 12, Ill. 





REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED Cy DIRECTORY 
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A Personal Message 
: from 


VINCENT K. 
ALEXANDER 


V.P. and Sales Mgr. 





Manheim Manufacturing 
and Belting Company 


Haws a case of “mistaken identity” 
that fortunately had a happy ending 
for the customer, his regular belt 
distributor and us 

A Veelos sales representative was 
called by the chief engineer of a 
large company to check a “Veelos 
belt failure.’’ Our representative was 
shown a blower drive on which 
Veelos had been installed only four 
days earlier. The belts were sagging 
so badly on top that they almost 
touched on the underside, in spite 
of the fact that they had been 
taken up three times a day since 
they were installed 

Our man saw several links lying 
on the floor and picked one up. As 
he suspec ted, it wasn’t Veelos! 

The chief engineer and our repre- 
sentative checked with the _ store- 
keeper. He admitted that the belt 
wasn't Veelos but it was cheaper 
ind he thought it was just as good. 

Our representative installed Veelos 
on the drive that same day. He 
waited to check the drive after it 
had been running for several hours. 
The belt was as tight as when it had 
been installed ...and there have 
been no complaints since 

Now everybody’s happy — includ- 
ing the storekeeper. This experience 
taught Aim that it pays to buy 
genuine Veelos, even at a trifle more. 
Of course, this user’s regular dis- 
tributor is happy because his cus- 
tomer isn’t likely to try a cheaper, 
‘just-as-good”’ belt again. And you? 
I think you'll be happier selling a 
belt that’s been proved dependable 
for over 25 years—and I know you'll 
make more money. Just drop me a 
note for all the facts 


Ine Cbtyaruide/ 


. . 
: NEW! VEELOS TOOL ° 
? Here’s a tool 

z that will help -” I 
e boost your link _ ° 
e v-belt sales. It ° 
: makes uncoupling and coupling Pa 
- fast and simple. Every mechanic 4 
e and &tockroom man who sees it ¢ 
e wants one. It’s sturdy, safe, de- e 
¢ pendable and profitable! Write °¢ 
* for descriptive bulletin - 
+ . 
eeeeeeeeeeeeeeeeeeeeeeeee® 


THE BALANCED 


LINK V-BELT 





MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10. PA 


Machinery Mount 


high-capacity metal-forming equipment 


Heavy-duty mount, series HM, 





Isolates shock, vibration from heavy, 
| 
| consists of a number of isolators se 


cured between a common base plate | 


and a top plate, which is drilled and | 
tapped for a tie-down bolt. Vibra 
tion isolating medium is neoprene, 
wailable in various. stiffnesses to 
meet individual requirements fot 


minimizing vibration transmitted to 


floor I'welve basic sizes of mount 
wailable, covering load ratings of 
16.000 pounds to 128.000 pounds 





per mount. Each mount custom d« 


signed for machine and pit 
Barr Controls, Di Barn 
Wright Corp., 700 Pleasant St 


Watertown, Nlass 








| Weighs only 17/2 Ibs.; cuts 334-in. stock 
at 90-degs., 2 13/16-in. at 45 degs. 
‘Super-Dutv” 10-in. saw, Model 
S60, is hghter and has more cutting 
capacity than any other 10-in. saw, 
maker claims. Recommended for 
heaviest duty construction and in 

dustrial use, farm work, mining, et 
Stated features: floating guards, the 
upper of which automatically rotates 
forward and the lower backward as 
cutting depth decreases resulting in 
blade coverage even on shallow cuts: 
large plastic knob facilitates fast, 
te setting of direct-reading 


depth scale; push button engages 


ccura 
ind locks saw for fast. easv blade 
hanges. No-load speed is 5400 
r.p.m. 115 volt motor is rated at 
14 amps. Overall length is 14-in 

Skil Corp., 5033 Elston Ave 


Chicago 30, Ill 
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Sacobs 


CHUCK 
ADVERTISEMENT 


selling 
the world’s 
most accurate 
chucks to 


AMERICAN MACHINIST 

MACHINERY 

MILL & FACTORY 

MODERN MACHINE SHOP 

TOOL ENGINEER 

MACHINE & TOOL BLUE BOOK 
CANADIAN MACHINERY 

TOOLING & PRODUCTION 

WESTERN MACHINERY & STEEL WORLD 


PLUS continuous support for our distrib 


vtors through 


* New Products 
* Helpful Advertising 


* Smart Promotional Materia 


You can depend upon Jacobs to help 
you fill your customers’ needs quickly and 


dependably 


/T WORKE FOR YOU / 








MODEL 91 


cour 4 al-m’,"10) of lo — oe al ol-) at-Lelelel a-44-mole)ii-) aol alelot.« 
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PRODUCTS 


There are four reasons why BAY is the fastest growing company in 
the field of steel shelving and shop equipment manufacturers: 
better products, lower prices, quicker delivery, and sensible sales 


policy. 


Our system of limited franchise distribution and complete 


distributor protection insures freedom from wanton price cutting— 
and leaves us free to make finer value products for our 


distributors to sell. 


Even though some areas are now closed to new distributors, 


we'll still be glad to send you our catalog. 


what has made BAY grow! 


BAY PRODUCTS DIV. 


AMERICAN METAL WORKS, INC, 


1843 W. Cambria St., Phila., 32, Penna. 


STEEL SHELVING HAN DICABINETR 
WORK BENCHES BENCHES 
STOCK CARTS 


See for yourself 


BAlidwin 9-1805 


SERVICE TRUCKS 
STACKING BOXES 


SMALL PARTS 
CABINETS AND 


PARTS BINS CASES 













~ 





WEVA 


INDUSTRIAL 


~* BRUSHES and BROOMS 


\% Good Profit Line... 


That is what distributors find who stock and 
sell the Capital Line, sales build up as these 
tools’ are purchased by more and more 
new users—they come back for more 

Industry has many maintenance and 


cleaning requirements for which brushes 


It's a big sales 


and brooms are needed. 


field and a profitable one. 








@ We urge users to 
buy thru their local 
distributor. 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 


CORNER BRUSH AND BROOM STS Est. 1890 
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Timer Controllers 


For use on firm’s Koil Kradles 
and Straightening Machines 
'eletro] motor control timers pro 
cvcles for motor drive 
Kradles anc 


machines, 


vide timed 
on companys Koil 
Straightening 


ing slack loops in coiled materia 


maintain 


being supplied to secondary ma 
chines. ‘Time range is variable anc 
can be adjusted from 0 to 10 s« 

onds. Model 210 timer contro] is 
for use on 110 volt AC 


to 4 hp; Model 235 controls 3-phas¢ 


motors Uj 
motors to 2 hp. Both models are 
fully transistorized, require 1 
warm-up period, maker claims 

Benchmaster Mfg. Co. 1835 
West Rosecrans Ave., 
Calif. 


Gardena 





Diaphragm Relief Valve 


For service where corrosive 

chemicals are a problen 

Super sensitive diaphragm relict 
valve, series 1000, provides a vapo 
tight seal to prevent leakage an 
eliminate waste. Valve's spring an 


guides are isolated from 


proces 
fluid to avoid corrosion problems 
Available in materials which in 
clude: ‘Tvwpe 316. stainless — stec 


bronze and Hastellov “C” for valve 
molded Kel-F o 


stainless steel for diaphragm an 


body; Neoprene, 


disc. Sizes include 4, 3, 1, 14, 1 
and 2-in. Cap construction include 
plain, packed and open lever type 
Connections are screwed or flange« 
Unit mav be mounted in horizont 
or vertical position. 

Farris Engineering Corp., Pa 


sades Park, N. ]. 





lena 


rrosive 
‘oblen 
rcliet 
\ 1po 
eC al 
lg al 
yroces 


blems 


clude 
tvpe 
langec 


izont 


Pa 


High Speed Drills 


Recommended for drilling newer 
and harder missile metals 


1+ 


Complete line of cobalt super 
high speed drills, in both wire a d 
jobber lengths and in taper shanks 


ire made of premium 1-15 ste 


ind are especially ibrasion resista 


maker claims 
['wist Dnill Co., 


\thol, 


Union 
\lass 









MERRILL 
PAD ADAPTERS 


Pad Adapter 


Provides lifting clamp with 
wider range of grips 


used with 


\dapter, 


“G”" clamp, is said to increas¢ 


compan 
this 
lamp’s range of grips and eliminate 
the need for another clamp wher 
ordi 


would 


\dapter unit 


arge Variance in 


— 


grip 


narily require its use 


with pad, can be replaced when 
worn 

Merrill Bros., Artic St., Mespath 
N.Y. 


‘iner Pins and Bushings 


Provides, maintains precision alignment 
for die casting and plastic molding 
Line of die casting liner pins and 

liner pin bushings are available in 

nany standard sizes of both plain 
nd shoulder pins and plain bush 
ings, provide correct close tolerance 
ignment between upper and lower 
mold plates. 

Acme Industrial Co.., 

lin St., Chicago 7, III. 
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SWENCEH”’ 


LOOSENS TOUGH NUTS 
THAT EVEN POWER 
TOOLS CAN’T BUDGE 


WHEEL LUGS on buses and 
trucks usually require the “beef"’ 
and skinned knuckles of two men 
to loosen. SWENCH does the job 
faster at less cost. 





Discard that old-fashioned sledge. Put your 
torch away. Think before you buy another 
power wrench. Here’s a manual wrench that 
delivers more effective torque than any other 
tool its size. 


HOW ? 

Power wrenches deliver their torque as 
many tap-like blows. Ordinary hand 
wrenches apply a steady torque. Swench, 
ln on the other hand, builds up power in its 


FROZEN HEX NUT on this mold- 
ing machine caused 36 hours 
down time when removed by or- 
dinary methods. Just 7 SWENCH 
impacts moved this tough baby. 


super-strong spring for a mighty wallop, 
which is released as torsional impact every 
time the handle is advanced slightly more 
than 30 degrees. Swench multiplies torque 
applied to the handle more than 15 times. 
Now one man can “‘Swench off*’’—in 
minutes—nuts that used to take a full crew 
a working day to burn or sledge off. 
Swench is completely portable. No power 
connections needed. No auxiliary equip- 
ment to man and maintain. You save on 
man-hours. You save on maintenance. You 
save on initial cost. (Swench costs much less 
-a than a power impact wrench.) 
RAILROAD HOPPER DOORS You don’t believe it? One demonstration 
peed procntiyy yr -on dy ate will convince you. Line up your toughest 
job and give your Industrial Distributor a 


them. One man and a SWENCH 
| does the job in just 7 or 8impacts. “— = a 
| call. If Swench can’t do it, no tool can. 


This advertisement appears this month in a wide list of publica- 
tions, directing SWENCH prospects to their Industrial Distributors. 


CURTISS @ WRIGHT 


MARQUETTE DIVISION 


1143 Galewood Drive, Cleveland 10, Ohio 
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JACKSON 
ROPE 


The world’s finest cordage fibers and 
careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


| || SYNTHETICS-—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 





| 

| 

| Custom Rope Slings a Specialty 

| Dependable Service - Highest Quality 


Manufacturers >—< G3 ~>—< Since 1829 





The Thomas Jackson & Son Co., 


Reading, Pa., U.S.A. 











Load cable, wire, rope 
or anything on reels 
onto Roll-A-Reel for 
easy, smooth pay-out 
or take-up 


@ Easily portable 
@ No jacks 








@ Handle any ree! diameter 
@ Heavy steel frame 
. @ Slanted front 
All are drilled for ee 7 cates adjustable 
tic liary ball rollers 
cate side Mt sco iy \y @ Positive roller lock for 
$5.00 per set extra Ap « BY unloading 
4A 
° 
“ <4 ° 
: ° 
d oe : 
7 
- A . 
STYLEA ™. “ 
2,000 Ibs. cap. for reels ° STYLE B 
bose ao" wide. Weight ° 4,000 Ibs. cap. for 1 reel up to 48” 
PRICE $46.50 . wide; or for 2 reels up to 24” 
f.0.b. Cincinnati e we —_ Weight 1102. 
are ICE $84.50 
+. ° 
@ Special sizes on request. e f.0.b. Cincinnati 


4630 Readi Road 
i> (oe) § ty. REEL Ginsionatl $9, rood 
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Air Cylinders 


Minimize maintenance 

in cramped quarters 

Series “B" one-inch-bore air cvlin 
ders, designed for high-speed assem 
bly machines and other heavv-dut\ 


applications in small space, have 


Peflon rod seal-wiper combinations 
and piston seals to help reduce 
maintenance problems. Rod _ seal 
wiper combination and leakproof 
barrel seals can be removed without 
disassembling cvlinder. Barrel seals 
are supported radially by shoulders 
on barrel ends to insure proper seal 
compression. Rated at 200 psi, in 
eight standard strokes from 3}. to 
5-in, with wide flange, trunnion, 
clevis or foot mountings. Custom 
strokes ilso supplied 

Hvdro-Line Mfg. Co., Rockford 
Il] 





Punch and Die Unit 


Used with any standard electric 
drive that takes 4-inch shaft 


Nibblex” punch and die unit 
cuts flat and corrugated sheets up 
to IS ga Q50-in irbon steel and 
2? ga. ( .030-in.) stainless, and othe1 


metals and materials within the 
thickness range. Unit cuts straight 
lines, curves and angles from 1-in 


radius upwards, and with side cut 


ting pun h it cuts corrugated OVCI 
the bump’, maker ums. Weigh 
ll oz uts at average rate of tt 
pel mnuwle 


Hedstrom Tool C \lontcla 


S 





Self-Drilling Anchors 


Line includes types for hand 
installation and impact hammer 


Line of 14 self-drlling anchors 


ncludes (1) “Flush” type for 1 


stallation with a hand hammer and 


older, in six sizes 4 thru 3-in; (2 


Snap-off type, for installation 
vith electric r pneumatic ham 
ners, in seven sizes, 4. thru In 
3 lie-wire’ tvpe for hanging 
fluorescent lighting fixtures, 


nded ceilings, plaster forms 


uring wire and guv-wires, in one 

¢ ( illed 11 } 1 h l 1} 

1 combination drill and fastener 
ind has S cutting teeth for fa 
Call utt g act 1) nN 
irbide d IIs lit B 
he he ind expa ) 1 I 
ise hardened ste plat 

Holub Indi es | S Ni 


‘ 


\ 
. 


} ll _ > 





Forged stainless steel 150 lb. socket weld W-S Fittings on tank piping at E. R. 
Squibb & Sons plant, New Brunswick, J. 


To Beat 
| Corrosion ’s Bite 





Gloves 
—W-S FORGED 150 LB. $ §$ G 
a a W-S FORGED 150 LB, STAINLESS FITTINGS 
to line of Pylox gloves They’re ideal for standard pressure pressures. W-S specializes in design- 
V-10 “Nimble Fingers” glove in services (300 p.s.i. cold, non-shock ing and making them all to top stand- 
extra large size has been added to and 150 p.s.i. steam pressure) requir- ards of safety and high strength... 
ompany’s line to provide sizes for | ing corrosion resistance or toughness with outstanding resistance to shock, 
my feed wmolker claims. Beaten at low temperatures. heat, vibration. 
But maybe your next installations For specifications and distributor 


clude 104-in. length; flare design ; aise ; 
¥ = — call for forged aluminum fittings, or locations, write Forge & Fittings 


ot cuff opening for ventilation: tex ste ae > : 
forged carbon steel fittings, or forged Division, H. K. Porter Company, 











— eal, . pore : 3 ‘3 
ied inside finish for comfortabl stainless and alloy fittings for higher Jnc., Box 95, Roselle, N. J. 
ht; non-slip gnip when worn tr 
ersed. Glove, designed especiall 
tor jobs requiring exteme finger iii 
f ta 
ensit } n , teryity 1 : | 
nsitivitv and hand dexterity, ar FORGE AND ‘ FITTINGS DIVISION 
sistant to alkalis, oils, greases, some i 
olvents usually encountered — in 
ght hand work. H. K. PORTER COMPANY, INC. 
‘ : S 
I 1lOneCT Rubber Co., 296 | mn PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment 
R ] \X I] wil fic electrical wire and cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 


pipe fittings, roll formings and stampings, wire rope and strand. 


INDUSTRIAL DISTRIBUTION e¢ DECEMBER, 1960 127 











The SLING CHAIN that Talks 


... With the WARNING RING! 


J 


CAMPBELL SENTRY SLINGS* 


Here’s How You Benefit From 
New SENTRY SLINGS: 


The WARNING RING which acts as a 
joiner link on Campbell SENTRY 
SLINGS* tells you 


when the sling has been overloaded 


immediately 


@ Safety programs are easier to 


it elongates visibly . . . and maintain — with the WARNING RING'S 
before the chain itself is damaged. built-in safety thot protects men 
Your eye can see the difference 
and material! 
New, revolutionary Campbell 


SENTRY SLINGS — fully tested for 


over a year by foundries, steel fab 


@ Lower repair costs mean greater 

savings for you—normally only the 
ricators and heavy equipment man WARNING RING will need repair! 
ufacturers, offer many important 


advantages. The WARNING RING is 
stronger than the chain itself. Yet it load means easier inspection—even 


@ Immediate visual evidence of over- 


changes shape as the sling is over while sling is in use! 

loaded . . . before permanent damage 

occurs. Repair is quick and easy, SENTRY SLINGS, available in all 
with a new WARNING RING replaced types, are made from Cam-Alloy 
at the factory e-tested and re steel chain only . available at no 
certified Sentry Slings are again extra cost! All carry the Campbell 
ready for regular service Guarantee and Certificate of Test. 


For complete information contact your Campbell representative or write direct. 


mMPB 
cP me *e, 
with the 
WARNING 
RING Patent Applied For 
on °o 


vrey oi 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. @ WAREHOUSES: Medford, 
Mass.; Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 





Tape-Level-Square 


Fits easily in pants pocket 
or zig zag rule pocket 


Vhree in one tape level square 1s 


an automatic S-ft. stud measuring 
tape in a lightweight sturdy alumi 
num case ape rewinds with auto 


matic fingertip control. Case houses 


an eight inch level, is provided with 
a lip that forms a square ind straight ‘ 

edge 
Justus Roe & Sons, Inc., Patch 
ogue, N. ) \ 
( 





' 
j 
- 
B. 
Tool Holster 
Features an electrical tape holder, 
knife clip and five pocket tools 
Sa ¢ it! 1p hol tcl dc iS 
- t ! ‘ ct ft \ \ l he ( 
C\ ith Cql ) 
ncut ) 1) 4 the mista i I 
) i TC l Yr clectronic oT ei¢ l 
t i equipment Llo ste! ilso ca 
tures hip-contoured back, hot-waxed 
stitching, brass riveting 
Xcelite, Inc., Orchard Park, N.Y. 
N1 





KALAMAZOO 





Tap and Die Holder 
Fr sight and lft hand ...worth more to you 


Six-in-one tool combination serves 


+ 


is a tap holder, an acorn di 


| 
ind a button die holder, for right 


ee ee eee See Copy ¢ mel s those Special 
1d KCI i i ( 


1111S 


< | CALUIC 

easing mechanism — allows k M | C e J b 
hange for either nght or rt eta utting Oo s 
threading and tapping; ha 
plungers to wear or break, no sma 
} g 
screws to work looss« lutch in tap 
ind die holder instantly locks into es all MODEL 824D 
position as soon is tap or dik hngages } a r j : 

, Cuts 8-inch round and 24-inch 
work; by substituting a shorter . flat stock. The 824D. will give 
clutch ret uning nut, tool in be a ss : you extra capacity for special 


cutting jobs such as kitchen 
counter tops, steel mats and 
short threads. Shank sizes of holders other projects where a little ex-- 


“ ; tra capacity is required. Accu- 
range from @ to 14-in 


rate and dependable. 
R and L Tools, 1825 Bristol St 
Philadelphia 40, Pa 


quickly changed for cutting extra 


—— 
m= ee 
(@| wes “ MODEL 610D 
i x r 4 LA Rr 
} v vans . Cuts 6-inch round and 10-inch 
) ‘\ flat stock: The 610D gives you 





ble . maximum capacity, accuracy 

echargen — ond portability. Excellent as an 

Tees u j on-the-job saw for electricians, 

plumbers and those in light 

construction and welding. Has 

all the features of the larger 
Kalamazoo models. 


~ 


he 


Rechargeable Flashlight 


Battery 
Offers 250 
life cycles 
‘ Rechargeable flashlight _ batters Ask your Kalamazoo dealer for details and a demonstration of 
Pes. o = these two units or any of the other fine Metal Cutting Bench Saws 
Is irtridge fits all “D” two cell flash 


TAME lM Gelleliiler solo (ld -Tuil-111] 01-1 aa Gel (elite Lolo MEN 70) 41,0 To) a1 


ights and has removable cap which to you. 


ermits recharging in anv A.C 


lt outlet Maker claims a min 


See §— MACHINE TOOL DIVISION 





on _ i KALAMAZOO TANK and SILO COMPANY 
| att 5 « 

, ipacitv in 1+ hou 1260 Harrison Street © Kalamazoo, Michigan 
) : Csould N t10n il Batter ] 
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BEST SELLER! 


52 pages of products for industry... 
52 pages of profits for you! 


the new WILTON GENERAL CATALOG 





@ The new Wilton General Catalog No. 114 presents a com- 
plete integrated line of 400 clamping tools that covers a 
range from hydraulic fixture components to conventional 
C-clamps. 

This new catalog neatly packages and effectively merchan- 
dises Wilton’s broad line for easy selling by the Industrial 
Distributor. 

When you show the Wilton Catalog, your customers see 
dozens of ways to save production money using Wilton Tools 

they’re always ready to buy to save! Check now—make 
sure you have enough Wilton Catalogs for your key accounts. 


Wilton’s new plant!!! 
One of the world’s largest and most efficient 
facilities for manufacturing clamping tools. 


WILTON TOOL MANUFACTURING CO., INC. 
SCHILLER PARK, ILLINOIS 
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Taps 


For precision tapping of new and 
difficult to machine materials 
Line of taps called the “Hi 
Helix” line, features efficient re 
moval of chips and_ climinates 
broken taps caused by clogged 
flutes, maker claims. Maker also 
claims tap will make smooth, accu 
rate threads to exacting tolerances 
even in deep holes interrupted by 
slots and keywavs. Available in all 
regular sizes from No. 3 through 
tin 
Morse Twist Drill and Machine 
Co., New Bedford, Mass 





-- 


Automatic Nailing Gun 


Drives 120 nails per minute in sizes to 
2V2-in. long, heads to ¥%-in. diam 
Portable, single blow automatic 

nailing gun can be used in conjunc 

tion with older models of the power 
feeder-separator unit, or automat 


hopper. Ordinary common or ma 


chine-grade nails are dumped from 
bulk containers directly into hopper 
which automatically aligns and feeds 
them, one at a time, through flex 


ible, transparent hose to the gun 
Operator, depressing  satety-releas¢ 
lever, needs only press nose of too 
firmly against work surface, and an 
] 


} } ] 
1 nal Gun can't jam, double feed 


yermit a nail to pass head first 


United Shoe Machinery Corp 
Pow isert Dept 140 Federal St 
Boston 7, Nlass 


driven mechanism instantly imserts 





a 








Centrifugal Pumps 


Casing design and smooth accurate 
inside finish permit fast liquid flow 


['vpe AJV two stage split cas 

















—>\s\ 




















be 


My) 





a good sales tool 


pumps reduce space requirements to 
i minimum ith vertical base / 7 , 
minimum with vert should be kept wo ( 
mounting design, maker laims 
Stated features: case is split parall , : 
Your catalog, assuming it to be a good one, 
] + ring CH ° » " 
with impeller shaft; bearing housing can show, can give the facts and specifica- 
supports, suction and dischargs tions about your product, and otherwise 
flanges are integral with vert serve the convenience of buyers better and 
3 at less cost than these things can be done 
ase section of iS¢ uwlowimneg 
in any other way. 

" \ 1 ting ¢ nt yitl 7 
noval of rotating ¢clemen But the best book must come down from 
disturbing suction or discharg¢ the shelf often. It must be given ‘‘veloc- 
nections: enclosed single suct ity.”’ How can you: do this?—By pouring 
ellers with opposed mount in support in two ways: (1) active and 

es ; aggressive contacts by salesmen; and (2) a 
ides perfect hvdrau Dalance a ; 

steady flow of interesting and valuable pro- 


liminates all thi 





motion material that relates your products 


igs. Recommended for mat to the needs of the buyer. 

ervice, municipa ind idustria Anyone who can deliver a good sales 

wali erevire % ; , talk—who can write a sales letter good 
enough to “‘stop ’em”’ and get itself read 
ste SCTVICE t (apa 


+ 
i) 


1400 gpm, heads t 
Aurora Pump Div., New York Au 
Brake Co., Aurora, II 


Rotary Diverter Valve 


Air operated from 
remote control point 


can write low-cost and productive Sales 
Promotion messages. What can these do? 
They can locate interest—get leads to fol- 
low up. They can boost mail sales. They 
can keep your company and your catalog 
alive in the mind of the buyer. 

Need a new catalog? If so, we shall be 
glad to consult with you. No obligation, of 
course. If you need help in stimulating the 
use of a Donnelley-compiled catalog, let us 
know. We shall be glad to advise with you 
on building a productive Sales Promotion 


| e of heat ly livert ’ > ies 
program. Simply write us today. 
es pro de a posit I 
wut-off whe ting mat 
m one li Catalog Compiling Department 
tai ' 
handling pov granu R.R. DONNELLEY & SONS COMPANY 


350 East Twenty-second Street 


Chicago 16, Illinois 
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Ning, | YORK, PENNSYLVANIA 


Ti, i i 


In the best circles 
you'll find they 
use only... 






CAP SCREWS 
SET SCREWS 
MILLED STUDS 


CUSTOM 
SCREW MACHINE 
SPECIALTIES 


WHEN GETTING MACHINE TOOL BUSINESS 
DEPENDS ON MODERATE PRICE... 





COME TO ROYERSFORD! 





Also: Wet & dry type power 
hack saws, ratchet & lever 
type arbor presses foot 


presses 


Take this new 22” power drill. With ball 
bearings and V-Belt throughout, it’s the 
only 22’ power drill with the advantages 
of Royersford Quick change V-Belt Drive 
and V-Belt Feed 


Requires only standard | h.p. 1750 rpm 
motor. (21’° model also available.) And 
this is just one of the fine Royersford 


machine tools that enable you to meet 


customer demands for sturdy, practical 
tools —at moderate cost— that are so 
essential in maintenance shop work 


Find out how you profit by recommending 
popular Royersford machine tools ‘‘where 
quality counts, but price is the deciding 
factor WRITE FOR COMPLETE LITERA 


TURE AND PRICES 


ROYERSFORD 


FOUNDRY & MACHINE CO. 


ROYERSFORD, PENNSYLVANIA 


Since 1882 
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Impact Drill 


Combines advantages of power ham 
mer and heavy duty electric drill in one 

unit 
drill, No. 404 


combines high frequency principle 


Impact clectric 
with high speed rotation to create 
non-destructive, disintegrating — ac 
tion which drills all masonry and 


reimforced concrete faster, cleaner 
and more accurately, maker claims 
Drill is also said to cut 
trom 4. to 41 


brick, 


terrazzo slate for 


Openllgs 


diam. in concrete 


] 


rock granite, masonry tile and 


imchors, dowels 
onduit, and is 


pipe holes capable 


of boring holes from 10 to 30 feet 
deep vith proper cxtension cou 
plings 

Stanlev Works, 195 Lake St.. New 
Britain, Com 


Dial Test Indicators 


Precision made to 
exacting specifications 


} 
Stated features of dial test indica 


tors meclude: wide range for cas\ 


ipplications; clear, easy-to read grad 


uations; contact swivels at 


1S0-deg.; has 


point 


chrome clad finish; rev 


}] 


olution Counters on all indicators are 


graduated to .QOO1-in, and hardened 


t points are regularl\ 


lungsten carbide tipped 


chrome conta 
furnished 


] } 
contact points also available. Fea 


tures ball bearing mounting, adjusta 


ble bezel, jewelled movement, switch 
action 


Saginaw, Mich 


ever tor full reverse 


Lutkin Rule Co 





aly 


W ic 


ab, eae 





Back Pressure Regulators 


Have capacities of 50,0004 of steam 
per hour or 2500 GPM of water 


egulators, in + and 


Back pressure 


in. sizes, have sliding gate and 


ites in both the pilot and main 
give accurate regulation 


ilve to 
ght shut-off and minimum 
] 


Self-lapping and self-clean 


main 
nace 
ng seats cut costs and provide bette1 
mtrol over plant operations, maker 
Svstem is suitable for 


1imns pres 


ures to 250 psi wsp and tempera 


Main 


with 12 


tures to 500-deg. | valve 


wailable in cast iron s+ 


\SA flanges, or ductile iron with 
ASA flanges. Pilot 


or 300+ 


epee 
= 


standard screwed end. control 
ilve with special seats 

OPW -Jordham Corp., 6013 
Wiehe Rd., Cincinnati 13, Ohio 





= . 


Power Valve Operator 


Easily picked up and 
handled by one man 


Portable Pow-R-Drive, fo Open 


ighs only 


and closing valves, we 
Ibs. and can be used in most in 
essible places, maker claims. Unit 
itures quick reverse air or electri 


TOTS, with safety stop mtrois. to 


ndle “freezing up” valve stem 
ther applications include operat 
g hand winche powering di 


ids, drilling holes with an auger 
crating pipe tappin 
Ice gates 
I’. W. Wachs Co., 1525 N. Day 
1 St., Chicago 22. II] 





Wrenches 


Have hinged and detachable handles 
to increase range of industrial uses 


Ratchet wrenches have hinged 
handles which allow fast hand 


cranking action combined with ex 
When not 
unit 


tra long handle length 
folds 
Detachable 
pinned, can be quickly removed to 
ht into a kit 

in be bent to shape in pipe bender 

Lowell Wrench Co., Worcester 
+, \lass 


In use, into compact 


handles, threaded o1 


Pipe handle extension 


Flexible Connectors 


Reduce or absorb effects of pipeline 
vibration, misalignment, expansion etc. 


H.A.P.” 


tors, consist of 


flexible pump connec 


short sections of 


corrugated flexible metal tubing, 


protected against pressure clonga 


tion by wire braid. Connectors fur 
nished with threaded or flanged end 
connections to fit all standard pip 
from 4 


eel, 


ing sizes, and are available 


through 16-1n. in stainless st 


! through S-in. in bronze and hot 
lip-galvanized steel, and } through 
tin. in Monel. Materials, lengths 
ind construction are varied to suit 
the conveved fluid, pressures, tem 
yeratures and movements encoun 


tered. Connectors handle pressures 
1500 psig 
Allied Metal Hose Co., 3746 
Ninth St., Long Island City 1, N.Y 
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Want to handle 
the fastest 
growing line 

of pneumatic 
production 
tools ? 








Airetool has valuable distrib- 
utorships open for progres- 
sive companies with solid 
industrial followings. If you 
qualify, we invite you to in- 
vestigate the profit potential 
of our complete line of pneu- 
matic production tools. For 
more than 30 years, Airetool 
has pioneered air-motor 
developments that are the 
standard of the industry. We 
operate plants in Springfield, 
Ohio, Canada and The 
Netherlands and have branch 
offices and representatives in 
major U.S. cities and ten 
foreign countries. Write on 
your letterhead tell us 
your background and sales 
territory. We'll send you full 
information along with our 
new Bul. 70 which describes 
the complete Airetool line. 





More than 30 years 


experience in 


pneumatic too 


BRANCH OFFICES: New York, Chicago, 
Philadelphia, Houston, Baton Rouge 
REPRESENTATIVES in principal cities in U.S.A., 

Canada, Mexico, Puerto Rico, South America, 

England, Europe, Italy, Japan, Hawaii 
CANADIAN PLANT: Brentford, Ontario 
EUROPEAN PLANT: Vicardingen, The Netherlands 


Tulsa, 
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The Collis 
SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* SO popular with users ° 








| COLLIS Heat Treated Sleeves and Sockets are 


manufactured by skilled workmen to give long 





durable service and extra long life. This type 
STANDARD 
TYPE 


HEAT TREATED 


of sleeve has less chance of nicks and assures 


same accuracy with longer runs. 


Call at once for our representative to explain 
about the Complete Collis Line of Lathe 
Centers, Arbors, Drill Drifts, and Magic Type 





| 
Chucks as well as Sleeves, and Sockets and 
Collets. 


“Call Collis for Service” 
on 17 THE COLLIS COMPANY qm; 


DEPT. A, CLINTON, IOWA 








There’s a BIG FAMILY 


of 
K-D 
HAND TOOLS 


TO MAKE 
HARD JOBS EASY! 























K-D has been famous for 
specialty tools since 1921 





Dozens of snap rings are used — 
’ ligne xterna 
in Power Transmission Equip- 
ment, Industrial Engines, Mo- 


Internal C) 


A universal set with 9 pairs INTER- 
CHANGEABLE POINTS 
3 TYPES POINTS f 
a 90’ 
—FJ 45> JI 


Finest quality hex steel 


tors, Fractional h. p. applica- 
tions. 





a ] 5° 


Points lock in tool 


jaws, can'tslip. 4 sizes each 








Free dispenser box 


WRITE FOR FREE CATALOG 
K-D MFG. CO., LANCASTER, PA., U.S.A. 
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Anchor 


Eliminates need for costly chucks, cuts 


installation from six steps to two 


Drilset” anchor is constructed 


with a pre-assembled expander 
plug, is designed for use im concrete, 
brick or concrete block. After drill 
ing hole, anchor is set and tight 
strokes from a mallet or 
hammer Holding 


from 2880 to 11.500 Ibs 


after a few 
powe! TANYCS 
In 3, 3,3 
ind 3-in 

U.S. Expansion Bolt Co., York, 
ra. 


SIZCS 


Abrasive Discs 

Cut faster, cooler; give 

more pieces per dressing 

B14 TCS 


developed D\ 


\brasive discs feature 


inoid bond recently 
) make pos 


ulil 


ompany which is said te 
sible abrasive discs which are 
form from front to back, from onc 
disc to another in an order and from 
Stated tea 
tures of B14 discs: slow, uniform 
rate of 


shapes and hardnesses, gravy iron and 


one order to the next 


wear; grind steels of al 


nonferrous metals, also nonmetal 


lics such as ceramics and carbons 
Available in wide range oft 

with either aluminum onide or s 
icon carbide abrasive in all difterent 
types \lade with inserted nut 
studs as required for mounting. | 
plain tvpes or with perforations 


Norton Co., Worcester 6, Mass 


Va 


DON 
Har 
wed 
bod 


glan 


ibl< 


I} 

















Valves 


Line includes gate, globe, check 
valves with 150, 300 and 600 
ASA standard flanges 


l‘orged steel, flanged end, bolted 


onnet general purposes valves have 


” hard faced seats and_ hardened 

” vedges and discs; spiral wound 

d body-bonnet gaskets; stainless steel 
ind studs and nuts; interchange 

c, le parts. In sizes from 4 to 2-in 

I] Ilenry Vogt Machine Co., Louis 

it Ie K\ 

O1 

es 

rk 





>’ — Ratchet Type Load Binder 


Designed to “get the last half 
link of chain” in take up 


om l¢ it ¢ Tt itchet t Ae dd 
tea ler in I gid 1C-P1lece ) 
rm tion \ h t 
1 1, Tust p I tchet spring 
" l ca l rorg 1 
ta ks, square th vhich allo 
tightening cif Ca ig | 
models R-7 .-2 i R-€ 
5 h fit chain sizes of La 
ave breaking strengths ranging 
n 16.200 lbs. to 37 \ 
CIS have 5 ike \ p 
rosby-Laughlin D1 Box 57 
las t Wavne, Ind 


to increase repeat profits on every call...remember... 


they 
always 
need 
more 


SSBOR®. 








aintenance 


rushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 
Buyers know the Osborn brand... its 
accepta’ ce helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 

Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 

You assure repeat orders ... with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 

Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 





METAL FINISHiNG MACHINES...AND METHODS 


WEEP 


A 


AASTER 


49 


B 





INDUSTRIAL BRUSHES + FOUNDRY PRODUCTION MACHINERY 
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Depth of cut: 
3,’ 


Feed (in./rev.): .062 
SFPM: 200 


AISI — 1045 STEEL 
180 BRINELL HARDNESS 


Time run: ...15 min, 


Cubic inches 
metal removed. . 1674 


Depth of cut: 


4 
Feed (in./rev.): .020 
SFPM: 400 


AISi— 1045 STEEL 
180 BRINELL HARDNESS 


Time run: ......37 min. 


Cubic inches 
metal removed... .888 











Why is one Carboloy, carbide grade best 
for light-duty steel-cutting applications; 


| another more suitable for heavy-duty jobs? 


And which should your customers use? 





Carbide selection can be scientific 


EO nee ee 


should be!) if your customers are going to 
get optimum results from their steel-cutting 
operations, 

Take the job-graded Carboloy Grades 78B* 
and 370, for example. The 78B Grade is de- 
signed to offer real economy in normal steel- 
cutting applications—where machine power is 
limited. The 370 Grade, on the other hand, was 









HEAVY-DUTY MACHINING 


Photograph A shows the Carboloy 
370 Grade insert after the run. Wear 
land was only .012”, and there is no 
deformation (upsetting) of the cut- 
ting edge. Photo B shows the 78B 
Grade insert after the same run. 
Note the deformation of the cutting 
edge ... Grade 78B was not designed 
for such severe cutting pressures 


CONCLUSION: In this heavy-duty ap- 
plication, Carboloy 370 Grade is rec- 
ommended. 





In this light-roughing application there is little 
visible difference between the Carboloy 78B 
Grade insert (Photo A) and the 370 Grade insert 
(Photo B). Because 78B Grade is job-graded for 
light- and medium-roughing applications, it will 
; wear as long as 370 Grade. Grade 78B insert is 


\ lower in initial cost, so in this case it makes good 
; sense to use Grade 78B. In this example, the wear 


land on 78B insert was only .010” 


et a EO 


CARBOLOY. 


CcEMENTEQ CARBItLOGOES 






*Carbides in 78 Series are all pre-honed. Carbides in the 300 series are available pre-honed, precision-ground, or 


" @ 


| : LIGHT-DUTY MACHINING 
} 


CONCLUSION: In this normal steel-cutting appli- 


cation, Carboloy 78B Grade is recommended. 


.- A a a 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


CARBOLOY® CEMENTED CARBIDES * MAN-MADE DIAMONDS «© MAGNETIC MATERIALS ¢ THERMISTORS « 


INDUSTRIAL DISTRIBUTION e DECEMBER, 


developed specifically for heavy-duty steel- 
cutting jobs. Look over the following exam- 
ples; then spell out the important story of 
grade differences for your customers as it 
applies to their specific operations. Take 
advantage of better profits through better 
tooling. Metallurgical Products Department 
of General Electric Company, 11133 E. 8 
Mile Street, Detroit 32, Michigan. 













This shows the chip removed 
by the 78B Grade insert with 





i, a 4" depth of cut 





Y 
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utility-ground. 


This is the chip 
removed by the 
370 Grade insert 
with a 34” depth 
of cut. 


TyTVT THVT PHT 
Aaa UL Ga Ld 





THYRITE® * VACUUM-MELTED ALLOYS 





13¢ 






Adjust to required 
height and correct 
backrest posture 





| 
Adjustable seat and backrest 
enable employes to position 
seating to their own individual 
requirements — provide the 
seating comfort necessary for 
greater benchwork efficiency. 
Strongly constructed of elec- 
tronically seam-welded steel 
tubing, firmly braced for solid 
rigidity. Self-leveling feet as- 
sure full floor contact. Large die- 
formed seat has recessed Ma- 
sonite panel for added comfort. 


| 
i 2 ee Constructed for Life-Long 
iy & a4 —J Durability — 
bi _ eA 4 : 
i ‘3 im 
et tS e 
& 


FIVE MODELS — to choose 


& = 
METAL PRODUCTS ® GREEN BAY © WISCONSIN 











] HEAVY WROUGHT BRASS HOSE 


i Stace 


1 Rigid ears remain parallel 
when tightened. Forms 
perfect nut lock. 


2 Strong ears permit tight- 
ening in vise for maximum 
clamping power. 


3 Tongue follows channel; 
makes secure 360° degree 
grip on hose. 


4 Flexible band permits 


Opening and closing many 
times. 





World's finest 
rustproof hose clamp 


B. SHERMAN 
MANUFACTURING CO. 





Write for 
BATTLE CREEK, MICHIGAN complete brass 
goods catalog. 
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SALES AIDS 
Starts on page 102 





BEARINGS-—Bunting Brass and 
Bronze Co., ‘Toledo 1, O.—Catalog 
on Cadco nvlon material for bear 
ings and related applications. Also 
covers solid rods, extruded tubes, 
tubular bars, pressure tubing and 
plate 

POWER SANDER-Skil  Corp., 
3033 Elston Ave., Chicago 30, I] 
Catalog sheet describes advertising 
materials for Skil’s Orbit Lin 


sander 


PRODUCTS—American Chain & 
Cable Co., Inc., 929 Connecticut 
\ve., Bndgeport 2, Conn.—Booklet 
listing all the products of the Amer 
can Chain & Cable Co., then 
divisions and sales offices 

VALVES—Walworth Co., 750 31d 


Ave.. N. ¥. 17, N. ¥.—Circular on 
d fittings Also 
lubricated plug valve literature kit 
ION ACCELERATORS High 


Voltage :ngineering Corp., Burling 


plastic valves at 


ton, Mass.—Vechnical bulletin d« 
scribes low cost neutron source for 
nuclear physics —_ teaching ind 
research 

MOLY PERMALLOY~—Alleghem 
Ludlum Steel Corp., Oliver Build 
ing, Pittsburgh 22, Pa.—Booklet en 
titled, “Allegheny Ludlum Moly 
Permallov’, gives background on 
allov for use in the electronic 
industrv. 

SIGHT GLASSES—Plant Engi 
neering Sales Dept., Corning Glass 
Works, Corning, N. Y.—Bulletin 
containing property data and in 
stallation information on Pyrex 
and Vvcor sight glasses used 
in ovens, furnaces, absorption 
columns, etc 

PAPER MILL EQUIPMEN' 

Sprout, Waldron & Co., Inc., 130 
Logan St., Muncv, Pa.—Bulletin on 
equipment available for the pulp 
and paper industry 

PRECISION ‘TOOLS—L. S. Star 
ett Co., Athol, Mass.—Brochure on 
Starrett program of sales and adver 
tising promotion and_ distributor 
relationships. 





WHAT TO DO 
Starts on page 92 


How The Case Turned Out 


\l did write to Sam and advised 


} } } 
iim to take the longest wav around: 
me wav or another to get a 
juainted with someone in the plant 


mn a social basis and then get this 


to imtroduce him, also so 
ially, to somebody in the depart 
ment where the sawing was donc 
Phen find out from this person what 
was going on and, if there was an\ 


trouble, go to work lcll him about 


vour experience and how youd like 
to help, naturally explaining vou 
ire. selling saw blades and ma 
hiner 

But Sam didn't find getting ac 
quainted with anvone in the plant 
too easy. In the meantime, he kept 
alling on the account. But he 


decided to change his tactics with 


] 
the buver and switched the empha 
1} 
sis of Ins calls to other items, with 
the objective of getting more of 
this business. Hlowever, on each ca 
] ) | 
he did inquire casually on how the 
plant was getting along with it 
ng operation. After three such ca 
: 
Sam. return¢ ind was surprised to 
+] } , oil + 4] 
1Ca i PB) 1 1¢ Va 1S 1¢ 
} ' ' | - 
Hall 1¢ Valli tC ) ( ICTC l 
TTOUDIC \ i} 11 Da | ss i 
] + 
vou 1¢@ picase drop l CK 1¢ 
ant supenntendent Lh uv 
itrodt San t the wp< vl) 
explaimed the ere having trot 
. ; +} ] } + } 
nectili gate ( ¢ 1 ¢ 
Cua 
Sam aske if thev ha CCK 
} ea Soe ee 
the machines 11 adn t Salm 
ae es i ee =e nd four 
IIS pC ead thie naCcChdIneS ANG OU 
1m Im poor condition, out ot 
| 
ind loose \s 1 result Dlac 
, , 
subject to undue VCal Lhe X 
plained what had Oo pe done 
ondition the machines. He a 
, ' 
idvised buving new machines t 
ssure meeting the yecihcat 
, 
ind to put the econdit l 
hines to work on less pre k 
) 1 ; 
ACSU he solid ) Da i 
, , 
us third of the 1d¢ u \ 
} } } 
Va oni nt the uvV¢ ld i CV 
roun I [ ! ipa f 


O70) Meoloh’'sameolam a <-)[-1est- 
with Tape that Protects! 





uford 


Use Shaterd’s 
SHURTAPE. 
FP-71 


Protective Tape 
on polished and finished 
surfaces 





Scratches, mars, or stains on polished and 
finished surfaces are costly causing rejec- 
PROTECT tions in your plant and a higher rate of cus- 

tomer returns. That’s why it pays to protect 

@ Steel—stainless, these surfaces from damage during fabrica- 

enameled, or lacquered tion, storage, and shipment with Shuford’s 
SHURTAPE F'P-71. 

This pressure-sensitive tape has a rubber- 
impregnated, white flat paper backing that 
combines strength with great flexibility. It 
conforms easily to flat or curved surfaces, 


@ Finished Furniture 


@ Aluminum—also anodized 
or allodized aluminum 


© Glass and Plexiglas adheres instantly, and strips clean, leaving no 
stain or deposit. Can be printed with distinc- 
@ Many plated surfaces tive marks for identification. 


Used during manufacture, FP-71 permits 
clean drilling or sawing without fouling tools. 
SHURTAPE FP-71 provides excellent protec- 
tion from abrasion, water, stains... it also 


@ Plastic surfaces with low 
migratory plasticizers 
such as polyester and 








polystyrene resists solvents and oils. Use it on all your 
© teed cles enlienn polished and finished surfaces .-. it’s a low- 
.. cost precaution that pays off! 









Write for full information to 





CLOTHES LINES « TWINES 


PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS « WEATHER STRIPPING 


COTTON & RAYON YARNS e« EXTRUDED PLASTICS 


World’s Largest Manufacturer of Cotton Cordage 
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BEST RECIPE 
ror a VISE 


SALES AND SERVICE 


——— 


SET-UP 








shown 


us 





«&) EXPERIENCE has 

that distributors our 
vises like our way of doing business 
We know that you wiil be of the same 


selling 


opinion once you are associated with 
MORGAN 

When your customers buy MORGAN 
VISES they are getting the kind of 
quality that means dependability 
through the years. It's the kind of 


quality you want to sell 


Every from 


request your customers is 
easily met because the line is com 
plete. You have a dependable source 
of supply 
An unconditional guarantee is be 


hind every sale you make. To assure 
MORGAN VISES reaching their destin- 
ation without damage we pack each 
vise specially constructed fibre 
board carton 


in a 


® We will gladly give you detailed 
information 


MORGAN VISE CO. 
108-112 N. Jefferson St. 
Chicago 6, Illinois 
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COST ACCOUNTING 


Starts on page 90 





cost analysis program 
Stecl 


progress 1n the 
ot 


Service 


three metal groups—the 
Institute, Alu 
Distributors of 
America and the Brass and Copper 
Warehouse 


highlights from reports on their ac 


Center the 


minum Association 


Association Here are 
complishments 

e One steel distributor has trebled 
his net return on assets in a period 
than 47 
ictions that a cost accounting study 
should take 
© Several companies are shooting 
to 
substantial 


months after taking 


ot le Ss 


indicated he 


» hd | 
> fe 


for return-on-assets goals of 


ind have made 


33> 4 


progress toward achieving them by 


means of cost efhciency improve 
ment 

eN\ore than 100 metals firms 
have started cost accounting pro] 
ts to measure return by salesmen 
ustomers and products 

he New York meeting of the 
metals groups was one of a scrics 
yf seminars conducted by Mr. Me 
Gann to review cost analvsis tech 
niques and show executives how to 
put cost accounting facts to us¢ \ 
study text is “Using Facts for 
Profit,” written for INpustRist Dts 
rripution by MeGann and = pub 
lished 1h} ID) S \I i\ 1960 ISSUC “You 
Can Determine Your Market Po 
tential by Walter Crowder, ID's 
editor-publisher (ID, Nov. 1957) 1s 


ilso used as source material 


Profit Goals Outlined 


Lhe 


uftors 


ipproach the metals distrib 


ir starts with definite 


using 
profit goals expressed in_ percentage 


return on assets \ company's ob 


jective to mcrease its net return on 


investment by, 


say, 20 points, from 
5 to 25'+, is spelled out im seg 
ments—6‘ improvement, for ex 


imple, to come from development 
ot 
uct-profit 


cost efficiency;” 4°¢ from prod 
improvement; S'« im 


provement, say, from increase im net 


by territories and customers; per 
haps 2‘« from lowering the asset 


1960 


base 


The percentages, of course, 
will vary between companies 
lhe work takes time, and inter 


mediate goals are set along the way 


hus, a distributor whose goal is 


20-25 percentage points of improve 


ment mav take four vears to reach 
it, at the rate of four to six points 
gain a veal 

So far, most cost-account firms 
have made good progress in the area 
of cost efhciencv—that is, improve 
ment in their net resulting directh 
from actions that reduce costs fol 
lowing a cost analysis studv. Com 


parative costs of non-competing 


companies have been especially use 


ful here, and \lcGann has worked 
with several groups of firms that 
turned their figures over to him to 


establish standard costs for specifi 
the 


cost in the group for the handling 


} 


functions—for exampl owest 





of one order by one person, or the 
lowest outside ca st per S100 of 
sales revenue 

Many firms are also progressing 
toward improved return by prod 
ucts, customers and salesmen. ‘This 
has been accomplished by action 
such as re-directing salesmen’s ef 
forts to better-profit customers and 
ines, substituting new products fo 
old. or increasing stock to reduce 
pick-up order charges 

Also the asset base has been im 
proved in firms where cither fixed 


issets were excessive (1.e., unneeded 


branches) or liquid assets unneces 


sarily large (as when too much time 
is involved in collecting the r 
ceivables 

What all this means in concrete 
benefits was graphically described 


by several metal firms’ top officers 
\ large 


iccounting program had saved 


} 
COS 


distributor said his 


him 


$20,000 in inside 


selling costs and 


to 
fifth of his material handling ove 


had enabled him cut about a 


head (‘Total cost of his analysis work 
was less than $6,000 annually 
Another 


“loss” customers but improved net 


firm dropped — 1,800 
profit and retained all but 6‘< of its 


former total volume (1960 as com 
pared to 1959 
Several companies reported that 


thev still had some distance to go to 


PRECISION BRAND 
, ARBOR 


pot SPACERS 
and SHIMS 









FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter 


WITH KEYWAY WITHOUT KEYWAY 
Please 
specify 
type 
desired 
when 
ordering 


Pa PRECISION STEEL 
WAREHOUSE, 


INC. 
DiviSton 
DOWNERS GROVE, ILLINO!S 


TEELGRI 


GEAR and WHEEL PULLERS 


MANUFACTURING 
421 MAPLE AVE 











FOR 
OVERHAUL 
AND a 
REPAIR 


le -osts, high 
replacement costs and 
emphasis onproper 


High labor cost 
maintenance are mul 






2or3 arm 
tiplying the demand ean hin Pullers 
for gear, wheel and 
bearing pullers. The i: 
STEELGRIP Gear < 


and Whee! Puller Line = 
offers industrial and 
automotive distrib 


utors an Opportunity 
to turn this demand 
into profit. pro- 
vides, correctly de- 
signed, safe and strong 
standard and special , 
pullers in over 100 
sizes and types. 











Push- 
Pullers 


Write for 
Catalog and Prices 


ARMSTRONG-BRAY & CO. 


Bearing 
Separators 


5356 Northwest Highway «+ Chicago 30, lil. 
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reach their goals. But all felt they 
had definitely passed a_ turning 
point, and profit declines had either 
been halted or net return was al 
readv starting to climb 

Numerous cases were brought to 
hght to illustrate corrective actions 
after cost analysis. For example 

ein a company where pick-up 
sales registered a 15‘« net loss across 
the board, it was discovered that 
80% of the pick-ups were in two 
lines. Salesmen were directed to 
stress more of the stock items in 
these lines, and pickups dropped 
from 2° of total company sales to 
less than one-half of one percent 
\lso, by a change in the wav pick 
up orders were handled at the load 
ing dock, the loss on remaining 


pickups was considerably reduced 


ein a company where one cus 
tomer was responsible for a net loss 
ot $252 for every $1,000 of his ordet 


revealed that nothing 


volume, it was 


was wrong with either gross profit o1 
value per order or item line Llow 
ever, gross margin vield per dollar 
of salesmen’s ill cost was $3.85 
ompared to a standard vield (in 
omparativ« NN panies f SI 

Ihe Saicsinan lilny on th« us 
tomer was directed to reduce his 
ills, and the customer loss wa 
turned into a profit without redu 
tion in sales volume 


Next Project: Standards 
Next on 


iwenda S da 


the metals 
project 
ich dist 
ost efhcienc 


Vict 


consultant, will, treat 


fTroups 
involving sev 
to 1m 
ot 
ost 
branch 


ributors 
for 


lili, das 


eral multi-brat 
prove a varicty 
functions gtoup 
each 
aS a separatc 


enterprise, to compare 


performance. He will adjust costs 
up or down according to regional 
pay scales (after figures are sub 
mitted confidentially and each 
company and branch will be given 


standard costs” as goals 


School for Managers on Costs 


Last month in Chicago, distribu 


tors from the plumbing and _ heat 


ing distribution industry attended 


classes for a week on financial man 


agement and planning. Organized 


by the Central Supply Association 


1960 





how would you 
LENGTHEN 















this shoulder 
screw ? 


DE-STA-CO 
LENGTHENING 
SHIMS screw on 
threads, won't 
drop off and 

be lost 

Made of spring 
steel, will 

not mushroom 
or break. 


INCREASE YOUR 
PROFITS WITH 


DETROIT STAMPING COMPANY 


350 M!IOLAND AVENUE ESI 


OeETROIT Ss MICHIGAN 





ASK FOR PRICES 
AND LITERATURE 














how 
would you 


SHORTEN 


this 
shoulder 
screw ? 


DE-STA-CO 
SHORTENING 
SHIMS fit snug 
around shank, 
lie flat and 
true on head. 
Replace costly, 
hand-made 
washers. 
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EASIER TO USE . 
EASIER TO SELL! 













GLE or 
off-line | 
DRILLING | 


The new Commander Type ‘A’ Multi-Angle Drill Unit 
enables the user to handle angle or off-line drilling 
jobs quickly, easily and economically. The unit ts 
designed to permit quick attachment to a flexible 
shaft or an electric motor power source. A two-way 
cylinder is incorporated to provide spindle feed and 
return 


Small size and long stroke (4’’) make the Type “A 


Multi-Angle Drill Unit ideal for a wide variety of 
production drilling set-ups 


Here is a new Commander Production Tool that not 
only offers multiple advantages to the user, but 
also many selling opportunities for the Distributor 


Commander MFG. CO. 


8 WEST KINZIE STREET * CHICAGO 24 








LLINOIS 


q 0 


STARTS WITH 
mre THIS SPOOL! 











after 


years 


( FLUX qi LD cone aan 

Souter Y “KESTER 

: SOLDER 
SEB 


Distributors “in the know” 
are well aware of the reasons 
why Kester SOLDER enjoys 
such widespread industrial 
acceptance ... which is why 
so many of them sell it. Be- 
sides strong sales turnaver 
advantages, it offers greater 
profit potential. “Smart” 
thinking? Smarter selling... 
with Kester! 


FIND OUT WHAT'S doing with Kester distributors. Do it today! 


KESTER SOLDER COMPANY 


4214 Wrightwood Avenue * Chicago 39, Illinwis 


Newark 5, New Jersey * Anaheim, California + Brantford, Ontario Canado 


Over 60 Years’ Experience in Solder and Flux Manufacturing 
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the course, known as the “Profit 
Planning Institute.” stressed prod 
uct line profitability measurement 
iS a major cost-control technique, 
along with flexible budgeting and 
cash flow projection 

his, lke the programs being 
ictively promoted by industnal and 
metals distributors, is designed to 
help distributors halt profit slides 
by getting firm control of costs. As 
more and more distributors in_ all 
segments of the industry are now 
realizing, no concerted attack on 
costs can do much good unless a 
management first finds out wherc 
its costs come from. “Vhis is funda 
mental,” said an industnal distribu 
tor who is sold on cost accounting 
“If we won't spend a dollar to find 
out what is causing hundred-dollat 
losses, then | doubt that we have 
much hope of carning profits when 


markets get even more competitive 


More on Cost Accounting 


These articles on techniques 
ind uses of distribution cost 
iccounting are available as re 
prints from ID 
e “Distribution Cost Accounting 
for Net Profits (the “Norton 
Plan July 1957 
@ Cost Accounting tor Customer 
Profitability Gates \Ilethod’ 
June 1959 
¢ Simplified Operating Statement 
Cost Analvsis SOSCA Neth 
od J if 195 
@Using Facts for Profit \] 
Gann Nethod’). Nlav 196! 


“- De 
Neh sh A = > 
/k r 

i MA | 


‘Mes ial) 


SS 
; 
“ies ies 
UE ue 
= 


There! That'll take care of any 
further imterruptions Now, as | 
Was saving 





NEWS 


(Starts on page |04 





Norris B. Green 


Republic Appoints Green 


Southwest District Manager 


Norris B. Gree Vas appointe 
Southwest district manager of KR 
public Rubber Divisio Lee 
ber & lire Corp 

According to J. A. MaclIntire, Ji 


Republic's general sales 
\Ir. Green will 


1] ine 7 : 
in Houston, and will direct opera 


Wanda gel 


have he idqu irt¢ 


tions of field representatives in the 


Southwest trading area from that 
point 

Mr. Green was formerly with 
Goodall Rubber Co., Dixon Valv« 


& Coupling and Thermoid Di 


Roy Shoemaker Celebrates 
25 Years At Pratt-Gilbert 


Rov Shoemaker, sales representa 


tive in the ‘Tucson and southern 


Arizona territory for Pratt-Gilbert, 


Phoenix, Arizona, celebrated his 
25th vear with the firm 

Elbert Gilbert president rf 
Pratt-Gilbert, presented a wrist 
vatch to Mr. Shoemaker on h in 

ersa 

Starting i 1025 n the { 
warehouse Mir. Shoemaker 
trom there to the office and stock 


lesk. In 1946 he assumed hi 


ent role in ‘Tucson 





Chances are you are carrying 
in stock thousands of products 
produced by hundreds of com- 
panies. Did you ever ask your 
self, “why am I carrying this 
particular product?” If you have, 
perhaps the answer was “‘great 
demand” or “best of its kind’”’ 
or “good service.’’ There are a 
lot of good reasons. 

But we think there may be 
some reasons you haven't seri- 
ously considered . . . reasons why 
having Edward valves in your 
inventory makes good sense. 

EDWARD VALVES, INC., 
has been, for over 50 years, a 
pioneer in the research and de- 
velopment of forged and cast 
steel valves from \% to 18 in. for 
high-pressure services in many 
industries. At our research center 
in East Chicago (see illustration 
above) are assembled more skilled 
technicians and research tools 
than in any other laboratory in 
the world devoted exclusively to 
cast and forged steel valve re- 
search. From this laboratory has 
come a consistent stream of valve 
pioneering developments to make 


Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 
Edward Va/ves, Inc. 





working parts last longer, to 
make safer, tighter closing, easier 
This kind of 


consistent research and develop- 


operating valves 


ment makes for leadership. And 
leadership makes for a_ better 
product and increased sales. 

WHAT EDWARD RE- 
SEARCH MEANS TO YOU: 
When you carry a complete stock 
of Edward cast and forged steel 
valves you are taking advantage 
of the leadership and pioneering 
research for which Edward Valves 
is known throughout industry... 
a reputation that means more 
valve sales for you. This is just 
one of many good reasons why you 
should make Edward Valves the 
leader in your line too. 

Edward builds a complete line 
of forged and cast steel valves 
10,000 lb. in 
pressure-seal, bolted, union or 
welded bonnet construction from 
1¢ to 18 in. for power, petroleum, 
marine and technological serv- 
ices. Edward Valves, Inc., 1222 
West 145th Street, East Chicago, 
Indiana. Subsidiary of Rockwell 
Manufacturing Company. 


for pressures to 








One of a series of informal reports to major industrial distributors 


Sponsored by 


Edward Valves, Inc. . 


East Chicago, Indiana 


Subsidiary of Rockwell Manufacturing Company 
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HARRISBURG 
FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 

black lacquer. Be sure you 

make it Harrisburg when you 
, want flanges. 


> 


More than a Century (al) in Harrisburg 18, Po 
HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 


—_ ) 





COUPLINGS 






TRANSPORTS 
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Oakland Distributor Draws Crowd Of 900 At Show 


| OPTICAL EQUIPMENT and packaging 


More than 900 visitors attended | 
the two-day industrial tool show 
sponsored by Mechanics ‘Tool & 
Supply Co., Oakland, Calif Ihe 


show was held to celebrate the move 


nto new quarters at 33 Tlegen 


berger Court, earlier this vear 


] 


Forty working exhibits fill 


* 


ae 


pa 


Rin v 
v _ 
s 
1. 


a 
= 
* 


me 
es 





THE FC 


IRTY EXHIBITS rlowed 
lt d \\ 


Rockwell Appoints Dvoracek 
To Midwest Region 


James Dvoracek Vas appoint 


\lidwestern regional manager f 
the Meter & Valve division, Rock 
well Mig. Co 

\ir. Dvoracek joined Rockwell im 
1956. Prior to that he was with 
Climax Controls Division, Black 
Sivalls & Bryson, Inc 


labeling 


1960 





of the show 


quipment wer features 


onto the 

Newl 
icquired lines were shown for the 
first 


in displavs on optical ind packag 


premises and overflowed 


firm’s adjoiming parking lot 


time. Great interest was shown 


ing labeling 
Door 


visitors were tré 


equipment 


prizes were aw irded. and 


ited to dinner 







Birmingham Firm Begins 


Constructing New Quarters 


Industrial St pprues Inc., Birming 
ham. Alabama. began constructio 
of a new ofhce and warehouse at 
1200 Th Ave., North 

Industrial Supplies will rent the 


$75,000, 14,000 sq. ft facility on a 
long-term lease. Both office and 
warehouse will be air-conditioned 





William R. Bergstrom 


Bergstrom Appointed 


By Kilsby-Tubesupply 
William R. Bergstrom w 
pointed to the Southern Calito 
Division sales department of Ki 

lubesupply, Los Angel 

He comes to Kailsbvy after te 
on the sale taft of Western N 
Mfg. Co 


Glen Harris Joins 


Industrial Supplies, Inc. 


Glen Harris has joined Indust 
Supplies, Inc., Memphis, 
travel Mississippi 

He was formerly with 
worth Co., Memphis 


Industrial Supplies ha 


salesmen in the past vear 1 


I 
pansion prog! im 


180~ 
160+ 1959 


140-4 


120 1960 


80 








industrial 


distributors! 


Not only a Catalog...a 
Reference Book that 
illustrates the World’s 
Largest Line of Precision 
Ground, Solid Carbide 
Tools and Burs and gives 
complete engineering in- 
formation on specifying 
and using these superior 
tools. 





Send for your copy of the 
Atrax ‘‘Standard Refer- 
ence” on Solid Carbide 
Tooling. It’s packed full 
of information to help 
industrial Distributors 
sell and make it EASY 
for customers with tool- 
ing problems to buy! 


COMPANY 


240 Day Street, Newington, Connecticut 
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YOU WIN FRIENDS 


when you sell the best hose and duct | 


silt, FLEXAUST HOSE 


“n 3 











| 
for dust collection, fume control, | 


Wi 
air and material handling 








LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 1%" to 36” i.d. 





Easy to install — no preliminary : 
layouts or special tools required. ae i. eee 


W. A. Tayloe Appoints 





FLEXAUST hose and PORTOVENT ducts are made | Charles Barnes As Manager 

strong and versatile to satisfy a wide variety of conditions in . 

dust collection, fume control, air and materials handling. Charles W. Barnes was appointed 

Since 1938, Flexaust distributors have benefited from thou- | manager of Houston area sales tor 

36 3 Nes > * ¢ > >. 22 inatalla. | . 

sands of repe at orders. For durable, trouble free installa 1 ow \ l'avloe Co.. Dallas Ihe 

tions, which please present customers and gain new ones, | ¢ 

there is no substitute for these quality products. | firm is a distributor of materials 
; | ’ , + 

Send today for free technical, application and price bulletins handling ee 


In his new position, Mr. Barnes 


THE FLEXAUST COMPANY | will cover the Hlousten-Beaumont 
Dept. ID 100 PARK AVE., N.Y. 17, N.Y. Port Arthur area. He was formerly 
= ee —— area geologist for Pan American 


Petroleum Corp 





NOW! — 











r Margeson Appointed Manager 
STOCK STAMPED r By American Drill Bushing 
OCKETS C John D. Margeson was appointed 
SPR ¢ Southern manager for American 
¢ | Drill Bushing Co 
76 Sizes \ | Mr. Margeson was formerly asso 
< | ciated with Yale & ‘Towne Mg. Co., 
: . wee 
Immediate Delivery » | as its Southern representative 
/ | 
O.E.M. Sales are easy for you to get with ‘5 | 
these quality sprockets that are competi ’ 
tively priced and you make a good profit . b 
on liberal discount & 
Special sprockets, special holes, hub & 
type and others can also bé obtained at ee 4 
competitive prices with fast delivery at wo 


\ For A.S.&. No.’s. 35, 40 & 41 chains 
From many materials 
Small lot and production runs 
Stamping principles and stock tools permit many modifications 


Special sizes tooled and run at surprisingly low cost 


Moke Extro DAYTON ROGERS 
PROFITS ANanu actwiing Company 


on sprocket sales 





you haven't been 
able to get before 





MINNEAPOLIS 7H, MINNESOTA John D. 


Margeson 
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a 


Edward W. Vahlbusch 





Abrasive & Supply Appoints LAlie \ ll 
Vahlbusch Sales Engineer Bi il 
ul * 

Edward W. Vahlbusch was ip 

pointed a sales engineer for Abra | 

sive & Supph Co., Detroit, Mich 

Yan 
He has had more than 13 vears 

experience representing indust 

equipment manutract 

Detroit area 





WORM DRIVE HOSE CLAMP 


Grobet File Opens 


Los Angeles Warehouse HUNDREDS OF USES 
| " Grobet File Co. op | MAKE AERO-SEAL HOSE CLAMPS 
varchousing facility at 3314 Fruit 
ee : * sae Anmcies 58. Cali BEST SELLERS AND PROFIT MAKERS 
: me ss eee Throughout industry there are literally hundreds of uses for 
the Alhed ‘Tool & A S AERO-SEAL, the original precision’ worm drive clamps. AERO- 
( \ccording ( Kile ( SEALS are superior in construction and more ruggedly built. 
the warehouse will can nplete Once tightened, they will never shake loose or snap open. 
tl ee oe Thousands use them for building maintenance, in chemical 
ne a jt Page : processing plants, heating and ventilating equipment, petro- 
ervice the territory more cfh leum plants, plastic pipe installations, on boats, trucks and 
through lead tria t tractors and as component parts in appliances and all kinds 
ti in the 


iT : of machinery. 302-18-8 stainless steel bands and housings. 
P AERO-SEALS are best made, best advertised, best known, 
» > most trusted. Complete range of sizes from 7/16” up. 


National Screw Opens peg Quick attach Jet or Regular—same price. 










St. Louis Office 
National Screw & Mfg. | hay. 
pened a St. Louis, Mo Ter] POPULAR 
fice at 1146 Kortwrght A 7} JUNIOR 
r) tine RRS ASSORTMENT 
MASTER ASSORTMENT 
- | NI. Peake ALSO AVAILABLE 
St. | | west \l 
HW BREEZE CORPORATIONS, INC. 
{ 1] ts ( 700 Liberty Avense, Union, New Jersey Cable Address: Breeze, Union, N. J. 
I] Na S 
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These Economy Products 
are purchased every day 


—through Distributors 


Let your salesmen get their share— 
Priced right —nationally advertised 





SHOPLIFTER new Mark Il model 
The original lifter of its type and first 
choice with users for over 20 years... 
full 750 |b. working capacity. New low 
price of $195.00 f.o.b. Chicago, includes 
complete safety features. Several other 
models available. 


ELEVATING 
TABLES 


Ci mee 
A most useful tool a 2 
in any shop as adie & 


handler, constant . ~ 
j 
oe 


height table, load 

leveler, or portable 

work table. Ask for 

bulletin ET-245. 

Price $245.00. 

SHOVE-L TRUCKS 

A really different broad 
blade truck designed 
for all-purpose use. Six 
models with choice of 

wheel size in both metal 

and rubber. Priced from 

$34.00. 






DRUM TRUCKS 


For all 30 gallon and 
55 gallon metal drums. 
Available with natural 
rubber or neoprene 
tread wheels. Priced 
from $64.00. 


RED ROCKER BARREL STANDS 


Everybody needs them! Safe 
and easy one-man draining 
of 55 gallon drums. 18” and 
24” drain heights .. . with 
and without wheels. 





Write for catalog and dealers discounts! 


Iigcnoscw 
Pr SUITE ELLOS 


Chicago 24, lil. 
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4532 W. Lake St. 


rose 


PAST: ‘Tay-Pik« 
center of picture 


Co on 
Horses 


“Whiskey 





PRESENT maim headquarters, warch 


j of Catt 1 


he 


of Califormia, recently 


to Southern California 


Row 


ind uupaved streets were the order 


industry 





2 t 


Republic Supply Company 
celebrated a | 
half century of growth and service 





Republic Celebrates Half Century Of Growth 


a 
“= — 

~ ": 

. a. - 
=~ ~> 


, Which later became Republic Supply is in 


of the dav, in 1910 





ind Metals D f R } Supply ¢ 
In addition to the industrialists 
the luncheon was attended by a 
delegation of Coalinga, California 
residents who were living in_ that 
city in 1910 when P.M. Pike 


l'wo hundred business and indus 


trv leaders met at a luncheon honor 


ing the 50th anniversary of the firm 


and its founder, P. MM 
man of the board 
compan 


\t 


the 


uncheon, sponsored 


Pike, chan 


who founded the 


by 


the Los Angeles Chamber of Com 


mcree, 
Achievement 
of 

the 


Business 
outstanding 
ot 


ognition 
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ms to progress the 


munity 
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Republic received a special 
Award im rec 
contribu 


Com 


1960 


opened his first store there 


Republic Supply sprung from a 


one-store operation known as_ the 
l'av-Pike Co., founded in 1910 in 
Coalinga, Calif 

This first ‘Tav-Pike store had a 
ten-foot frontage on W hiskev 
Row Its wares were oil well 


up 
SU] 


plies and pipe, and its customers the 


booming oil field of California's oil 
rush davs \ second store was 
opened in ‘Vaft, Calif., the next veat 
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Men of the S&GF Distributor Advisory Council 
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“The sky's the limit to opportunity and ex- 
pansion in Dallas,’’ says Arch Roper, who 
has built a thriving bearing business here 
since World War Il. 


How a bearing business and a city boomed together 


Begin with t year 1946, when Dallas was welcoming her 
veterans home from World War Il. Among them: Arch and 
Jack Roper, not related but Air Force buddies who had 


f 


often talked about going into business for themselves 
knew Dallas. And they reckoned that Dallas in 

dustry would grow. So, on a shoestring, they opened with a 
line of transmission equipment and a plan to make their 
business grow, too 

The plan worked Dallas is a major industrial 
distribution center and Bearing, Chain & Supply Company 
does about 30 times the business it did in ‘46. It employs 19 
people instead of $ and services the eastern half of Texas 
from Dallas and Tyler 

Behind the Roper plan was a philosophy. In 
vw“ rds 


They 


I oday 


modern branches in 
Arch’s own 
We figured it was time the distributor matured with 


industry. Our first step was to convince Customers we were 


ae 


specialists who could help solve vital bearing problems. We 
proved that we were keenly aware of the high cost of down 
time, and that we were staffed and stocked 100°. to 
immediate service.’ 

What's ahead for this fast-moving outfit? “We'll continue 
to develop with the area,” Arch Roper says. “Because we're 
recognized as important partners to its progress. In fact, we 
are in the midst of planning a new building in Dallas which 
wiil be about two and a half times the size of our present 
location which we built in 1953 and have now outgrown.” 

Arch is a past president of the Association of Bearing Spe- 
cialists. He's also a member of the S&F Distributor Ad- 
visory Council, representing than 350 distributors— 
where SOS and the distributors jointly solve mutual prob- 


ems and develop new ways to 


TIVE 


more 


serve America’s industries 
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PIONEERS, Jacob Zwang, P. M. Pik 
founder and chairman of t ird of R 
public Supply, William | ind Robert 
¢ k, meet at Rep th anniversat 


In 1917, Mr. Pike purchased the 
entire interest of ‘l’ay-Pike Co. Late 
in 1919, the name of the firm was 
changed to The Republic Supply 
Company of Califormia 

Since its initial growth in the oil 
Republic branched out 
into supplying aviation and missile 


industry, 


fabricators, 
municipal and private utilities, min 


manufacturers, metal 
ing, food processing, transportation 
and machine shops 

In 1959, the company acquired 
Perry Kilsby, Inc., Los Angeles an 
lubesupply, Inc., Seatt 


Johnson Bronze Promotes 


John J. Brice 


John J. Bri romote 
¢ presid¢ } yh 
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GOING BIG-—CUA! | rhAS | 


“LOWEST 

SALES Cost” 
“Customers Sell th 
Selves right out = 
the Sprayon Catalog.” 
—Midwest distributor.* 





















LOVE IT’ 
“pitting close to 
$3,000 volume on 
the Sprayon line: 
—west Coast 
distributor. 


“LOVE THAT 
JET-PAK” 


“The self-powered 
Spray gunisa 
natural. They 
make their own 
aerosols with 
any liquid.” 
—New England 
distributor.* 


*Nome on request 











FULL LINE - SINGLE SOURCE Distributors across th 


nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry, from wire 
rope lubricant to blue layout fluid...47 different maintenance and production aids 
in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines Made 
by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols 
for Industry are distributed on a selective basis through industrial distributors 
only. Call today for your Sprayon representative. Industrial Supply Division, 
Sprayon Products, Inc., 2075 East 65th Street, Cleveland 3, Ohio. 
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COFFING HOISTS 
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| EFFICIENT 
LIFTING! 


IT’S EASY to raise or lower loads 
while pulling a trolley mounted 
Coffing Quik-Lift Electric Hoist. 
The pistol-grip control station 
and the combination strain cable 
and control cord makes this pos- 
sible. The light but strong alumi- 
num housing provides ease of 
portability. Changing voltages, 
limit switch, type of suspension 
or chain is quick because the 
housing is in sections. 
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FOR SAFETY the control station is made of non- 
conducting plastic in which the voltage is reduced 
to 115 volts and the push-buttons are interlocked. 
The V-type brake which provides maximum brak- 
ing surface and positive control of loads is another 
safety measure. 


FOR EFFICIENCY this hoist has been designed 
to bring heavy-duty performance plus durability 
to the portable hoist field. It will pay you to 
specify Coffing Quik-Lift. Twenty models—ca- 
pacities range from 4 to 2 tons. Ask our repre- 
a sentative for details or write for Bulletin ADH-65. 


eS A ee ee ee eee 


DUFF-NORTON COMPANY 
Four Gateway Center - Pittsburgh 22, Pa. 


COFFING HOISTS DUFF-NORTON JACKS 


Ratchet Lever °« Air FF-NORTON Ratchet * Screw 


Hand Chain * Electric ~~” Hydraulic * Worm Gear 
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Mize Supply Co. Celebrates 
25th Anniversary 


The Mize Supply Co., Waynes 
boro, Va., celebrated the 25th an 
niversary of its founding recentlv. 

Lloyd B. Mize, the present gen- 
eral manager, established the com 
pany at 326 Ohio Street, in Waynes 
boro. 

In 1935, Mr. Mize had one as 
sistant, Elston Cook, who helped 
him serve a few customers, with a 
small inventory. ‘Today, according 
to the firm, there is a staff of 22, 
with a stock of more than ten thou 
sand sizes, and types of tools, equip 
ment and supplies 

In 1941, a new building was erec 
ted. In 1951, an adjoining ware 
house was added, and in 1955, the 
firm expanded into the plumbing 
and heating ficld. This vear the 
firm modernized its office space 


Steinman Opens Branch 
In Shamokin, Pa. 


Steinman Hardware Co., Lan 
caster, Pa., opened a branch ware 
house and regional sales office in 
Shamokin, Pa., according to J 
Robert Moore, president. 

The branch at 401 N. Franklin 
street is manned by personnel for- 
merly in the wholesale portion of 
W. C. Hack & Son, of Shamokin. 
Four salesmen will operate out of 
this office 

It will be partially stocked with 
basic items for immediate pickup 
by customers. In addition the 
Shamokin office will contain direct 
['WX wire service to the Lancaster 
office. 

Robert Rhoades, with W. C 
Hack for 30 vears, will be in charge 
of operations at this branch. Wil 
liam C. Barrett, also a former Hack 
employee, will head sales. 


Branch Manager Reassigned 


J. B. Nicholson was appointed 
branch manager of the Boston 
branch, Nationa! Electric Division, 
H. K. Porter Company, Inc. He 
was formerly manager of the Tampa, 
Florida branch. 
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| WHERE 
_ TIGHTNESS 
IS VITAL 


No substitute has ever been found for a 











quality, properly engineered helical spring 








: lock washer. No other device has ever been 
| found to combat looseness in bolted assemblies caused 
i by thread wear, metal stress: or bolt elongation. Yet, an 
improperly fitted helical spring washer is little better 
than none at all. That is why, when you specify spring 
i washers, you should be sure you are getting the particular 
4 size and type which will do the best job for you. To be 
4 sure, consult the Eaton-Reliance spring washer specialist 
' whose business is helping you choose the right washer 
: to do the job, Eaton-Reliance offers a full range of sizes 
and types for every application—and engineering service 
for every problem, Write for our special Spring Lock 
Washer Engineering Bulletin. 


S@22Qe262Q 


RELIANCE DIVISION 
MANUFACTURING COMPANY 
550 CHARLES AVENUE . MASSILLON, OHIO 


SALES OFFICES New York °* Cleveland * Detroit * Ch 











cago * St. Lovis * San Francisco * Los Angeles 


PRODUCTS: Engine Valves Tappets Hydraulic Valve Lifters Valve Seat Inserts * Jet Engine Parts * Hydraulic Pumps 


Truck and Trailer Axles Truck Transmissions Permanent Mold Iron Castings Automotive Heaters and Air Conditioners 
Fastening Devices Cold Drawn Steel Stampings Forgings Leaf and Coil Springs * Dynamatic Drives and Brakes 
Powdered Metal Parts Gears Variable Speed Drives * Speed Reducers Differentials * Centralized Lubrication Systems 
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| GRIPS ANY 


MATERIAL FROM 
0” to ¥% THICK 


i 
 — 
(Sy 
Amazing blind fastener with threads 
has unlimited uses for maintenance and 
in original equipment manufacturing. 
Grips any material up to ¥%” thick 
and needs only ¥%” expansion space. 
Made of steel, cadmium plated, or 


brass with 5/32, 8/32, 10/32, 10/24, 


12/24 and %'—20 thread sizes. 


MOLLY JACK NUT IS EASY TO INSTALL 


1 =] 2 | 3 





Insert Jack Nut Run in screw to Jack Nut now is 
into hole. Needs collapse spider installed and 
only \%" expan- anchor backing feady to receive 
SION space. by exerting pull attachment 


on threads. screw. 
SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 
h 


LY cone. 
230Y N. 5th St, Reading, Pa. 
























ALL » RECOGNIZED SBRON? 
> BEARING ALLOYS 
‘: Pa ee 


Muses ape 
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Customer Clinics Held At At Riechman Crosby Hays 


CARBORUNDUM 












. eo 
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CUSTOMER CLINIC meetings on abrasive products wer 
| I ivs Co 


ntly by Th 


irborundum (¢ 


held rece 
with the help and participation of The ¢ 


man Crosby 


lhe Reichman, Crosby Hays Co., 


recently 


be of particular interest to his trade 
held a | or RCH _ reports 


meetings Prosser, 


l‘enn., industry, 


\lemphis, 


series of customer clini Harry Carborundum’s 


on abrasive products with, the help | director of sales conducted 


of The C 
Meetings were held each evening 


training, 


arborundum Co. the meetings with the assistance of 
Bonded Division 
Joc Saber, 


Harold 





Carborundum’s 
for 


meetings 


four consecutive davs. Two | emplovees (1 to dis 


were devoted to bonded | trict engineer; Jorgensen, 


abrasives and two to coated abra- | sales training manager, Bill Crocker 
S1VeS Advance notice was given | district sales manager and Rex Rvan 
egarding the tvpe of abrasive prod | sales representative 

ucts to be presented at cach mect One hundred eighty-five persons 


enrolled during the four 


gram in Ni 


the individual 


linic session that would | pro 


Ing enabled 


Ihis 


tO ( hoos¢ i 


WTC 


mphis 





GLOBE RUBBER WORKS, INC., f 
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Lloyd C. Graham 


Devcon Appoints Graham 
To Western States Area 


Llovd C. Graham was appo nted 


regional sales manager of the eleven 
We ern stat« I Dx ( ( ) 
He replaces R hard L. R ere 
who was appointed regi i] 
nanag for the East 
Mir. Graham v be res] b1¢ 
t Lid ra 1) product 
ime John Wood Portable Heaters 
1 heavy marine markets 
| \\ ese & ist ) i 
t t S. K. Lect te ¢ \I 
CQ) m will work with distributot Your sales will soar with John Wood Portable 
ylal iill WOLK ! Gils WU ) 
: 3 ; Heaters! Thfee models solve most temporary oO! 
ibove markets and offer tech emergency heating problems, provide comfortable 
issistance to major industrial working conditions in the coldest weather. Their 
Ri sturdy construction will withstand the roughest treat- 
hes ment. John Wood’s exclusive combustion chamber 
eliminates smoke, odor and visible flame...delivers 
—_ | S k instant heat anywhere! Incorporates a clean shutoff 
Union Hardware Stoc valve. These Portable Heaters... backed by John 
Acquired bv Morehart Wood’s 90 years in the field of combustion engi- 
. neering... mean big profits for you. 
| ipital stock of Union Hard 
ware & Metal Co., Los Angeles 
1 7 | 
dustrial supplies and wholesale 
hardware firm, was purchased by 





John Mi. Morehart, a Southern 
California business man 


Mir. Morehart is chairman of the 





board of Pacific Ocean Park, a Los 
a] Sas MODEL PH 80 MODEL PH 120 MODEL PH 350 
\ngeles amusement cent Delivers 80,000 BTU’s; 120,000 BTU's per Heavy construction unit 
operatesfor20hourson hour. Handsome, for peak heating d 
one tank of fuel; pro- sturdy, well balanced mand...delivers 350,000 
‘ e les the best features deluxe unit is ideal for BIU'’s per hour. Rolls 
Gus \ accaro Joins of portable heating! all installations easily on large wheels 
Dabney-Hoover PE OE a ee I ee 
( \ , . 2) _—— ene John Wood Portable Heater Dealer Plan! Write 
’ i i 
HH r Supply ( \lemph ‘ 
: », 
Mr. Vaccar : . _ Heater and Tank Division 
Pidgeon- Lhoma It ( Conshohocken, Pennsyivania—Chicago, Illinois 
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e REED MACHINISTS’ VISES last a long, long 
time. The few seconds saved by Reed's easier, 
faster, no-play action are significant in a single 
work week... substantial throughout the long, 
useful life of the vise. Further, good workmen 
like good tools ... do better work with them. 


REED MANUFACTURING COMPANY 
PENNSYLVANIA «© U.S.A. 


| ae - 





156 


Yes, a vise is a vise. But Reed Machinists’ 
Vises are befter .. . with differences that lower 
labor costs for your customers and build good 
will for you. It pays to sell quality! 





DISTRIBUTOR 
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R. B. Hazard 
Hazard Elected Director 
By Raybestos-Manhattan 


R. B. Hazard, vice president and 
sales manager rubber and packings 
Ravbestos-Manhattan, In was 
elected director of the corporatiol 
at the directors meeting 

Mr. Hazard started with Raybes 
tos-Manhattan as a sales representa 
tive in Minneapolis, in 1945. He 
was appointed vice president and 
sales manager of rubber and _ pack ' 


ngs in 1956 


Thermoid Appoints Lowrey 
Assistant Sales Manager 


\. M. Lowrey was pt ited t 
issistant industrial sales manag 
Vhermoid Division, H. k. Port 
Company, Inc. He was formerh 
Eastern regional sales manager 

In his new post he will be 
sponsible for the marketing and 


sales of industrial rubber products 

Mr. Lowrey joined the Quaker 
Rubber Co. in 1941, prior to its in 
corporation into H. K. Porter. He 
was promoted to Philadelphia dis 
trict manager in 1950 and in 1959 


became Eastern regional manager. ' 


Pollock Elected 


Stewart W. Pollock. of Ravmac | 
Division, Dexco Corp.. was elected 
president of the Solid Carbide Tool 
Institute, for the 1960-61 vear 
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socket screw 
products 











Winton A. Vagedes 


Norton Promotes Vagedes To 
Cleveland District Manager 
Winton A. Vagedes was ap 
pointed Cleveland district managet 
of Norton Co.’s abrasive division 





He succeeds Cheever H. Ely who 
was selected for a special assignment 
in the New England district 
Mr. \ agedes who Jol Ica Norton 
in 1953, was former vith C. W 
Marwedel, San Francis 
Jack M. Esten, formerly abrasive 
engineer in Philadelphia. was named (We'll imprint your Company name 
is deme Whi Viel Wine and address in this space) 


Jersey. Mr. Esten will be succeeded 
‘ 
by Karl E. Krogstad, formerly a Sa ~ 


field engineer in Philadelphia 


dolacteom Fletea ke en | LOIS Salesmaker works hard 
\ndrew B. Holstom, vice pes | for you...costs you nothing! 


dent of The Norton Ce vas elect 


ed a senior boat member for a The new ALLEN Catalog—G60 Selector Chart, listing 1457 
three vear term bv t National -has been completely revised to STANDARD STOCK ALLEN 
Industrial Conferen Board make it more useful to your cus- PRODUCTS. Throughout the 
tomers, prospects—and to you! book, your customers and pro- 
This compact book gives com-_ spects will find convincing evi- 
Leschen Appoints Engle plete information on Allen and dence that Allen Socket Screw 
Allen products. It has been ar- Products will save on assembly 
To Southeast District ranged to give youany andevery costs—and will stay tighter, 
Warren Engle was appointed dis ae ae yore longer: Le ae ee 
‘ ‘ sion standards If you haven’t a copy, write 
trict manager of the Southeastern are easy to read, and are keyed to our Advertising Department. 
district of Leschen Wire Rope Di to big, clear blue print drawings. We'll send a copy promptly, and 
vision, H. K. Porter Company, Inc There are many suggested appli- we'll include further informa- 
Bite district includes North & cations, well illustrated, and in- _ tionon putting this salesmaker to 

" ‘ ' ° side the back cover is a handy’ work for you. 

South Carolina, Georgia, Florida, : : 


Alabama, Kentucky, Tennessee, 
Louisiana, Mississippi, and Arkansas, 






2 : ANNIVERSARY YEAR 
with headquarters in Atlanta, Ga 


Aa 1910-1960 
Mr. Engle was formerly a sales 


representative for Wickwire Spencer ALLEN MANUFACTURING COMPANY 


Ss : ail mee, a 
Division, Colorado Fuel & Iron ¢ HARTFORD 1. CONNECTICUT. US.A 
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“| just adore the 
strong, silent type!” 


Because they feature exclusive 
Velvet Joints which permit a 
smooth, even flow of cutting sur- 
faces, Jewel Brand Abrasive Belts 
eliminate needless “chatter” and 
. last longer under 
operation. Try some 


jumping 
continuous 


and s¢ e! 


PUEWEL VA] 


COATES ABRASIVES 


Rolls « Sheets * Discs * Specialties 








ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 


Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems, 
Write ustoday about fluxes for all metals, 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., 


9331 BERENICE 
SCHILLER PARK, ILLINOIS 
1 the Metropolitan Chicago 


INC. 


Area 
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New Order Index Held Steady In September 





















300 . : 300 
275 it | | 275 
250 | | eee 250 
225 | . TH 225 
200 | 200 
175 | 175 
125 | ——— 125 
100 } - a ee — -: X = — 100 
75 75 
OY Re SINE CT a 
TDA eONDs PMAMSIALONDS PRANSJASOND) FMAMILASONOL FMAMISALONOL FMAMISATONSOD 
1955 1956 1957 1958 1959 1960 

THE INDEX of new orders placed by distributors with yp] remained steady 
it 190 in September, according to the American Supply & Machinery Manufacturers 
\ iation According to the association, the index may ha ottomed out” for 

the veal 

| 
| Almquist Opens New Branch in Santa Ana 

mouist 
fe squerment CO | 


NE W BRANCH OFFICE of Almquist Tool & Equipment ¢ I \ngeles 
1 at 2 South Holiday Street, in Santa ] 


itain t sq. ft f ofhce and warch 1 ind a I m fo 








P 
CONVEYOR BELT splicing contest was one of the sidelights at Flexible Steel Lacing 
Co.’s annual sale nvention held recently in Chicas Salesmen, Warren Paulson 
ind Harry Beach, ng th al fi d tl ( i vn with tl 
plant experts. They wet nly about 3 nds hind t xperts t 
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Edward J. O’Connell 
Billings & Spencer Names 
Sales Representative 


Edward J. O'Connell 


l ip 
pointed sales representative for ‘The 
Billings & Spencer Co., to cover the 
Indiana and Ohio sales area 

\Ir. O’Conn« who wi vork 
out of Cincinnati, has had 10 vears 
experience im ing to industrial 
C 1 lal a U.S. agence 


Blackhawk Appoints Gerow 
General Manager 


William G. Gerow was appointed 


general manager of the Blackhawk 
Industrial Division, Blackhawk Mfg 
Co. He had been serving as assist 
int general manage! 

Mir. Gerow joined Blackhawk in 
1957 as service manager. When the 
firm divisionalized in 1958, he was 
ippointed administrative coordi 


nator of the industrial division 





ONE-TYPING tem short-cut 
VOT if Ind t i 


QO] 


Standard, Intermediate 
and High Speed Bands 







Hold it, 
ir Distributor! 
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Here’s the kind of service you need — to sell prospects and keep cus- 
tomers sold...sold on you and on Victor. The way to do it is to depend on 
Victor and its line of quality metal cutting products because... 

1. VICTOR handles rush orders from stra- 
tegically located warehouses or direct via 
rapid IBM order processing. 

2. VICTOR field men will work with you to 
help sell or solve “knotty” problems. 

3. VICTOR’s research facilities are at your 
disposal when you have the need. 

4. VICTOR has an honest distributor policy 
which they carry out to the Nth degree. 

But most of all, when you sell Victor, you sell 

quality at a competitive price and still make 

a good profit. Interested? Write today for 

details. 


STOCK AND SELL VICTOR 
VICTOR SAW WORKS, INC. “ 


Middletown, N. Y. 
Warehouses in Chicago, Los Angeles & Portland, Ore. 


il 


Hand and Power 


472 





American Pattern and 
Milled Curved Tooth Files 
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A Sales Repeater Because it’s 


EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
that’s easy and dependable to use. Effi- 
ciently conditions metal for neat, strong 
unions Economical because RUBYFLUID 
costs less in the 
long run. Cus 
tomers like RUBY- 
FLUID Flux liquid 
or paste keep | 





| 


t 


= 





















2, 


coming back for 
more Let RUBY- 
FLUID make | 
friends and build 


business for you 


™“ 
=e} 
7 





' 
—¥ 


application. Don’t 
take chances with | 
as liatiiaine I'he proht decline and what to | 
ibout it were the major issues at the 
Ruby Chemical Co. 66th annual convention of the 
76 S. McDowell Street Central Supply Association in Chi 
Columbus 8, Ohio 

igo. Attendance was more than 


1500 








John Robertson, Robertson Heat 
ing Supply Co., Alliance, Ohio, 


heads the six officers elected for th« 








| 1960-61 term. Other newly elected 
officials include H. ‘T. Davisson, 
Southwestern Supply Co., Pueblo, | 
Colo., first vice president, and 
George Needham, Biggs Pump & | 
Supply Co., Inc., Lafayette, In | 
diana, second vice president | 
- 5 I'hree other CSA officers were 
clean, elected. Treasurer Paul Aronhialt | 
president of ‘Topeka Boiler & Sup 
| ply ¢ In Topeka, Kansas 
ONE-SOURCE RESOURCE Honorary president Harry Holihan 


president of Missouri Water & 


w STAINLESS STEEL | ‘ic 22 Siopt cost Fre 


\lo. James HI. Perry was re-named 


* AN Drilled } LORS 
Fillisters secrectal 
* Bolts 


Concern for profits dominat d the 


*Cap Screws | 
means more * Caps meeting. Both manufacturers and 


1d 


- Socket Head , 
rofit for ou «Cotter Pins | distributors were brought into focus 
p y ‘are | os co yf poor profit 
> S ¢ Ses ( TC 7. 
(less paper work!) rots le W ' Uni f 
® achine | > > 
®@ 8,000 types and sizes Screws Jule omMas, HIVETSITY © 
@ Immediate delivery, * Nuts | ‘Texas lecturer and sales training 
: * Set Sockets 4 
any quantity | . 
. . ( >< y | ) 
og Sheet Metal | consultant, spoke to an audience of 
“specials”. + Seed Gale plumbing-heating manufacturers 
TITANIUM 


* Taper Pins 


Right Off the Shelf® * =the" “Lack of confidence (by manu 
ig the she 


| 
| 
| 
* Wood Screws| facturers) in the distribution indus 
Write, wire, phone NOW for copy of 


Star's now enteleg try as the most economical means 
_— : 
>) > STAR STAINLESS Screw co.| of distribution has led to 

} 645 Union Bivd., Paterson 2, N.J. | 
corrosion Clifford 6-2300 
CSL GLA > © TWX = LTFSNJ — 1382 
Direct N.Y. Phone: Wisconsin 7-6310 | 
Direct Phila. Phone: WAlnut eI 





many 
evils. There is no reasonable pro 
tection, in some cases, for a dis | 
tributor’s major product lines. What | 
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Prices And Profits Stressed By CSA 
DEPENDABLE 
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15 
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R rErens ' . ‘ = : es 
FP sayy NEW OFFICERS of Central Supply Association (bottom | t ( Needham 
Steel Flux was nd | p! dent; John Robertson, president; H. ‘T. Davisson t president; (top 
perfected for this Paul Aronhalt, treasurer, H. B. Holihan, honorar resident, James H. P retary 


good is it if the distributor does h 


job when the manufacturer puts in 


his own store a few blocks down tl 


street? 

\s a solution, \Ir. Thomas urged 
his manufacturer audience to “get 
the facts.”” He noted that ML Can 
bypass the distributor, but vou can 
not do away with his functions and 
costs.” Use your distributors in a 
partnership sense. “Don’t use them 
part of the time ind abi them 
the rest of the time.” 

After Mr. Thomas finish with 
the manufacturers, H. L. Godschalk 
Sr., of Tri-State Plumbing Supph 
Co.. Huntington, W. Va riticized 
distributors for their part in t 
poor profit picture 

We must take steps t eve 
uuirs from becoming a second-rat 
id he id “Distribut 
ire scare | to death of 
ordet \s an example Wwe 
1 job and it is let. Then we 
willing and anxious to start 


1 of bidding 


roun 

“How can we expect different 
conduct from our contractor friends 
when we, the distributors, started 
the practice to begin with? We ask 
for the boomerang. How can out 
customers have faith in our prices 
when we don’t have faith in them 
ourselves?” 


Budgeting Stressed 


Budgeting, suggested as one solu 
tion to profit ills, was explained to 
1 CSA workshop audience by R. E 





— 


Petersen of A. T. Kearney & Co., 
management consultants. Mr. Peter 
sen noted that “the emphasis seems 
to be on how to analyze rather than 
how to implement” budgeting tech 
niques, and that “owners and man 
agers seem to understand what the 
trade literature is talking about but 


are reluctant to (or just can’t) put 
it into use.” 
Mr. Petersen applied his prin 


ri I 
ciples to two phases of a distribu 
tor’s operation: sales and expenses 
“It’s been said that if vou have 
adequate sales analvsis vou’re half 
way to the goal of budgeting. Sales 
analysis leads directly to sales fore 
casting and expens¢ budgeting 

“A budget is a logical plan. You 
may exceed or fall short of the plan, 
but vou’ll know whv and what you 
have to do to correct the condition 
in each activitv and segment of yout 
organization You'll be able to 
make decisions founded upon prop 
erly 
enable you to increase OT! iccTcas¢ 
manpower in proportion ft meas 
ured work load rather than 1 
—— re 


\ departme¢ nea 
I 


“You'll be able to increase o1 


| 
rervent pleas 


decreas¢ eceivables rather than let 
ish pile up or permit receivabl 
to go out of control. You'll know 
when to borrow and when to repay 
rather than loan on an emerge! 


basis or have borrowed funds idle,’ 


Pledge $15,000 for PHCIB 


CSA and its members pledged 
S15 t suppo the ma ket 1 el 
opment program of the Plumt 
Heating-Cooling Information Bi 
reau 

Ihe basis port $5,000, w 





}?* » i 

be paid directly from the CSA 
treasury. CSA will then, through its 
] 


directors, set quotas for each asso 
lation zone and actively help the 


Bureau to solicit $10,000 directls 


from members 


Spring Meeting 


Apnil 5, 6, and 7 was set as the 


date for the CSA Spring Meeting, 
to be held at the Palmer House, 


Chicago 


(News continued on p. 164) 







FIND OUT HOW 
| TO MAKE MONEY 


on Machine Mounts 
with 
UNISORB 
MONEY-MOUNT 
PROMOTION 








Now, for the first time, a complete educational and promo- 

tional package that tells all about machine mounts and how easy it is to sell them. 

It's all in the Money-Mount Promotion, just released by Unisorb. Includes slide 

film, direct mail, Information Bulletins, data sheets, Selector Chart, National ad- 
vertising and Sales aids. 


Ask to see the new Unisorb Money-Mount Promotion! 


Find out how the complete line of Unisorb Machine Mounts can mean extra sales, 
extra profits for you and your salesmen. Call or write, today. 





¢ Unisorb Mounting ‘tie H Unisorb Level-Rite 200 

Se Pads eee Unisorb Level-Rite ‘‘Jun- 
Unisorb pads arethe ior’’ has been especially 
. basic vibration con designed for light machines, air conditioners, 
trol unit, identified by the red centers and business machines and similar equipment. 
brand mark. Available in a wide range of den A low cost, precision leveling device and vibra- 

| sities and thicknesses for proper apr atior tion control unit, with loading limit of 200 It 

Saves up to 80% nstallation time and costs per unit. Ideal for original equipment. 





= PZ Unisorb Level-Rite Remember to simplify installation, 
improve performance and control 


| Mount 
a er ae ee vibration... 
) cine devediee Universal sei | UNISORB MOUNTS 
| chines. Fast, simplified way to achieve and | MAKE THE DIFFERENCE 


hol pre F ¢ Av 3 t F iSiV for all types of machines from lab- 
screw-post desigr ra a ba inting oratory equipment to giant presses 
plate for use with built-in leveling device Ask for a Money-Back Trial... Now! 





UNISORB 269 SOUTH STREET, BOSTON 11, MASSACHUSETTS 


Division of The FELTERS Company 
sales ( es in New York. N.Y. e Chicago, Ill. e Detroit, Mich. «© Upper Darby, Penna. e St. Louis, Mo. 
Taylor Felt & Supply C san Francis Calif. « Acorn Mfg. Co., Los Angeles, Calif 


Nai 


Please send me details on new Money-Mount Promotion. 


GUE aoocsc ecb cnewawesashessnesedesesevenepeceneiets ZONG. ccs State. .cccccccccccce . 


y 4 
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Index of INDUSTRIAL DISTRIBUTION Articles—July to December 1960 





IDEAS FOR MANAGEMENT 


“Why We Like to Blanket Order” July 87 
Head buyer for California electronics firm ex- 
plains why he favors contract buying for many 
MRO requirements 

Cash Budgeting: Key to Financial Planning August 78 





One of simplest.methods to estimate future cash 
requirements is to use working cash budget. 


September 88 
industrial 
at the Harvard Business School. 


Management Goes to College 
The third Management Course for 
distributors 


Stockless Purchasing at Dow 
Bold innovation by major user of 
supplies puts distributors to the test. 


October 94 
industrial! 


The Specialist Salesman—Necessity, or Dead 


Weight? November 86 
A distributor-owner and sales manager argue 
out a burning issue: can small firms support 
specialists? 
ADP for Smaller Firms November 90 
Two average-sized Southern firms are con- 
vinced automatic data processing equipment 


more than pays for itself. 


When Does a Service Shop Pay Off? 
Mars, Inc. first analyzed the need, potential 
and probable effect on sales. 


December 82 


Distributors Step Up Cost Accounting Drive.December 90 
Associations launch a ‘‘speakers’ bureau” to 
pread cost-accounting gospel. 


SALES IDEAS 


Put Profits in Products July 77 
Kalamazoo, Michigan distributor considers his 
market, costs, competition, salesmen before 
reshuffling product mix. 

A Sales Contest That Really Works July 81 
Sales manager views sales contests as a means 
of uniting the efforts of his sales force 

Your P.A. Can Help You Sell naa August 68 
Minneapolis salesman tells how his past expe 
rience as purchasing agent helps him now 

Team Up Your Sales Staffs... oe August 71 
At Dodge-Newark Supply Co., the efforts of 
the inside and outside sales staffs are co- 
ordinated. 

Sell Yourself, Then Sell Others ae August 77 
To make sure of new product, sales manager 
and all salesmen gave it a home workout 

What Do You Do About Brand Preference?....August 90 
In this actual problem case, an anonymous 
salesman telis how he tried to sell his fran- 


chised line. 


Dramatize Training 
In addition to using 


; ‘ September 86 
role playing for training 


salesmen, this distributor gets other people 
nto the ‘‘act.”’ 
New Products Mean New Sales............. October 104 
Minneapolis salesman shows how creative 
selling can develop new applications—and 


sales—for new products. 

Custdmer Clinics: New Approach to Selling. .October 110 
At Abrasive Machine & Supply continuous 
clinics are set up which sell ideas as well as 
products. 


Give Yourself a Goal nau 
Salesman Al Engstron believes planning major 
calls and setting performance goals are vital 
to creative selling. 


October 112 


Top Priority for Salesmanship ‘ 
Texas supply firm instalis a full-fledged pro- 
gram in selling techniques. 


November 95 
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Sales Managers Learn by Doing November 98 
Sales managers attending the Porter Henry 
Sales Management Development Seminars are 
encouraged to think, speak and act for them- 
selves. 


Would You Accept This Order? November 108 
in this problem case, an inside salesman tells 
the story of a serious dilemma in taking order 
data on the phone. 


Selling Small Plant Automation December 72 
Indiana salesmen sell the idea that automation 


need not be too costly. 


Waste Makes Sales 
Salesman ‘‘Doc’’ Henderson's 
locating needs and cashing in on 


December 75 
approach for 
them. 
How to Make Sales Sitting Down December 36 

How a Wisconsin owner-salesman spends the 

most profitable hour of the day. 
Demonstrate to Educate December 84 
A New England firm outfits a trailer 
working mechanism designed to 
for automating shops. 


with a 
spread ideas 


* 

GENERAL 

The Salesman: Fast Talker or Listener? July 68 
The modern salesman is turning to ‘‘customer- 
problem approach’’—requiring listening. 

“Management’s Problems Do Not Change” July 71 
Materials Handling distributors air problems. 

Promoting Distribution as a Career July 74 
Texas distributors sit down with college stu- 
dents to answer questions on employment 

Do You Know the Score on Depreciation? July 75 
Here are the depreciation “ground rules” for 
capital equipment you buy—office machines, 
fork trucks, conveyors, furniture, fixtures, etc 

Auto Fleet Leasing—Your Questions Answered July 84 
Advantages of leasing working capital con- 
served; costs can be budgeted; key people are 
freed; salesmen have latest model, etc. 

Simulation Film Now Available. August 84 


“Decisions, Decisions, Decisions!’’, the movie 
of decision-making simulation 1D sponsored in 
Philadelphia now available to distributors and 
manufacturers. 


The Way to Win an Argument 
Fine art of winning an argument consists of 
preventing other fellow from forcing the 
viewpoint on you. 


September 91 


What Do You Do When Policy Stops the 
Buyer? . , at 
What do you do when your customer wants to 
buy direct and save the distributors’ markup? 


September 92 


Memory Machine aie ....October 100 
This San Francisco-based firm with ten stock- 
ing branches installed RAMAC 305 

Big Decisions for the Small Distributor October 103 
Distributor who started on shoestring recalls 
choices and temptations smal! owners face. 

Trucks Instead of Branches October 106 


Southern distributor invents interchangeable- 
truck-body device that speeds delivery at a 
distance. 


“Congratulations, Salesman Abbott” October 114 
Readers state reactions to !ID’s case history 
of salesman who faced vexing problem of 


brand preference. 
A Direct-Buying P.A. Gets Caught........... October 116 
What do you do when an old customer, who is 
now buying direct, gets caught short? 


INDEX CONTINUES ON PAGE 163 
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100 


103 


106 


r 116 


Helping Customers 
Get Business November 100 
West Coast metals firm in- 
vites its sub-contractor cus- 
tomers to exhibit at its open 
house and meet prime con- 
tractors. 


A Lot of Education 

is NOT Dangerous November 102 
Mahoning Valley Supply Co. 
encourages education and 
training for all its employees 


The Case for 

Leasing Cars November 106 
At R-J Bearings Co. in St 
Louis, both management and 
salesmen benefit from leasing 
autos. 


It Pays to Pioneer December 70 
How Uland Rubber & Supply 
Co. grew up around new prod- 
ucts and new applications. 


Warehouse in the Office... December 76 
West Virginia firm embarks 
on automatic data processing 
with a built-in stock control 
feature. 


Back Order Blues December 78 
West Coast salesman speaks 
his mind about a common 
problem. 


“Put Facts Before 

Big Buyers” December 80 
Readers give opinions on !ID’s 
September salesman'’s case 
involving problem with a big 
account. 


Rules Are Rules.... December 92 
A real-life problem case in- 
volving the “closed shop 
door.”’ 


Special Sales Aids for 

the General Salesman December 88 
Distributor revamps old mas- 
ter catalog file into eight new 
books reflecting specialized 
departments. 


PROMOTION 


Planning makes the Show 
Southern Supply Co.’s two-day 
tent show drew 3,000 visitors, 
thanks to elaborate prepara 
tions. 


July 72 


Demonstration—Texas Style ..July 74 
Southwestern Precision Sales 
Co. has put displays plus a 
sizeable portion of its inven- 
tory on the road. 


Plan A “Shared” Anniversary. .July 84 
Orr tron Co. is celebrating 
125th anniversary year with 
program that was two years 
in the planning. 


Make People Want to 

Come to Your Show October 108 
Planning and promotion made 
3,000 purchasing, engineering 
and production people come to 
distributor’s show. 


Three Distributors 

Make One Show November 88 
Three distributors in Lancas- 
ter, Pa., Joined hands to stage 
a highly-successful show 


Distributors Team Up 

to Advertise November 
Niagara Frontier Distributors 
have sponsored a highly suc 
cessful direct mail and adver 
tising program. 


oO 
a 


MEETINGS 


Who's to Blame for 

Low Profits? November 105 
Nearly 300 distributors and 
suppliers at NEID’s Third An- 
nual meeting heard strong 
words and divergent views on 
“The Squeeze 
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Equple -a complete line of storage equipment - 














EQUIPTO is the only complete line 
sold only thru you — the Distributor 
— never direct. Don’t sell just half a 
line, sell the full line. Save time, save 
effort . only one catalog to handle, 
one purchase order to make, one lower 
combined freight rate, only one in- 


voice to handle. 


EQUIPTO's ability to provide prompt 
service, quality merchandise and a fair 
and impartial dealer policy, plus 
consistent advertising in national pub- 
lications, and generous supplies of 
free literature, makes EQUIPTO 
products a leading line with aggres- 
sive distributors. If you are not-han- 
dling the EQUIPTO line, it will pay 


you to get full details now! 





help reduce costs... 


SELL 
BETTER 


for steam lines 
IT PAYS 


A Quality Stop 
Ya" through 3” sizes 
With or without 

lever handle 


One of the Complete 
HAYS LINE of 
Industrial Stops 


write for folder 103-9 
GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA. 
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YOUR PRODUCTS IN 
INDUSTRY .. September 93 


Do you know where your mar- 
kets are? To help distributor 
salesmen and sales managers 
draw a bead on major mar- 
kets for their products, |D has 
assembled some graphic and 
Statistical facts about seven 
industries. 


Metalworking September 96 


Food September 100 
Mining September 104 
Construction September 108 
Woodworking September 112 
Transportation September 116 
Chemicals September 120 
EDITORIALS 

Recognition July 67 


A Salesman to Remember 
What Your Customers 
Expect 

Marketing? 

or Only Selling? 

How About a 
“Think” Room? 

600th Time 


August 67 
September 85 
October 93 


November 85 
December 69 


NEWS 


Continued from page 161 


Duff-Norton Assigns 
Anderson To New York 


Donald A. Anderson was ap 
pointed New York Dsstrict sales 
manager of the Cofhng Hoist Divi 
sion and Jack Division of Duff 
Nort mn Co 

Ile had been serving as district 
sales manager for Duff-Norton Co 
operations in upstate New York and 


New England. 


New Plant Opened 


the American Sealants Co 
opened a plant with adjoining sales 
and administrative offices in New 


| 
| ington, Conn., a suburb of Hartford 
| 








“SPEAKERPHONES” were installed by 
H. W. Ralston at Industrial Supplies Co., 
Steubenville, Ohio, to speed office com 
munications 





| 
} 


| 
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John M. Reese 


Chisholm-Moore Appoints 


Sales Representative 


John M. Reese was ippointed 
sales representative by Chisholm 
Moore Hoist Di yn of Columbus 
Mckinnon Corp 

Mr. Reese will represent Chis 
holm-Moore in a territory consist 


ing of Kentucky sections of 


Indiana and Ohio 


R.&J. Dick Moves To 
Larger West Coast Quarters 
he R&J. Dick 


branch warehous¢ 


Co. moved 


ind office to new 


Fourth St., San 


This replaces previous 


quarters at 52 
I'rancisco 
facilities maintained for more than 
it Brvant St 

Ballard, of the 


new facilitv said that the move was 


25 vears 
Bland manager 


brought about by the greatly in 


creased volume resulting from the 


expansion of the Dick product line. 


Borg-Warner Promotes 
Frank W. Rickard 
Frank W. Rickard was elected a 


group vice president of Borg-Warner 
Corp. 

Mr. Rickard will continue in his 
present capacity as president of 
Mechanics Universal Joint Division 
at Rockford, II]. 

He joined B-W in 1953 as direc 
tor of manufacturing services. In 
1955 he was advanced to the presi- 


dency of Mechanics 


Charles E. Craft 


Charles Craft Joins 
Republic Rubber Division 


Charle ] Craft joined Repul 


Rubber Division, Lee Tire & Rubber 
( ) l 1 he Cprese 1 

\ lexa l Ne \lex 

Mr. Craft ha hea 

1 Niidla | l AlN 
the South qj 
I] l'exa 

Ile vw form vith Oliulwe 

D iO Ts § | 

» caste 1) ( 


Stanley Appoints 
Faulkner And Paschall 
Frederic C. Faulkner and Wil 


liam Paschall were appointed sales 
representatives for Stanley Steel 
Strapping Division, Stanley Works 

Mir. Faulkner has been trans 
ferred to the New Jersey area from 
Connecticut, where he has been a 
Steel Strapping representative fot 
several vears 

Mir. Paschall will serve Steel 


Strapping customers in the western 


section of ‘Tennessee, northern Mis 


sissippi and Arkansas 





F. Faulkner W. Paschall 





OFF THE SHELF-READY TO USE 


For every chain drive application there 
is only one best combination of sprockets 
and chain. And these exact components 
for top efficiency, longest service and 
lowest cost are available off-the-shelf 
when you specify from the extensive 

Browning line: 

e sprockets in almost 20,000 size and 
bore combinations; single, double and 
triple 

e including fixed bore, reboreable, plate, 
and Browning’s malleable bushing 
type that saves time, cuts costs 

e accurately machined roller chain— 

| riveted or cottered, single, double or 

triple; standard, heavy, stainless steel, 
electrolized; in reels or packaged in 
handy 10 foot lengths 

We'll be glad to supply complete infor- 

mation on the economy and versatility 

of Browning power transmission equip- 
ment. Ask us for free Catalog CD102. 


Browning Manufacturing Company 
Maysville, Kentucky 
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YOU'LL SELL MORE PIPE JOINT COMPOUND 
WHEN YOU STOCK KEY... BEST FOR 35 YEARS 





R. Carpenter W. Pritchard 


Parker Kalon Appoints 
Two Field Engineers 

Robert Carpenter and William 
Pritchard were appointed field engi 
neers for Parker-Kalon Div., General 
American ‘Transportation Corp 





Mr. Carpenter will serve as fas 
KEY-TITE® and KEY® Graphite Paste move faster because 
their outstanding quality is known throughout the industrial world. sii ; : 
And Key Compounds in bright-colored cans stand out in shelf display tributors —_ manufacturers ws 

stimulate sales. For over 35 years preferred in all these industries: northern Illinois, Northem Indiana, 
Pipe Fabricating * Oil, Gas and Chemical * Plant Maintenance 
* Hardware °* Original Equipment Manufacturing * Food Proc- 


tener consultant to industrial dis 


Berrien County, Michigan and 


essing * Plumbing and Air Conditioning * Public Utilities and Rock County, Wisconsin 
Waterworks Mr. Pritchard will serve in the 
SEND FOR INFORMATION Carolinas and southern Virginia 





fastener 





shipments for September 1960 7 


oivision of OCfinoustmes ! | Industrial Fastener Index 
— - NCORPORATEO \ } , ; 
Dept. U-12. P. O. Box 2117, Houston, Texas | | Phe industrial Index Ol 


] 


seasonally adjusted iccording to 
the Industrial Fasteners h 


September shipments were rt 


XM=4) GEARED HEAD WRENCH |iaiaeomes 


Not a ratchet . . . but a heavy-duty geared tool! 











EGAL NOTICI 
QUIRED 
AS AMENDI 
ANI 


BY THE AC ST 
D» J rit 





States ( s 
. OWING THE OWNERSHI 
MANAGEMEN AND 
CIRCULATION 


VERSATILE! — used wherever 34”°— 
| LY 2 sockets are used. Ef- 
fectively replaces sledge-ty pe wrenches 
on many applications. Available in 
capacities up to 12,000 foot pounds 


POWERFUL! — Geared head construc- 
tion generates high torque (4 to 1 
ratio) with a fraction of effort. De- 
Signed compactly for maximum 
Strength ... minimum weight. 


EFFICIENT! —— Eliminates the need for 
extra man-power. One man can _ use 
it — anywhere. Unequaled where 
space is limited. 


SAFE! — Allows workman to perform 
his duties without excessive strain or 
fatigue. Hazards of impact or sledge 
type wregches are eliminated. 


ceca a ri “div? or nrileé — 


a“ 


THE X-4 CORPORATION 


Dept. ID-10 West Acton, Massachusetts 


" McGRAW-HILL P SHING COMPANY 
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Lasher Supply Co. Moves Into New Facilities VALUED FOR 


CONOM 








. * 
NEW QUARTERS provid ft. of office a pa 
Lasher Sup ( t t \ ll ( t 
Lasher Supp ( I lartford Ihe firm, mecorporated in 1954, 
Conn., recently moved into ne i valve, fitting and pipe specialist 
quarters at 290 Prospect, Ilartto It started with a staff of four and 
The new facility has 5,000 sq. ft now has twelve peopl employed 
of warehouse and office spac \ \t a recent mecting of the firm’s 
cording to Richard B. Lasher, pr directors, the following, including 
ident and treasurcr of the firm, ““Vhe | Mr. Lasher were elected to office: 
new building is modern in ¢\ Paul Faxon, vice president and as 
spect with adequate storage spacc sistant treasurer; Edward If. Ken 
excellent loading facilities a ark von, secretary and Earl C. Harring 


il li 
egg Ab any snc oeetties alloy slings 











a | a >  eN | You can help your customers cut 

os ~ * : chain costs and gain a better safety 

record, with TM Alloy Sling Chains 

Taylor's safe, sure-grip Tayco 

f | Hooks... brute strength...con- 

—>y a ius | trolled heat-treating .. . scientific 
| 


\ - oe Pe quality control and Certificate of 
-_ \ me Test are a few features of these 
LOADING PLATFORM at f . . | , for tomer parking | famous slings. Bulletin 14A lists 
; many more. Write for your copy 

and further details today. 
S.G. TAYLOR CHAIN CO., Inc. 

Plants: Hammond, Indiana 
3505 Smaliman St., Pittsburgh, Pa. 








Caffery to Manage Pate Supply Moves 
Follansbee Metals Into New Quarters Everything Swings 
on TM Slings 
Edward J. Caftery was appointed Pate Supply Co., Birmingham, 
vice president and manager of Fol \labama, has opened new quarters 
lansbee Metals Corp., subsidiary of | for its operation in Huntsville, Ala. 
Beals, McCarthy & Rodgers, I Ihe $45,000 building will have 
Rochester, New York 3,000 sq. ft. space 
Mr. Caffery has been with Fol Karl Griffin, general manager of 
] > ] e . } or . . 
lansbee Metals for 14 vears, serving | the firm, will also be general man ar seein 
in various sales assignment ger of the Huntsville operation. Vlas 1873 
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PROFIT I 
;PROFIT 
;PROFIT = 


WITH THE QUALITY VISE LINE... 
! when you handle Simplex indus { 

trial 
i like this appears in 12 trade pub j 


vises. Vigorous promotion 


lications . circulation 336,000 


among your prospects. Write for 
details 


VISE 
FEATURES 


l. exclusive steel slide 
milled from solid bar 


N 


replaceable jaw inserts 
held by top-entering 
pins 


3. outside screw retainer 





4. positive locking 360 
swivel base 


5. longest wearing alloy 
steel nut 


6. one-piece non-pinch 
handle 


SOLID 
STEEL SLIDE 


Simplex industrial vises give you 
the advantage of solid steel slides 
jaws, nuts for maximum strength 
and ruggedness long after their 
modest cost is written off. Line in 
Gludes milling machine, pipe, 
sheet metal and other models 


| Desmond! 
| Simplex | 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 
ee Sra ee A OE 
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Manufacturers’ 
APPOINTMENTS 





J. Wilbur Huff was appointed to 
the Research and Development staff 
and Lyle V. Martin was appointed 
advertising manager of the ‘Ther- 
moid Division of 1H. K. Porter Com 


pany, Inc. 


Karl B. Salanda was appointed 
works manager of Skil Corp. 


George M. Scott was promoted to 
director of employee relations at 
Keuftel & Esser Co. 


Peter Lillys was appointed super 
visor of Crucible Steel Company's 
Syracuse Research Laboratory. 

C. L. Brisley and L. M. Dings, Jr., 
were appointed chief industrial en 
gineer and chief production engi 
neer, respectively, for West Allis 
Works, Allis-Chalmers 


Group 


Industries 


Kenneth B. Davis was appointed 
manager of employee relations for 
the international operations of B. F. 
Co., and Jack B. Burns 
Was appointed factory manager of 
B. F. Goodrich Australia, Pty., Ltd., 
in Melbourne 


Goodrich 


Dr. Donald W. Collier 
pointed vice president of research 


for Borg-Warner Corp. 


= 


Was dp 


O’Radnik 
pointed sales promotion manager of 


Nixdorft-Krein Mfg. Co. 


Clarence FE. Was ap 


John A. Wiedmann was appointed 
chief engineer of the industrial di 
vision of Ilydromatics, Inc 


Irvine F, Williamson was appointed 
Norton Com 
pany ’s Santa Clara, California, plant. 


superintendent — of 


David J. Belcher was appointed to 
the newly created post of assistant 
to vice president of ‘Townsend Co., 
idmund B. Buster, who is in charge 





of West Coast Operations. 
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A. J. Simpson was appointed prod 
uct manager for all division fan lines 
for American-Standard 
Division, 


Industrial 
American Standard. 


Robert C. Berman was appointed 
to the new position of manufactur 
ing services manager for Raytheon 
Company's Industrial Components 
Division 


I’. W. Machett was appointed gen 
eral manager of the Pershing Road 
plant in Chicago for Link-Belt Co. 
Ramsden 
manager of the Caldwell plant in 


George was appointed 
Chicago and Gerald Stone was ap 
pointed district manager of the Dal 


las office and factory branch stor« 





DATES to 
REMEMBER 





Dec. 5-9—Ficld Sales Management 
Institute (Mid Atlantic Na 
tional Sales Executives Interna 
tional, Sheraton Hotel, Philadel 
phia 

Dec. 6—Annual Meeting, The 
Electric Overhead Crane Insti 


tute, Carlton House, Pittsburgh 


Dec. 7-S—ASTME, Seminar on 
Metal Cutting, Dinkler Plaza 
Hotel, Atlanta, Georgia. 

Dec. 12-15—First Industrial Build 


ing Exposition & Congress, New 
York Coliseum 

Dec. 12-15—American Nuclear So 
ciety, 1960 Winter Meeting, 
\lark Hopkins Hotel, San Fran 


CISCO 


1961 


Jan. 10—Annual Meeting, Hoist 
Manufacturers’ Association, Stat 
ler Hilton Hotel, Cleveland 


Jan. 11-12—ASTME, Seminar on 
Quality Control, Chase Park 
Plaza, St. Louis, Mo. 

Jan. 1619—Instrument Societv of 
America, Instrument-Automation 


Conference & Exhibit, Sheraton 
Jefferson Hotel, Kiel Auditorium, 
St. Louis, Missouri 
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"Hoang, Mererninne™ 


@ for the most comprehensive line 
of all metal flexible hose... in 
all types and sizes... for diverse 
industrial use. 

@ for performance-proven, top 
quality all metal flexible hose of 
unexcelled dependability. 

@ for your standard assembly or- 
ders being shipped within 24 
hours or less from a complete 
adequate factory stock. 

@ for sound engineering... exact- 
ing recommendations for all 
your standard and 
special applications. 

Today ... send for Catalog 


No. ID-100D. . . chockful of 
valuable data. 








sy 
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L2 METAL HOSE CO. 





Hose Products 





2163 South Kedzie Avenue, Chicago 23, Ill 





Jan 17-19—Winter Instrument 
\utomation Conference & Ex 
hibit, Instrument Society — of 


America, Sheraton-Jefferson Ho 
tel, Kiel Auditorium, St. Louis 
Mo 
Jan. 19-2] 
tributors 
Mid-Year 


Biltmore 


Southern Industrial D 
\ssociation, Annual 
Meeting, Palm Beach 
Palm Beach, Fla 
I'welfth Annual Plant 
Maintenance & Engineering 
Show, Amphithe 


57> 


Jan. 23-26 

International 
itre, Chicago. 

Jan. 23-27—Field Sales Management 
Institute (South Central Na 
tional Sales Executives Interna 
tional, Chase Hotel, St. Louis 

eb. 67—Broadmoor C 
Rocky Mountain As 
Distributors, Broadmoor Hote 
Colorado Springs, Colorado 

eb. 12-13—Western States Indus 
trial Distributors’ Association 


onference 
ciation of 


] 


Conference. Hotel Fairmont, San 
Francisc 

Feb. 13-17—Field Sales Manage 
ment Institute Fast Central 
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National Sales Executives Inter 
national, Sheraton-Cleveland Ho 
tel, Cleveland, Ohio 

Feb Pacific Coast Show, 
Material Handling Institute, San 
Francisco, California. 


he Ie) 


Mar. 8-l10—l]th Annual ISA Con- 
ference on Instrumentation for 
the Iron and Steel Industry, 


Roosevelt Hotel, Pittsburgh, Pa. 


Mar. 13-17—Field Sales Manage 
ment Institute West Coast), 
National Sales Executives Inter- 


national, Iuntington-Sheraton 
Hotel, Los Angeles, California 

Mar. 21-30—139th National Meet 
ing, American Chemical Society, 
St. Louis, Missouri 


\pr. 5-7—Spring Meeting, Central 
Supply Association, Palmer 
House, Chicago, Il 

\pr. 17-21—Field Sales Manage- 
ment Institute (Fast Coast), Na 
tional Sales Executives Interna 
tional. Barbizon Plaza _ Hotel, 
New York 

\pr. 17-21—42nd Annual Conven 


tion and Welding Exposition of 
the American Welding Society, 


Commodore Hotel, New York 
Cit 
\pr. 30-May Annual Meeting 


Chamber of Commerce of the 
United States, Washington, D. C 
Mav 9-11—Eastern States Show, 
Material Handling Institute, Phil 
idelphia, Pennsylvania 
May 23-25—Annual Triple Indus 
trial Supply Convention, Conven 


tion Hall, Atlantic Citv, New 
Jersev 
«" 
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“Read those figures back to me 
again, Ed. ‘They don’t seem to 


make much sense.” 
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SANDVIK 


Coromant 


CARBIDE 
pokes RE, ic 


Gives You 


¢ A Complete Line 


Proven Quality & Worldwide 
Prestige 


Competent Field Service Engi- 
neering Support 


Warehouse Inventories In 
Strategic Locations Coast To 
Coast 


National Trade Magazine And 
Direct Mail Advertising To 
Your Prospects 


Proven Sales Aids 


Write for the 
complete Coromant 
catalog. 


SANDVIK STEEL, INC. 
1702 Nevins Rd. + Fair Lawn, N. J. 
SW 7-6200 « In N. Y. C. AL 5-2200 
CLEVELAND + DETROIT - CHICAGO 
Reohw\) (e] 483) 
Sandvik Canadian Ltd. 


Montreal + Toronto + Vancouver 
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= THE a CALLS = 


“pYK E Mm 
STEEL BLUE’ 


onsets 





Popular package 8-oz. can fitted with 


Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
crency and accuracy 


Write for full information 


THE DYKEM COMPANY 


Established 1920 


2305A North 11th St. « St. Louis 6, Me. 







oil 





the “tangle-free” 


MUSIC WIRE 
/ 






Precision 


Brand 


MUSIC WIRE 





L 





@ The only 


in the market 


tangle free’ package 
Wire is simply drawn 
from center of patented carton as 
required. Easy saves time 
Packages marked with 


to use 
and bother 
size 


is highly 


weight, and gauge. The wire 


polished and extremely 


tough. Used for springs for tool and 


die mokers, factory and machine 
shop, and scores of other applica- 
tions. Cellophane wrapped 


Wore Quality Products 


Shim Stock — packaged dispenser 
cartons for ease in handling. Available in 
brass, steel and stainless 


in 


Feeler Stock — another packaged item 
cellophone wrapped for moisture protection. 


PRECISION STEEL 
WAREHOUSE, Sas. 


MANUFACTURING isi 
421 MAPLE AVE... DOWNERS GROVE, ILLINOIS 
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NEW LINES 
taken on by 
distributors 


Globe Stock Gear Division ap 
pol nted the following five author 
ized distributors 
¢Don Blackburn & Co 

Detroit, Michigan 
eS. D. Callaway Co., In 

Kansas City, Missouri 
*Knapp Supply Co., Inc 

Muncie, Indiana 
¢\anufacturers I.quipment & 


Supply Co 
l lint, Mi his i) 
¢ Machine Parts Co 


Berwyn, Hlinois 


Tic 
Vascoloy-Ramet appointed two new 
distributors 
¢Columbus Plumbing 
Mill Supph Co 
Columbus, Georgia 


Ileating & 


e}lall-Perry Machinery Co 
Billings, \lontana 

Mluid Dynamics, Inc., Chicago, was 
ippointed as distributor of indus 
trial equipment in Chicago by 


Worthington (¢ 
Ihe R. B. Birge Co., B 
Conn., was appointed an author 
ized distributor of ‘Titeflex teflon 

hose and quick-seal 
Harry P. Leu, Inc., Orlando, Flor 
dist 


ida, Was appointed a 
of 


le port 


onnectors 


ibutor 

ompi te lines 
, 

ntional gag 


cuttin 


fools, Conve instru 


tools ot 


ae 
ind machine 
Pratt & Whitney, Inc 
Co., Pittsburgh, 
was appointed as a franchised dis 
for Hannifin 
inders and air control valves man 
by Parker-Hannifin 


ment ga 


Les 
Ritter Engineering 


tributor power cyl 
ufactured 
Corp. 
Palmer Co.. 
Pa., became a full 1i 
for Chain Belt Co 
The Enos & Sanderson Co., Buf 
N. Y appointed exclu 
distributor for the Product 
Machinery Promacut Saw in New 
York State with exception of the 


Bearing 


Ni Keesport, 


ne distributor 


. was 


SIVE 1On 


metropolitan area 
J. N 


engineer, 


Detroit, will 
all fluid 
ind air power products of Hydro 
Line Mfg. Co 


Fauver Co., Inc., 


7 
sell, and service 





ad 
Le 





enteeisn ! ides each person with: 
a dry 12 i Bz 15 ck ox tor 
ches and i etfects, spaced 
coat hang and vel 
tilated hat space Also 
shelf for overshoes, 9-ft 
it accommodates 18 
ft. unit 12. Sold 
vdir the furs 
ealers ¢ vhere 





VOGEL-PETERSON CO. 


| Rt. 83 and Madison St. . Elmhurst, Ill 











on Copper 
and 
Stainless 
Steel 
Ball Floats 











2 to 12 Inch Diameters 
in stock at all times 
For more than a half century, leading indus 
trial distributors have made Harris their first 
and principal source of supply for floats 
A complete range of the most popular sizes 
of both copper and stainless steel ball floats 
is always in stock for prompt shipment 
Harris builds special floats in a variety of 
shapes and sizes of Stainless Steel, Copper, 
Copper-Plated Steel, Aluminum, Nickel, Monel 
and Chrome-Plated Steel 
Write for Complete Information 


ARTHUR HARRIS & CO. 


208 No. Aberdeen St Chicago 7, Ill 
- Established 1884 
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DO YOU WANT TO SELL Welsco Co., Fort W orth, Lexas, 
MORE DRILLS? Was appointed wi oe dis 


tributot for the entire U.S. Rub 


ber Co. line of sashes ae 






products 
Power Items, Inc., Brooklvn, New 


York, was appointed as exclusive 


% 
~~ 


um 
UDI NOK 


distributors for ‘Tubar materials 
handling equipment for the met 
ropolitan New York area 

Norman Engineering Co., Chicago, 


13929 Op 





‘say 


Illinois, was recently appointed a 


distributor of Helicoid pressure 


























sages in Illinois, Indiana, Wis CO ~ 
This HUOT consin, Iowa and Minnesota, by = 
DRILL DISPENSER Ilelicoid Gage Division 
holds a large supply of drills... S:)8 guipmi ‘0 ( 7O 
neces Gems tt GE Arkansas Equipment Co., Inc., Lit oD 
tle Rock, Ark., was appointed a Q 
listributor of Parker Hydraulic O_ 
hose and hose fittings manufac —_ 
tured by Parker-Ilannifin Corp os ae 
Geigher Pipe Supply Co., St. Louis 7O 
ments—no drill-hiding corners O 
i iaisiidintes a ci Was appointed as stocking dis ° we 
aa x 14 cabmets that stack tributor for the line of Aloyoco om 
@ Three models for lettered, num- corrosion resistant valves manu 
on factured by Alloy Steel Product ~ =e 
Write | ilar Co 
HUOT MANUFACTURING co.} | Northwest librGlass Co., Minn A 
” 551 No. Wt t. Poul W4, Minn. ipolis, Minn., was appointed dis 
S nn i) 
— mn tributor for fiber glass roving, m 
— ] Soe ] 1] A 
hopped strand mat and milled < as] 
- fibers by Jolhns-Manville 4 
Phe Tri Line Corp., Buffalo, New = 
| , York was appointed representa b 
bs Scat’ < 
Cc fT | wid Controls In a. 
DELIVERY ; 
er 
Ola P. Hollis. @ 6 
Hollis & Co. 5 
ss Oo 
| } \Irs. Ola P. Hollis, 86, co-founder = 
t é of Hollis and Co., Little Rock, 5 
ats | Arkansas, died October 1 = 
\NiIrs. Hollis, with her husband NO A 
Jesse Lee Hollis, founded Hollis & - 
N Co., in 1916. She served as sec O ml 
— SPROUT-WALDRO retary-treasurer of the firm until sh« — 
s ( retired in 1956 due to her health O ~~ 
r sizes 
floats @) 
aye | apne James Webb. 
ay » , ‘ 
a. sitee ar ella 254 Wm. Krueger Co. 
James Webb, 65, president of 
: SPROUT-WALDRON ie te 2 J . om 
co. WE seo MUNCY, PENNA m. Krueger Co., Neenab, is 
7m IN/504 onsin, died September 17 
| \Ir. Webb, born in Thornton 
a ‘ 
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139 DIFFERENT TYPES 


& SIZES ... ALL 















you'LL 
PREFER 
ad OO BO) 


PROFESSIONAL 
FLAT WRENCHES 


Proto’s complete 
line of flat 
wrenches with 
U.S. Standard, 
Metric, and 
Whitworth open 


ings give the ™ 
professional user ez 


exactly the right 
flat wrench 
for any 

turning job 


PROTOTOOLS 


PRO FEssionar aquauty TOois 








[l!., attended the University of Chi 
cago and was a 40-year member of 
the American Legion, a director of 
the National Manufacturers’ Band, 
a member of the First Presbyterian 
Club, the Neenab Club, and the 
Neenab-Menasha Chamber of Com 


miecree 


Ile is survived by his wife, a 
daughter, \irs. Robert Ozanne; two 
sons, James and Maurice; cleven 
grandchildren and a_ sister, Mrs 
Henry ‘Templin, Chicago Heights 
Hlinois 
Robert Abbott, 
Raybestos-Manhattan 

Robert Abbott, recent Raybestos 


Manhattan director and, president 
and general manager of Raybestos 
Manhattan Canada Ltd 
October 9 at home in Peters 
Ontario, Canada 

Abbott started with the 


1918 


died 
his 
borough 

Nir 
bestos Co. in 
the 


7 
and became its first 


Ray 
Tle helped OT 
1920 

Ie 


to a sizeable operating 


TANIZE Canadian plant in 
manage! 
developed i 


+ 
manufacturing fri 


unit, tion matc 
rial for the automotive and other 


industries and now also rubber prod 
ucts for the Canadian market 

Mir. Abbott retired in 
1956 and continued to live 
ida. He was well known 


trial circles 


January 
in Can 


ae indus 


Ile is a member of Class of 1908 
of Yale Universitv, and a 
New York Yale 
former ( 

Golf 


irvived by 


member 
Club He 
Was a mnecticut State 
Amateur 


I le IS SI 


Champion 
his wife, 
ind three grandchildren 
Nelson B. Sherrill. 
The Stanley Works 

Nelson B 


Manager of 


Sherrill 
Stanley 

es, Division of 
Works, North Miami 
October 11 

Nh 


CaTee!l 


fCnecra Saies 


Building Spe 


i 
The Stanley 


Florida hed 


Shernll spent his entire 


] 


in sales and had been general 


sales manager of the division since 


ene 
_ 59 
t A 


L« is 


1 irried 


} 1 
survived Dy\ 


t] hildren 


HTC 
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“Egads, sir . . . there’s been 
nothing like ‘em since the 


Few i! match the 
| grinding, smoothing, 
! o if 1 Jewel 
Br 1 Al e Belts. A trial run 
pr Order through your 
I 1D t 





neat 
PJEWEL Wa 


COATED ABRASIVES 


Be © Rolls e Dise ° 





Sheets Specialties 


ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 





The right gauge for 
your specific needs 


A complete line of gauges in stock 
available for early delivery. Gauges 
from 10-inches pressure to 
30,000 P.S.I. to meet your specifica- 
tions on any equipment 


water 


@ Combination 
@ Diaphragm 
@ Compound @ Hydraulic 
@ Altitude @ Special Purpose 
@ Dial Thermometer 
(Vapor Tension or Bi-Metal) 


@ Pressure 
@ Vacuum 


let Marshalltown answer your gauge 

problems . . . write for information 

and prices. 

MARSHALLTOWN MFG. CO. 
MARSHALLTOWN, IOWA 























Make EXTRA Profits 


Die Filers | 





3 MODELS 







For Filing, Sawing, Lapping 


ECONOMY 


STANDARD 
$131.50 
DELUXE 

* $149.5 


Write TODAY 





QUICK ACTING 


Drill Press 
Vise 


ONLY $12.50 
Write TODAY for information and discounts 


Makers of KELLER Power Hacksaws, TRI- 
MATIC Oscillating Belt Grinders and Sheet 
Surfacers 


KELLER DIVISION 





Sales Service M fg. Co. 


2361 University Ave St 





Packaged 
PIPE NIPPLES 





Seamless Steel 


Pressure Tube Nipples 
A.S.T.M. A-83 and A-106 
FROM STOCK: 


Ye" to | Standard and Extra 


Strong Weights, Black Grade 


Paul 14G, Minn | 


Spencer Chase Joins 


Joseph Dixon Co. 


Spencer Chase jomed — joseph 
Dixon Crucible Co. as sales repre 
entative in Chicago-Milwauke« 

Lads 

\Ir. Chase, who comes to the o1 
ganization with 10 vears of varied 

lustrial sales experience, will rep 


resent both the paint and lubricants 


division of Dixon 


Ragan Celebrates 50th Year 


New 


Jersey sales representative for the 


> 


Harvey Ragan, northern 


paint and lubricants divisions, is 


urrently celebrating his 50th yea 
vith the firm 
In addition, he has also become a 


club member of the Na 
| Paint, Varnish & Lacquer 


VCal 


Worthington Promotes 


Frank J. Nunlist 


Nunlist was ippointed 
¢ president-operations of Worth 


| ralik | 


gton Corp. He had been a group 

¢ president 

Mr. Nunlist will now be respon 
sible for the activities of allthe com 
panys sixteen domestic operating 


sions, and regional engineering 


ind service activities 

Ile joined Worthington when | 
|. Niueller Furnace Co. was a 
quired by Worthington in 1954 
Later he became executive vicc¢ 
president of Mueller Climatro) Di 


i 





A 
2” tol 
Weight, Black 
TO ORDER: 
Grode"B” Galvanized, Cold 
Drown in Lorger Sizes 


® Avoid errors Nipples ore 
ID-7 marked SMLS" with Grade 
We ght ond A.S.7T.M Spec 


Ftlsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA. 





| Frank J. Nunlist 
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DOESIT! 


when you're a Hamilton distributor 


A COMPLETE ONE-SOURCE LINE HELPS 
YOU SERVE BETTER—SELL MORE 


Casters, wheels and floor trucks—all from one 
source! No need to shop around for the right 
supplier; with the extensive Hamilton line you 
have the equipment your customers need. 
Hundreds of styles, sizes and capacities for 
materials handling in every industry. Head- 
quarters, too, for “job engineered” built-to- 
order equipment 


50 YEARS OF PLEASED CUSTOMERS. Industrial 
buyers know and respect the Hamilton name 
that’s why they buy from Hamilton distributors 
For over 50 years Hamilton casters, wheels and 
floor trucks have been opening many doors to 
many sales. And their proved performance keeps 
the door open—helps you increase sales on all 
the other items in your line 


POWERFUL CONSISTENT ADVERTISING. Hamilton 
helps you by pre-selling industrial buyers through 
hard-hitting advertising and publicity in national 
trade publications and direct mail campaigns 


2 BIG CATALOGS. One for casters and wheels, 
one for floor trucks. You'll be proud to show the 
handsomely illustrated attractively bound 


Hamilton catalogs. Special easy-to-order format, 


and 
indexed for ready reference 


PUT YOUR SALES ON HAMILTON WHEELS! 
Write for details of 
Factor) 


Hamilton direct” sales plan 


Hamilton 


4 
CASTER & MFG. CO, | 





1754 Dixie Highway "5 
Hamilton, Ohio 
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Have salesmen open every ull with a blue chip line. Nicholson 


example. #® They’re preferred brands. They’re Am 


nerica’s best promoted files 


or Black Diamond files, for 


in steady, eye 
catching advertisements that pave the way for salesmen. The line is complete...over GOOO 
types...each having a reputation for quality of manufacture and performance. #® Streamline 
your selling with Nicholson and Black Diamond files. It 


C will open doors...get calls off t 

the right start...set the stage for orders...help you sell more of everything in your line. 
evOls Nicholson File Company, Providence 1, Rhode Island e¢ Files e¢ Rotary Bur 
psy ———— 

2 Us.a. 


Hacksaw and Band Saw Blades e« Ground Flat Stock e¢ Industrial Hammer 


for = 
sales = 
that 





" ee 











What every distributor should know 
about the high cost of cheap fasteners: 





here never was —there never will be 


a good substitute for lj ALITY 


It’s so easy to save money by skimping on quality. A dairy operator can 
dilute his milk with water. A meat packer can replace beef with grain 
filler in hot dogs. Both “‘substitutions” save money—but it’s an awfully 


good way to lose customers in the long run! 


There is a difference between ‘economy’ and ‘cheapness’. True economy 
makes sense—cheapness never does. This is particularly true of 
fasteners—because the high cost of cheap fasteners is so great: Increased 
down-time, mounting rejects and failure in service not only wipe out 


so-called “‘savings’”’ but affect business reputations as well! 


When equipment and reputations are at stake; when the design calls 
for precision fasteners...saving pennies with something that’s 
supposedly “‘just as good”’ can seriously damage sales and profits. 
HoLOoO-KROME prices are competitive, and we’ve streamlined pro- 
duction, handling and packaging to keep prices that way. But you'll 
never have to apologize to your customers for H-K Quality—for we 
are dedicated to the task of producing the finest precision socket screws 
on the market! ... And we believe that no one has a bigger stake in 
quality products than the industrial distributor. 





HOLO-KROME 


Thermo-Forged°* 
SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN, 


*U. S. Patents 2,901,583 and 2,953,794 











